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HARDWARE 


when you sell 


IRWIN 


you sell yourself 


The name Irwin on auger bits and screw drivers 
is your highest assurance of customer satisfac- 
tion. You add to your good reputation with every 


Irwin tool you sell. Users are sold on the product, 


sold on you. 


And only independent hardware dealers may 
profit by the Irwin name. There are no chain 
store accounts, no catalog houses selling world 
famous Irwin tools. 

In short... Irwin gives you both the product and 
the opportunity to sell yourself. That's why it’s 


good business to do business Ww ith Irw in. 


The Irwin Auger Bit Company 
Wilmington, Ohio 








every bit as good as the name 











-Thats NAT «@ 


YOU’D KNOW HIM 
ANYWHERE 


There's good reason why Nat's known far and wide 
From thousands of cartons on hardware shelves, he 
identifies the National tastener line the complete, 
quality line in National's modern hardware packaging 
Once you've seen Nat you'll recognize him every ime 
and once you've stocked National fasteners you'll 
know what we mean by quality inside and out: the best 
in fasteners, all packaged in the uniform, attractive and 
legibly-labeled black and red cartons with the glossy 
surtaces that defy dirt and finger smear 
For your better buy in fasteners, “Better Buy 
National.” Write us tor more information today 





THE NATIONAL SCREW & MFG. COMPANY Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 


Nitional » re FASTENERS “ rf HODELL CHAINS CHESTER HOISTS 
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O; all the sheet metals commonly used in 
roofing, steel is the strongest and stiffest. 


This means that a high-grade 
galvanized-steel roof holds the nails with 
a tighter grip, and has less tendency to 
tear or rip loose in high winds. It has 


better resistance to the shock of falling ice. 


It won't break or crack under the 
weight of a man when ordinary purlin 
roof construction is used 


Bethlehem Stormproof Roofing is made of 
strong, durable steel, either plain or 
copper bearing. Added to this steel is an 
adequate coating of zine to guard it 
against corrosion. This combination 


The 
High-Strength 
Roofing is 
Galvanized Steel 


prov ides a long lasting rooling material 
that gives excellent protection from 
sun, rain, wind or snow 


An economical roofing, Stormproof does 

| 
not have a high initial cost per square, nor 
does it require costly maintenance 


When you compare the service and price of 
Stormproof Galvanized Steel Roofing 
you can readily see why it is in 

such great demand year in, year out 


Bethlehem Steel Company, Bethlehem, Pa. 
On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel € orporation. Export 
Distributor: Bethlehem Steel Export Corporation 


STORMPROOF COVERS THE SOUTH 
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ASK JACK HARDING WHY 


HE FEATURES LUMITE 


_ ‘Longest-Lasting Screening! 
you can buy!" 
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Here’s what he’ll tell you: 


“Take a look at the LumiteE Box ScORE—you'll see why 
LumirtE screen cloth is way at the head of the class! 





“And Lumite has a ‘handle’ that makes it easy to feature— 
“THE LONGEST-LASTING SCREENING YOU CAN Buy!’ Try 
and beat that for a feature story! 


“LUMITE gives you the two things you need to make your 
cash register sing out loud—a stand-out product and a 
stand-out sales-story. It's not surprising that I sell a lot of 
Lumite!” 


HERE’S THE INFORMATION YOU'VE BEEN WANTING! 


MR. JACK HARDING | LUMITE BOX SCORE 


. Compare Lumite with others, feature by feature, and you too will 
Harding Hardware Co., Rowayton, Conn. hestnty ts Gian of int 


LUMITE METAL “A"| METAL “B"| METAL “C™ 











~ Resistance to weather longes?- 
lasting® 








Resistance to blows strongest 
_ (impact tests) 

Can it rust, pit, oxidize 

er corrode? = ves 
Hermed by humidity, 
salt air, smoke or fumes? ves 














Can it cause stoins? NO 





Ask your wholesaler for a protective am ‘an 
FREE LUMITE SALES AIDS! 
LUMITE DIVISION LUMITE is ideal for every exterior use! 
Chicopee Mills, Inc., 40 Worth Street, New York 13, M. Y. ee eee 
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Year after year, exclusive-Franchise BPS Dealers 
everywhere have been aireL diate Me Mairi of money with 
dependable, made-with-oil Flatlux, the wall paint that 
tops them all for profit and performance. Now, with 
Toaliehilelle Malt Mmiilele(-ta ai ismtel Ma lellith @m.¢-tele] i @ellels Mel, 
their command in luxurious deep tones, they're set to 
make even more. Don't stand in your own way! Step 
right up and put your name on the line the one 
and only BPS line lilelMul-tel Mulelg-Maliiiell-lemelile 


more profits for 





; Never Before Such High 
sa ee Satin-t , BF i . or Fashion... High Profit 
x, they sell faster on o Colors for Low Cost Styling! 





The Patterson-Sargent Company, 
1325 East 38th Street, 
Cleveland 14, Ohio 


I'd like to know more about the BPS Line and its profit advantages. 


NAME 


ADDRESS 


city 








A “PACKAGED” 
PAINTERS’ TOOL D 














TOP 





List Eoch 
6only P1-1%5S Stiff Putty Knives i 
6only PI-1Y%F Flexible Putty Knives 85 
6only P23-1%S Stiff Putty Knives 45 
6only P23-1%F Flexible Putty Knives 50 
6éonly P103-3S Stiff Wall Scrapers 35 
CHECK THIS PRICE-BALANCED 6only P103-3F Flexible Wall Scrapers 35 
4only ?23-3F Flexible Wall! Scrapers 80 
ASSORTMENT YOU GET WITH < Zonly P23-3S Stiff Wall Scrapers 75 
4only P1-3F Flexible Wall Scrapers 1.20 
YOUR NEW Ag MERCHANDISER 2 only P1-3S Stiff Woll Scrapers . 1.15 
TOTAL LIST PRICE (All Items) $59.20 BOTTOM an 
PRICE TO RETAILER a 39.20 Idoz. 9 Sandpoper Holders $ .40 
—— 1doz. 20 Pkgs. Glaziers’ Points 08 
aati }doz. 13 Razor Blade Holders 1S 
fel Fs | | ne $20.00 oe — ro 
% doz. 2% Refill Scraper Blades .35 pr. 
‘+ % doz. 1% Refill Scraper Blades .25 pr 
Idoz. O Cabinet Scrapers 1S 
« Idoz. 40 1%" Wood Scrapers 45 
éonly 50 2%" Wood Scrapers 85 
1198 IRVINGTON 11, NEW JERSEY, U.S.A. Send for Red Devil's New 92-Pege Ceteleg 21— 


Write Dept. SH, Irvington 11, New Jersey, U. S. A. 
na 


S ’ i 
NG WA a &, . “~ } ” 
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GLAZIERS 
TOOLS 


wooo PAINT 
SCRAPERS MACHINES 
! 


DIAMOND POINTS 


FLOOR 
POLISHERS 


OTHER 
PRODUCTS 


OTHER 
PRODUCTS 


F r 


AL 


Ramat ’ 
ARMATURE LATHE WALLPAPER TRIMMER 


4 v/,)ly ’ 
of Iiacb Dawn oor. 





in 





Red Devil Tools and Machines are made right, 


packaged right, priced right, and backed by 
consistent national advertising. You're right 


when you stock and display Red Devil. 





IRVINGTON, WN. J., U.S. A. » * 








CABINET LOCKS 
and PADLOCKS 
than ever before! 


with this 
3-WAY 
ADVERTISING 
| PUNCH 


Now! Corbin helps you sell the huge “home-craftsman” market 
: ... HARD! The first sales messages in a new, aggressive consumer 
a advertising campaign will soon reach—and SELL—the millions 

Here's the calendar for the of readers of Popular Mechanics, Popular Science, and Mechanix 
Illustrated. Remember, these craftsmen are your most responsive 
type of customer. Watch for these ads and get aboard! Stock ... 
display—and SELL Corbin Cabinet Locks and Padlocks. 
Cash in on this new promotion that will help you sell Corbin 
products faster, more profitably than ever before! 








Be sure of faster turnover, 


more profits .. . with CORR 


CORBIN CABINET LOCK Division 


The American Hardware Corporation 
New Britain. Connecticut 
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A There's no need to substitute or take second best when you're 
stocking oscillating sprinklers! For there's one sprinkler with every 
last aodvantage...and that's Melnor's famous Swingin’ Spray! 


No Wonder Melnor 
Ranks First in the Nation 


Over All Other 
Oscillating Sprinklers) 





me lightest-weight oscillating 
sprinkler on the market 


@ all parts entirely rustproof and 
non-corrosive 





Gi unconditionally guaranteed... 


for one full year Suggested retail, 11.95 


MELNOR’S SWINGIN’ spray | 


@ covers rectangular areas up to 2400 sq. ft. 


* weinor’s Swingin’ Spray ranks first in © adjusts easily for smaller areas 


@ sturdy aluminum, brass and stainless steel 








nation for brand acceptance according — 
: ® water-driven gears never need oilin 
to the latest annual Store and Market site ; ad 
@ covers entire lawn area uniformly 
Study conducted by Hardware Retailer. 


FREE catalog, sales aids, merchandise counter 
display, mats, electros on request. 





Stock it! Display it! Watch Swingin’ Spray become your biggest money maker throughout your gardening season 


MELNOR METAL PRODUCTS CO., Inc. 112 Lofayette Street, New York 13, N. Y. 
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You can’t give your customers 
than an asphalt shingle 
And you can’t give them a 
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a better shingle value 


better asphalt shingle than Barrett™! 


1. Priced right for you! Superior value at 
a competitive price. Profit-maker! 


2. Every Barrett shingle is made right! 
Only Barrett gives such uniform high 
quality because only Barrett has such 
complete control of raw materials. 


3. All the newest colors your customers 
want! See the revolutionary new range 
of pastels! 


4. A type of shingle for every need! The 
right shingle for every job, every cli- 
mate, every kind of roof. 

5. Long wear! Durable and fire-resistant. 
Roof with Barrett, and you and your 
customers haven't a shingle worry in 
the world! 


BARRETT'S BUSINESS 
IS BUILDING YOUR BUSINESS! 


For the newest 
in roofing, look to 


BARRETT 


the greatest name in roofing 


THE BARRETT DIVISION 
ALLIED CHEMICAL & DYE CORPORATION 
40 RECTOR STREET, NEW YORK 6, N.Y 


205 W. Wacker Drive, Chic 6,1 
1327 Erie St., Birmi om Alo 
36th & Grays Ferry Ave iladelphia 46. Po 
in Canedo;: The Borrett Company, iid 
5551 St. Hubert Street. Montreal, Quebec 


Ree U.S. Pat. OF 
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REPUBLIC UPSON 
HEX HEAD CAP SCREWS 


Heads are square, strong, accurate . . . to take a wrench 
snugly and keep their corners even on a tough pull-up. 


Shanks are tough to withstand tension and vibration. 
Threads are clean and sharp, strong and 
accurate to take heavy pull. 


All 20,000 shapes and sizes of Republic Upson 
Bolts and Nuts are made right and strong 
to meet your needs, save you time and delays. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 
CLEVELAND 13, OH10 © GADSDEN, ALABAMA 
Expert Dept.: Chrysler Bidg., New York 17, N.Y. 
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Jool Bar 





THE WORLD’S GREATEST TOOL(SELLING INSTRUMENT 





al, \ ON EVERY WorIH Tool 


. 
“| | REGARDLESS OF THE BRAND 
(Symbol Trade-mark registered U. S. Pat.’ Off.) 


ASK OUR WHOLESALE DISTRIBUTORS 


The Peck, Stow & Wilcox Company since i785 Southington, Connecticut, U.S.A. 





THE HARDWARE RETAILERS’ PROFIT-MAKING TOOL SOURCE 


1PxS2 
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LAN CAIRNS TAINS CAND LAIN 


Can ) Ws Saige AVe \Was ae 
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a4 
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4 | Beef om rates ase eee dees 
ee0e “<A AS oO 


ROOM HEATERS ? 


When there is plenty of beef on the market, ham- Unfortunately, we will find it hard to make enough 
burger is in demand. But, when beef is scarce, Hearth Glo Heaters to satisfy this demand. At this 
everyone wants a thick, juicy steak. time, therefore, we ask cooperation in ordering 
Why? It's just human nature for customers to early, so that you can be reasonably sure of get- 
demand the finest quality in times of scarcity — ting all the Hearth Gio Heaters you may need for 
whether they are buying beef or gas heaters. 

it's a fact that in this present material shortage, 

Hearth Glo Gas Room Heaters are climbing higher 

than ever before in popularity. 

Hearth Glo Room Heaters are smartly styled to 

attract the eye — quality-built to give years of 

satisfactory service — and so moderately priced 

that shoppers find them hard to resist. 


Sold Through Wholesalers Only 
JACKES-EVANS MFG. CO. - St. Louis 15, Missouri 


“ST. LOUIS BLUE” 
Manufacturers of the famous TEMPERED STEEL 


STOVE PIPE 
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Never before has one mon 
and Dusters with so many new 
moke your sproy'ng and dusting eos 
icol, sofer. Every one s° completely 


SEE CTA moro 


Spreyer with @ Piston Pump 





No gears to wear, no rubber to e¢e 

means long life, minimum service, 
and uniform output olwsys. Rugged, 
hinged Hudson Multi-Boom with 
non-corroding brass tube and nozzles 


vtacturer offered Sproyers 
end better feotures to 
er, more econom- 


SEE HUDSON 


yr the Newest sr the Newest and Best in Spray 


work -soving, 
no other sprayers o 


different —with you ll 


SEE 28h m0 0 
ond better ?. 1.0 Duster 


—T¥> 





~ 
ie 
3 Ways Different to pod. you work, 
clog hop- 


per Low speed agitator a dust 
mixed. 14-in. fan blasts at hurricane 
velocity. Mounts on any U.S. tractor 


long-life economy 
ind dusters 
son — check these important dr 
surely choose HUDSON os 









er and Duster Equipment 


features you Il find in 
We invite your compar’ 

Herences carefully and 
your Best Buy too! 


SEE preriess*....- 


powered olt-purpose Form Spreyers 





Unequalied for low « ost, long service 
on all spraying jobs. Or skids or 
pneumatic tires 250, 400, 500, 800 
Ibs. pressure 4or 8 apm. pump ce 
pacity. 15, 30, $0, 100 150 gal. tanks 





SEE siwpctxe nse 


higher the pressure, tighter the 





\ 


Easy to use, most dependable com- 
pression sprayers Cover seals from in 
side. Powerful pump 7 strokes do work 


SEE FAVORITE®... wortes 


Finest Lightweight Home Sproyer 





\nee 


New Sef -T Lo for easy sealing safer 
opening Lightest 1% gel. home 
sprayer made New $-Spray nozzle 


SEE ww0son BAK-PAKS® 
beck” 


with the “Comfort 





— 


pressure 


ontinuous 
«. Comfort 


Piston Pump Dw 


80 to 100 Ibs 
with minimum pumpin 
able. 3 Models 
phragm Pump, Tromb« »ne* Slide 





from extra-fine to long distance sprey 





of 10. Perfection 4 gal, Climax 
3 gal Galvanized oF Stainless Steel 





Rere-Power* Duster 1" 


Sign of the Best Buy | 


“ * 
. ~ 


H. D. HUDSON MANUFACTURING COMPANY 


589 East Illinois Street, Chicago 11, Illinois, Dept. $4-452 


Hudson Sprayers and Duster 


Rote-Power* Duster “806” 






BUY 


H. D. wn M 


Nu-Action pump §-ft. Korosea! hose 


£3, as}. yA 
ABA, i 4 5 : 
= Cro “< ST 
Porte-Spreyers” 


Hudson phan 


COUP now 


Name 


H. D. HUDSON 
MANUFACTURING COMPANY 


Town 


Duster Catalog 


——— 
Pr ae 


Address (RFD #) 


Twas ee. wae ore te" hs 


Pump Galvanized of Stainless Stee! 


s for Every Farm Need 


<a AE. 


Admirel*® Oveter Hudson Mend Sprevers 


HUDSON 


Ae bouwr Lesser Jody 
AAUTACTURINS voeg CH ; 


ICAGO 11, ILLINOIS 


——_—_—— 


SEE YOUR JOBBER AT ONCE! 

.. or write on your business 
letterhead for catalog and 
prices. 















CASH IN... .TE-IN WITH 
HUDSON'S BIG SALES 
PROMOTION ON 

SPRAYERS AND DUSTERS 


672s ad is now 
working for you | 
4) 
Country Gentleman — 
New England Homest 
Rural New Yorker : 
Southern Planter 
Pennsylvania Farmer ) 
Ohio Farmer : 
Michigan Farmer ; 
Prairie Farmer 
Wisconsin Agriculturist 
The Farmer 
Wallace’s Farmer 
Nebraska Farmer | 
Missouri Ruralist 
Farmer-Stockman 
Kansas Farmer 
Western Farm Life 
Washington Farmer 
Idaho Farmer 
Oregon Farmer 
Utah Farmer 
California Farmer 
¥ Arkansas Farmer 


A| 
“ 
1 . And this means 
i, over 6,000,000 sales- 
ie building messages during 


April, May, and June. 



















= SWAN is Telling America...® 


You, the thousands of American Hard- CHECKING YOUR SWAN INVENTORY .. . BE 
ware Merchants, will continue to receive SURE YOU HAVE PLENTY! 


that big assist from Swan — to make it FILLING YOUR SWAN MERCHANDISER AND PLAC- 
easier for you to sell Swan Garden Hose. ING IT WHERE STORE TRAFFIC IS HEAVIEST. 


Swan's consumer advertising doUars are USING SWAN RETAIL SELLING AIDS . . . SAMPLE 
directing your potential customers to KITS, NEWSPAPER MATS, SMALL ITEM ENVELOPES 
you,” Their Local Hardware Merchant!" ... ASK YOUR JOBBER. 


You will be getting your share of these TRAINING YOUR SALES STAFF TO SUGGEST 
advertising dollars by: AND SELL SWAN GARDEN HOSE. 


During March—April-May-June & July Powerful, Full- 
Color SWAN Ads in Magazines Below Will Tell Americans 
to See Their Local Hardware Merchants 
" for SWAN GARDEN HOSE! 
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YOUR LOCAL HARDWARE G loli 
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— Expo... 
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Look for this advertisement 
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When All is Serene - - - 
Dietz Lanterns constantly are in demand for reliable 
standby, portable, and stationary light — for safety, 
guidance and recreation. When darkness strikes 
without warning, this demand swells to huge 
proportions. Be wise, carry sufficient stock for any 
unforeseen emergency volume. 


a EVERY HOME 
sy \ian| NEEDS A 
——— ae 








" DIETZ No. 2 D-LITE (Cold Blast) 


with rising cone burner 


SPECIFICATIONS 
13% inches 
10 C. Power 
No. 272, | inch 
No. 2 
45 hours 
D.Lite loc-Nob 
Holf Dozen 


DIETZ “MONARCH” (Hot Blast) 


SPECIFICATIONS 


Height 13% inches 
Light 4C. Power 
Burner No. 411, % inch 
Wick No. | 
Burns WO hours 
Globe ‘Fitzall Loc-Nob” 
Package One Dozen 

















ST. 























R.E. DIETZ COMPANY 
ie sveacuse 1, . ¥. 





DIETZ “LITTLE WIZARD” (Cold Blast) 


with rising cone burner 
SPECIFICATIONS 
Height 11% inches 
Light 6 C. Power 
Burner No. 211, % inch 
Wick No. 1 
Burns 30 hours 
Glebe “Little Wizard Loc-Nob 
Package One Dozen 


DIETZ “BLIZZARD” (Cold Blast) 


with nsing cone burner 


SPECIFICATIONS 


14% inches 

10 C. Power 

No. 272, | inch 
No. 2 

45 hours 

“Fitzall Loc-Nob 
Half Dozen 








Parkhound 21° 


“Vt 
‘ 
. 


Tornado 800 — 36 







THE ECLIPSE LAWN MOWER CO. 
Division of Buffale Eclip ¢ Corporation 
4004 Railroad Street Prophetstown, Ilinois 





Speedway 32 
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CRESTOLOY LINEMEN’S 
CRESTOLOY END 
SIDE-CUTTING PLIERS. CUTTING NIPPERS. 


No. 1950, in 6, 7 and No. 72, in 68 7” sizes. 
8 sizes. ‘ 


CRESTOLOY DIAGONAL = 
CUTTING PLIERS. No. 1033, in 6 & 7” si 

: P jo. , in sizes. 
an! = in 4,5, 5'/2 Also No. 654, same 
=" sizes. except with side cutter. 


CRESTOLOY HEAVY CRESTOLOY LONG FLAT 
DIAGONAL CUTTING PLIERS. NOSE, SIDE-CUTTING PLIERS. 


D No. 542, in 7” size only. No. 650, in 7” size only. 


CRESTOLOY PLIERS ‘N=: 





Crestoloy Pliers take all the guesswork out of plier 
buying, because Crescent has taken all the guesswork out 
of plier making. Rigid specifications establish the material, 
design, workmanship, tests and inspection of these better 
tools. Strict adherence to these specifications is maintained 
by continuous tests and relentless inspection of the 
individual wols. Every plier carries the Crestoloy tag 


certifying that it has been individually tested. 








Don’t Overlook 
CRESCENT SLIP-JOINT PLIERS 


tele MEME IE @@ellit tata) Melelil lait 
full range of sizes 


Sign of lhe drléisan 
Syulel of Eurellence » 


“Crescent’’ is our trode mark, registered in the United Stotes ond abroad, for wrenches ond other tools. Sold by leading distributors ond retoilers everywhere ond mode only by 


Sse eae 88 OS FF Toot COMPANY, JAMESTOWN, NE W Y,rorr« 
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HOUSEWIVES AND GARDENERS ALL OVER THE COUNTRY 


Mean extra sales for you with 





ROOT-LOWELL 7 


HHUING SHICALS 


in SPRAYERS AND DUSTERS , 











Bs 
3 BIG PROFITABLE, HIGHLY MERCHANDISED pti 


i __eet i 
Gard-N-Gro’* NO. 400 ASSORTMENT ROOT DUSTERS ‘“ 


Compression Sprayer 4-JET P | . 


pttom Spray 


Returned again by popu- 
lar demand this unusual, 
highly efficient hand 
sprayer assortment and 
its wealth of merchandis- 
ing helps. Greater knock- 
down and kill against flies 
and mosquitoes makes 











me 










these sprayers a must for E . 
yoo xclusive 3-way adjustable nozzle 
every home. Counter dis- od ; 
play shows entire line =) Is le 
fn _ 
Amazing and popular new DEFEND YOUR HOME Straight Ahead Under-Leat Right Angle "| 
. 3 Seen aomey Mond emt lwo ot 
1% gallon compression , - 
sprayer—a favorite with Again, Highly popular and effi 4 
, . “eae ghiy po ar and efh- 
the eyes ‘ail —_— nang ni by popular cient for dusting jobs on 
erate and Sn. any ow demand! the farm, in the garden, : 


standing features includ- 
ing the Any-Spray nozzle. 
Colorful 3 color label, at- 
tractive 2 color emphasis 
on cover and hose 


in industry. Available in 
two sizes, colorfully litho- 
graphed and with clever, 
sales making display. No 
need to stoop or squat 
Adjustable nozzle allows 
dusting in all directions 


ree wb horn dils 


with — clever, 3 color display 
card that fits right on 
top of thesprayer. Ideal 


for counter display Sturdy construction 


camel BUSTERS OF SEE YOUR ROOT-LOWELL DISTRIBUTOR TODAY! 
aoe] 

} a Take advantage of these unusual specials. All offer generous margins of 
OWELL profit for dealers while selling at attractive retail prices. Outstanding mer- 
SL chandising helps. Order your stock today and be ready for the buying rush 

SPRAYERS OF this spring. 


*Trade Mork 


For further information write or call 


ROOT-LOWELL CORPORATION 


445 N. Lake Shore Drive * Chicago, Illinois, U.S.A 





SOUTHERN HARDWARE for APRIL, 1952 21 





SEE THOSE 
TWO 
) LITTLE GEARS? 
\ 
\ 


eS 


- 


ae, 


A Ne | 
> - , ’ 
wt \ i 3 
i ) 


~ 


CUTTING WHEEL 


| 


DRIVING WHEEL 

















LJ 
THEY GUARANTEE POSITIVE CUTTING 


You'll see them on all SWING-A-WAY Can Openers. 
They're syncro-geared! When you turn the handle, the 





cutting wheel automatically turns at the same speed as the 
can revolves. This ‘rolling pierce’ action keeps the cutting 
wheel permanently sharp 

Show your customer those two little gears. Thanks to them, 
this Can Opener always works. The cutting wheel glides 
through the tough tin top . . . never slips balks or jerks. 


Those two little gears make the difference. 


GEAR UP YOUR SALES THE 











write or wire 
SWING-A-WAY MFG. CO., ST. LOUIS 16, MO. 
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Lawn-Ace 18” 








with “Weed-Topper™ 
(Scout) 





‘“MOTO-MOWER” 


boat kuown nance it POWER-LAWN-MOWERS 


New models of MOTO-MOWER have many exclu- 
sive features, including “Weed-Topper”, first funda- 
mental improvement in Power Lawn Mowing, now 
available on “Moto-Boy” and “Scout” (illustrated) 
models, as optional equipment. So equipped, they 
top dandelions and other obnoxious weeds, ahead 
of the reel and it in turn then can cut the weeds off 
short, at the same time the reel cuts the grass to 


The MOTO-MOWER Gompany DETROIT 1, MICH. 
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normal height . . . In addition to the MOTO-MOWERS 
(reel type), there are two models of “Roto-Mower” 
(whirl blade) 16” & 20°, which are driven by oa 
vertical shaft engine, providing direct application of 
power to the horizontal (whirl blade), greotly 
simplifying its design There is co MOTO-MOWER 
for every purpose, to meet all competition—write 
for complete information. 


4602 Woodward Ave. 
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TENOIONtte 


*Trodemork 


WINDOW SCREENS 


DEALERS CARRY JUST 
THE FAST MOVING SIZES 


TENSION.-tite screens are made in all standard modular and 
fractional sizes . and are stocked by jobbers located in most 
areas. Carry the fast-moving sizes, and rely on your jobber for 
immediate service on fill-in stocks 

Nearly two million TENSION-tite aluminum screens are 
now in use. Are you getting your share of this attractive screen 
business? 





@ ALL ALUMINUM! 

@ NO PAINTING ~EVER! 

@ WON'T RUST OR STAIN 
@ INSTALLED FROM INSIDE 


PRESS DOWN PUSH OUT 


For easy window washing WITHIN 5 MINUTES! 


a COSTS LESS THAN 
ee OLD-TYPE SCREENS! 


NEARLY 2,000,000 


Exclusive 
\ GUIDE BAR 
SPEEDS INSTALLATION 


“ys! : - ye 
emovabdie Gl ID . A shows exactly where to P ace the v 

P f e f 1 f oO 1 i] od d a d 
screws ora P rfect at. niy too neece is a screw rivet. 








Lots of Merchandising He 
g Help 

Your jobber is prepared to supply you with 

display material, models, folders, stickers, 

and other merchandising aids so that 

you can let your customers know 

that you carry popular 

TENSION-tite aluminum screens. 

Use Not Restricted Under NPA-M-4a 





WRITE OR WIRE TODAY FOR NAME OF JOBBER IN YOUR AREA 


RUDIGER-LANG CO. 


Factories in Berkeley, Calif., and Toccoa, Ga 
2701 EIGHTH STREET, BERKELEY 10, CALIFORNIA P. O. BOX 408, TOCCOA, GEORGIA 
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one of the many extra-benefit features 


eames \ATINA) LOCK, 






ctent Applied 








3 instently Engage by firm 
“Tongve-in-Groove" Contact 


2 Push in Latch Assembly 





1 Push in Lock Assembly 






“"Slot-Engage’”’ Installation...a Profitable Time Saver 





Among the extraordinary engineering features of hours, when projected against almost any job. e 






popular, new NATIONAL LOCKset is the firm yet Here is just one of many solid reasons why NATIONAL 






instant slot-engagement of latch body to lock body LOCKset is the best unit for you to buy, sell, specify 





during installation on the door. @ This one step and use. Write us for illustrated lockset catalog. 






alone saves valuable minutes, which become valuable It is reproduced in color and gives complete details. 





America’s 
Outstanding 
Lockset 
Values... 

Key Locks 

Key Control 
Locks 
Turnbutton Locks 
Pushbutton Locks 
Privacy Locks 
Knob Latches 


order from your supplier 





distinctive hardware...all from ] source ' 


INE NATIONAL LOCK COMPANY 


“oP Rockford, Illinois *¢ Merchant Sales Division a 
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ee ome: 





AMEs BALDWIN WYOMING Co. 


will be known as the 


OQ. AMES CO. 


Effective March 1, 1952. 
(Qhad Jtuck 
Presic lent 
W F 
AMES 
Since 
we 5 
PARKERSBURG NORTH EASTON 
WEST VIRGINIA MASSACHUSETTS 
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MODEL 52 






Davis Unit 
Boxed Briggs & ~ 
Exclusive 1.6 H.P. Engine 
Patented ‘ *All Prices f.0.b. 
\ Richmond Plus Tax 










Model 50/50 — $94.95* 


















( ROTARY “WRLCHINE” Medel 6 y 


| 






g120.95* 







113.95" 








3 ee —— 







a 






large economy size / 


An all-time high of 1,075,000 units was set last 
year in Power Mower sales... with large 21’ - 
22° mowers outselling their smaller brothers. 


You can cash in on the sales trend to bigger power mowerg 
with Davis “large economy size’’ Model 52— the Bic 22 
mower with the little price tag 
Model 52—like all Davis reel type power mowers— hag 
the exclusive Flex-A- Matic clutch . a throttle controlled 
V-belt automatic transmission—with full safety release—< 
that eliminates the need for a separate clutch control leverj 
Safest! Easiest to operate! 
A few of the many other exclusive features that make 
Davis different and better are: Rubber Mulching Roller 
* Non-Clogging Drive Shaft Guard + Self-Aligning 
Bearing Sleeve + Unit Shipping Box + Today's Lowest- 
Priced Quality Mower Line. 
All are important reasons why Davis will be your fines§ 
profit maker. See your Jobber or write. 


G. W. DAVIS CORPORATION 


Richmond, indiana, U.S.A. * Established 1902 


National Advertising 


Exclusive Davis FLEX-A-MATIC 
Sefety CLUTCH 
A V-Belt Automatic 
Tramsmission! Elimi 
nates necessity for sep 
arate Clutch-controls 
Fully automatic Satety 
telease manually com 
trolled Clutch operation 
controtied by throttle 
lever Precision-made 


oF unt No adjusting 
fequued 







































Through the yeors, the words “Silver Stee!” hove 


become buy words with craftsmen everywhere—both 






professional and amoteur. Those who work with tools 
particularly sows and files, hove learned by experience 
that Atkins “Silver Steel” products ore the finest that 


can be made—finest quolity ond finest valve! 





All over Americo Atkins dealers ore cashing in by 
displaying Atkins precision-built, “Silver Stee!” cutting tools 
—selling to a ready-made, ever-growing demand 

that exists every month of the year! 


As o hordware retailer, it will poy you to investigote 
the year ‘round profits potential of the complete Atkins 
line~sows for every purpose, every purse, every 
person! And all the kind of quality 

you will be proud to recommend 


COMPASS SAWS 
BACK SAW 


HAND HACKSAW 
BLADE 
DISPLAY 
STANDS 


DOVE TAIL SAW 





yousers. © - 10 areas 
ENTION # w You 
cowant 1o visit Wit E. Cc. ATKINS AND COMPANY 


402 Sovth Illinois Street . Indi polis 9, Indi 
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One of a Series of Historical Advertisements Illustrating Progress in the Housewares Field 
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AFTER THE CHICAGO FIRE — 
HIBBARD & SPENCER, TEMPORARY BUILDING 








tf ‘8 





It was not the gold rush that brought young William 
Gold Hibbard out of the east in 1849. His destination 
was a promising western town called Chicago (population: 


28,269). In his pocket, a fortune of three dollars— 


eo, 


yj in his plans, a future in the hardware business. 
) 
Metin Proof of his enterprise and vision is the Hibbard, Spencer, 
Bartlett & Co. of today — world-famous hardware 
distributors, 97 years young and planning for progress. 
Via Ayflle During its own 50-year history, the Autoyre name, too, 
has earned enduring leadership... through products 


which bring steady profits to distributor and retailer, 
sound value and better living to the consumer. 


Wey 


COMPLETE, MATCHED LINES OF ACCESSORIES 
FOR BATHROOM e KITCHEN e CLOSET 





The Autoyre Company ®@ Oakville, Connecticut 


SOUTHERN HARDWARE for APRIL, 1952 2? 


















30 





Control at the Source 
Means a Finer hope 


The grade of Manila fibre each Filipino produces depends largely on his 
thoroughness in stripping the pulp from the freshly cut Abaca stalks. 


Immediately after stripping, the fibre is hung to dry in the sun. Its 
quality is ruined if it is not dried at once, or if it gets wet while drying. 
Carelessness in either of these operations—stripping and drying—can 


seriously impair the strength of a rope you may someday use. 


In order to obtain fibre of the finest quality we have our own organ- 
ization in the Philippines (Columbian Rope Company of Philippines, 
Inc.,) which comprises our own expert buyers as well as four grading 
and baling stations. This organization in the Philippines also supplies 
Manila fibre to other manufacturers throughout the world. 


COLUMBIAN ROPE COMPANY, 440-70 GENESEE STREET 
AUBURN “The Cordage City”, N. Y. 


Red _ 


COLUMBIA 





Abece, from which Manila fibre 
is obtained, is a species of ba- 
nana piont native to the Philip- 
pines. The average plant bears 
im two yeors ond must be har- 
vested before blossoming since 
the amount of good fibre 
diminishes after flowers appear 





After the plent is cut down, no- 
tives peel off the loyers of fibre 
in much the some woy you strip 
a stalk of celery. Unless stripped 
within two doys, the fibre be- 
comes weok ond discolored. 


eS 


The origin of rope making is lost 
in antiquity. No one people (not 
even the Russians) con claim to 


Indians, Peruvians and Nootka 
Indians of Vancouver Island, all 
knew thow to moke sotisfactory 
rope and cord 





Here's how to identify Columbian 
Pure Manila Rope. On all sizes of 
54" diameter and larger, you'll 
find the distinctive red, white 
and biue surfoce markers. In one 
of the strands there is a red, 
white and biue paper tape which 
is your guorantee of the finest 
manila rope 


h 
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Beigni Nire Soods 


THE COMPLETE LINE 










We Fel / | a eAERLING, ILL, 


You Selt/ 
Pa 





- 
a 





The Color 
Packaged Line 

* Bright Yellow Labels. 
* Sturdy Kraft Boxes. 








° all Shipments in New iia ee a 
rtons, | bat 
Wood Cases and Kegs. ‘4 ie , 
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When a well-known writer and hunter gives some 
wise advice—his friends listen. 

Carlos Vinson has made many friends through his 
stories about outdoor life. And sportsmen know that 
his opinions can be depended on. 

Here's what Mr. Vinson is telling hunters about 
Peters ammunition in current issues of leading maga- 
zines such as Country Gentleman, Field and Stream, 
Sports Afield, and Outdoor Life: 

“I do a lot of hunting. And no matter what kind of 
game I'm after, I count on Peters power to bring it 
down. I use ‘High Velocity’ shotgun shells for ducks 
and fox, and rifled slug or buckshot loads for deer, 
wild boar and bear. There's no doubt in my mind— 
Peters just can't be beat.” 

Your customers want the kind of power that Mr. 
Vinson writes about. That's why it pays you to recom- 
mend and sell the entire line of Peters ammunition. 
There’s no more powerful ammunition in the world 
than Peters “High Velocity.” 


Stock PETERS power-packed ammunition 
a? 


Peters “High Velocity” big-game car- 
tridges pack smashing power for hard- 


to-stop game. Uniform bullet expansion, 


minimum disintegration on impact, max- 
imum killing energy. “Rustless” non- 


corrosive priming for fast ignition. 


PETERS packs t 


Rustiess” is Reg. U.S. Pat. Off. "High Velocity 


Power-packed Peters “High Veloc- 
ity” shotgun shells bring down high, 
fast-flying game. “Rustless" non-corro- 
sive priming for split-second ignition « 
“W ater-Tite” bodies « progressive-burn- 
ing smokeless powder + uniform shot 
size and shot count. 


Hard-hitting Peters “High Velocity” 
22's are tops for small game and pests. 
“Micro-Perfect” bullets « newest smoke- 
less powder « special lubrication to pro- 
tect rifling « “flat” trajectory « “Rustless” 
non-corrosive priming for split-second 
ignition. 


haley 


hea power 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 


is a registered trademark of Peters Cartridge Division, Remington Arms Company, Inc. 
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JUSTRITE ~ 
YeNow-Flash 82 


Truly in a class by itself! No other 
light can come close to its 2500 ft 


beam. Fits in space 8” by 3" by 3” ACTUAL 
Compare these other outstanding fea- 
tures with any other flashlight sold: SIZE 


aN 





Holes for thong or bell te cerry on erm 





Convertible 


seemed 









Special, patented duo- 
circuit. For powertul 
light, uses 8 standard 


flashlight batteries 
with 12-volt bulb. For 

/ longer life. uses one 
6-volt lantern battery 
with 6-volt bub 


U. NATIONAL 
pie ADVERTISING 


for year round profits 
less batteries 


J y CTR ITE Mfg. Co., 2061 N. Southport Ave., Chicago 14, Ill. 
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46 YEARS OF SUCCESS 


A paint dealer who has been in business 4 decades has had plenty 
of time to analyze the selling merits of different paint lines—and to 
compare the advertising and merchandising support they offer. Here 
is a successful dealer, with 46 years of experience, who reports that 
his “business has been built” on a customer preference for the high 
quality of Lowe Brothers Paints and the consistent advertising sup- 
port which backs them 

This dealer expresses precisely what so many other old and new 
dealers are telling Lowe Brothers today when he states: “Your ad- 
vertising programs, uniformity of packaging design and national repu- 
tation for quality have produced repeat business with a minimum of 
sales effort. We consider your advertising program superior to any 
other offered. We have found that the special promotional programs 
offered by you have resulted in increased business for us.” 

The comments of this dealer add to the already overwhelming evi- 
dence that Lowe Brothers’ great combination of unsurpassed quality, 
distinctive packaging, consumer appeal and aggressive advertising 
support means bigger, better paint business for L. B. dealers every- 


where. Write for agency particulars 


The Lowe Brothers Company * Dayton 2, Ohio 


Lowe Brothers 


PAINTS * VARNISHES 


*Name on 
request 
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CONSUMER APPEAL 
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But —there's 
no substitute 


for Opal! 


Right, friend cow . . . that personal touch makes Opal 
galvanized screening impossible to copy. Master 
weavers personally supervise production. ..never 
release any but the finest examples of their skill. 
And we love ‘em for it. Opal’s precision and perfec- 
tion is winning new admirers everywhere... except 
among insects, of course! Check the complete list 
of selling features, you'll see why Opal’s tops for 
volume and profit. 









a ” | bAulti-Strond Edge 
... the exclusive feature that gives extra strength, 
perfect wire alignment, better tacking surface. 
No Roll-Back 
; “ ... lies flat when unrolled... can’t snap back. 
~ Measure Edge 


No fumbling with rulers ... Opal Screening is plainly 
marked in six-inch and one-foot measurements. 








Uniform 
= ... precision-drawn wire, expert weaving . . . these 
make Opal the most uniformly perfect screen you 
can buy. 
ACTUAL QUOTES —_— 
...me stretching or pulling during installation 
FROM DEALERS fits frame perfectly on all sides. 
P Appecrance 
*++elf you can’t send Opel, Full-gauge, hard-drawn steel wire with weather- 
notify us.’ proof white satin finish. 
“+++ Ship only Opal.” Opal is the screening for building volume, 
“...35 —— = pon sales, profits. Order yours now! 
“ itting ompanions 
be t's Opel. ~~... t@ Opal are Aldura, the new Alclad aluminum 
“.«eYou spolled me for alloy that doesn’t stain, and Liberty Bronze, a 
other screening.” superior full-gauge wire that defies weather. 
“.«.Same as the last time ~ {fer .. . 
+++Opal, with the ruler y PE Sa, ' 


marks on the side.” 
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_King [= a Presents — 


NEW IMPORTANT FEATURE 
IN LAWN MOWERS 


MOTO-MOWER 


ea 
“th TOP, 






ER 


a ee 


Greater cutting capacity with 
Moto-Mower's Weed Topper 
once-over cutting leaves a beau- 
tiful lawn no dandelions 
plantain, or other obnoxious 
weeds left uncut. Moto-Boy and 
Scout power lawn mowers now 
available with Weed Topper as 
original equipment 


SEE YOUR KING 
HARDWARE SALESMAN 
FOR FULL LINE OF 


MOTO-MOWERS 


KING HARDWARE COMPANY 


490 Marietta Street 
ATLANTA, GEORGIA 
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“Grass Roots” Salesmen... 





JACK P. TIMMONS is Radio Farm Director at W. A. “Dec” RUHMANN directs the agricul- GEORGE SHANNON is WWL's Porm Service 
AK TBS, the only full-time tearm director in the tural activities of WBAP. He has made many Director. He works closely with Federal, State 
Ark-La-Tex area. In addition to traveling 24,000 contacts with farmers and ranchers through his and County agricultural authorities, and last 
miles last vear in the interests of his listeners previous work as teacher of vocational ag , year traveled W000 miles, visiting larmers and 
he held two clinics at KTBS for teachers of voce ture, extension service specialist and county ranchers and conducting educational tours 
tional agriculture, and he initiated the award of agent. At present “Doc raises bis own herd George directs WWL'S annual Livestock Im 
tour Junior Livestock Showmanship trophies t and takes an active part in the various farm pr provement Contest for 4-11 members, and on 
be presented annually at the Louisiana State grams in WBAP's listening area the side, raises his own stock tor experimental 
Fair by KTBS rposes 








they help you sell U-S-S Steel Products 


—— @ T.C.1. has ten radio “salesmen” on various stations throughout the South 
r. C. 1. News Round-up ‘ 
may nn fronedl om Ghose etutfens None of them is just an anonymous voice; most of them are well-known men 
who take an active part in the affairs of their communities; some of them, 


WS Nashvill 
- HA “Tase-8 WF. like those pictured here, are outstanding farm reporters and agricultural 
WSB Atlante authorities in their own right 
12:30 PM M.W.F 
WBI Charlotte The selection of important personalities for T.C.1.’s Farm News Round-up 
12:15 P.M MW 
WMC Memphis adds to the popularity of the programs and to the effectiveness of the selling 
2.00 Noo T. Th . 
me 6 tag messages on American Fence, Tenneseal V-Drain Roofing and other U-S-S 
6:00 A.M M. thru F Steel Products. Most of these T.C.1. farm reporters make hundreds of personal 
WRAP Dallas Ft. Worth 
6:30 AM WF contacts at fairs, auctions and other agricultural meetings each vear, and 
WOAT San Antonio 
12:18 PM M.W.F occasionally they broadcast their programs directly from such affairs. On 
TBS Sh ort . . . a . 
12:30 P.M i. eee 3 and off the air. they are winning friends for the U-S-S Steel Products you 
KTRH Houston sel] 
6:15 AM t 
wii Montéomery Listen to the station in your area that carries the T.C.1. News Round-up 
6:15 A.M M. thre P 


These radio programs are helping to build you a better business 


TENNESSEE COAL & IRON DIVISION, UNITED STATES STEEL COMPANY, GENERAL OFFICES: FAIRFIELD, ALABAMA 
DISTRICT OFFICES. CHARLOTTE - FAIRFIELD - HOUSTON - JACKSONVILLE - MEMPHIS - WEW ORLEANS - TULSA 


U°S°S AMERICAN FENCE 
U’S’S TENNESEAL V-Drain ROOFING 
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SIMPLY SET UP 
AS KLUSTRATED 
FulL COLOR SALES 
MESSAGE INSIDE LID IS 
A CONSTANT 
SALESMAN 





Point-of-Sale 


DISPLAY PACKAGE 
Complete with $7.56 Farm Tarpaulin 








jea! sales getting lis 


because it shows the actual 
oyaprtittiag:| 

unt of sale 

$s a real silent 


nd there's no 


BOX CONTAINS 
REGULAR NO. 1 SIZE 
6 EAGLE FARM TARP 
READY TO DISPLAY 

READY TO SELL 


4 Out OF 5 
WHOLESALERS CARRY 
EAGLE FARM TARPS 
THE ONLY NATIONALLY 
ADVERTISED TAR 

WITH THE EXT 
STRENGTH FEATURES 


HERE'S ALL YOU DO TO GET YOUR FREE EAGLE FARM TARP AND DISPLAY PACKAGE 


Get in touch with your wholesale salesman. He 


will arrange to 


box con wi 


you direct from t 


h an Eagle Farm Tarp sent to 
factory free of extra cost with 
your order for 6 or more Eagle Farm or Truck 


Don't wait order your Eagle Tarpaulins now 


your Eagle Tarp Display and get your colorful display 


the display 
that's designed to sell Eagle Farm Tarps. Re- 
member, you simply order from your wholesaler 


as usual 





Tarpaulins. Or if your stock of Eagle Tarps is 
adequate you can buy from your wholesaler one 
6 x 8 Farm Tarp in the display package at your 
regular cost of $5.04 for this size 


% Farm Tarp” is the registered trade mark of H. Wenzel Tent & Duck Co. 


FARM TARPS & TRUCK TARPS 


and your display package and free 
Eagle Farm Tarp will be shipped directly from 
the factory to insure its arrival in the best pos- 
sible condition 

This Special offer expires April 30, 1952 


H. WENZEL TENT & DUCK CO. 


ST. LOUIS 1, MISSOURI 
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BRING YOUR TACKLE DEPARTMENT UP TO DATE WITH 








Spinning enthusiasts the country over are saying that AIREX, you know, pioneered Spinning in America, 
every lure in the AIREX line is a “killer”. And they're and manufactures the only complete line of spinning 
right! Because every AIREX lure is designed by ex- lures. Consistent AIREX advertising will bring more 


Spin-fishermen to your store. Cash in — stock AIREX! 
Bey 


perts and engineered by craftsmen! 





5$71-Airex Pixie, ‘s ox Red or yellow perche-scale 
Minnow replica in rubber-like plastic. Hinged 
active body. For all game fish. Individually boxed 502-Vogue Weedless, '. oz. Successlul over 
551-Airex Popit-Frog, *s oz. Plastic surface $1.35 ea. weed beds, lily pads. For all game and pen 
popper. For shallow water, around lily pads. fish. Single hook and deer hair hackle. 
Gets large-mouth bass, big trout, pike, 65¢ ca 

pickerel, muskie. $1.15 ea. 








” % oe »»> 
_=-— 39002 
j “S02 s Aire , 














514-Airex Devil Dog, *, oz. New type wob- 516 Airex Merry Widow, ‘5 oz. Multi-beaded body ore ae Pte nm LURE 
bling lure. Cannot twist line. Treble hook. Modified Indiana blade prevents line twist. Treble > 5 
Plastic body. For bass, trout, pike, pan fish. hook. For bass, pike, pickerel. 65¢ ea. 65 


—— NEW LURE DISPENSER. 
Aurractively colored Dis 
pensing Board. Displays 
12 AIREX lores. Easily 
detached for quick retail 
sales. Specify “Dispenser 


—_—? on lure orders. $7.80 ea 





577-Airex 10-lure gift box. $78-Airex Ready Kit. Plastic 


10 Selected spinning lures box, 3 Airex lures, 3 anti- 

in lucite box. $6.50 ea. twist keels, 2 spinning lead- c ° R P °o R A T I oO N 
ers, 3 snap swivels. Display Division of the Lionel Corporation 
cartons of 12. $2.50 ea. 411 Fourth Ave., NewYork 16, N.Y. 





““DESIGNED BY EXPERTS. CHOSEN BY CHAMPIONS" 





Licht ib, a: | Op —_—r 


14.4 OZ. $12-Airex Gold Digger, 500-Preske Perche, 1/5 504-Brown Gedert, | 5 S513-Airex Wildeet, '; 515-Airex Twin 
\% os. Shallow running lure oz. Werld’s most popular or. Deep running lure. Per ot. Perfect shallow water Deven, \, ot. Counter re- 
For trout, bass and all pan spinning lure. Fer game fect for pike, trout, bars lure. Counter retating pre- tating propellers. Treble 
fish. Treble hook. Moeder- and pan fish. Slow = re- Single heek. Moderate re pellers. Treble heok. Slew heek. Slew retriever. Com 
ate retriever 6h¢ es triever O5¢ ea troever 65¢ ca fast retriever 6i¢ es met twist line ébe ea. 
) 
HEAVY 4k -— o-“— at * 
« i 
3g. 2 OS.  573-Airex Devil Deg, \; oz. Heav- 5 10-Airex One-Eyed Wobbler, |, 505-Ablette, \ or. Easy caster 
ier edition of item 2514. Treble hook oz. “Flash™ free finish. Treble hook Anti-fouling heek device. Single heok 
Individually bexed $1.00 cs A good trolling lure be ea Fer all game fich the ee 
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Save your breath- Pa! 


KAY 0... CHAIN [ROS eT 


THOUSAND and ONE USES. 



























































——_— — 




















= 


ain Sale sman 
1m 











y Silent Ch 





Thats 2 McKa 


No hardware dealer using the McKay Silent Chain 
Salesman needs a long winded sales story. The 
Silent Chain Salesman shows nine actual chains, 
lists sizes and prices. You can increase chain sales 
easily with this ‘packaged promotion.”’ Write and 
find out how! 


THE McKay company 


442 McKAY BUILDING - PITTSBURGH 22, PA. 
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by MARIGOLD BRONZE 


EGYPTIAN BRONZE 
YORKBEST = Electro PLATED 


ALCOA ALUMINUM 


CHO} aS 





LUI NIV 64770 ha 
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YOU CAN RECOMMEND WINCHESTER 22’s 
WITH COMPLETE CONFIDENCE 


-and keep your customers coming back! 


@ CLEAN! 
@FAST! 
@POWER PLUS! 
@TOPS FOR 
dal 7 \@ @ 


WINCHESTER 


TRADE-MAR 


SUPER SPEED and LEADE 


LONG RANGE 22's ALL "ROUND 22's 


INDUSTRIES, INC. 
WINCHESTER REPEATING ARMS CO., DIVISION OF OLIN INDUSTRIES, INC., NEW HAVEN 4, CONN. 
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_ says it’s the handiest way to buy 
chain they've ever seen. That's why the sales of ELEPHANT 
Brand “CHAIN-PACK” are going up — Up — UP! 


The “CHAIN-TAINER” with the handy handle is a strong, 
attractive, all-steel container that’s ideal for re-use. It 
contains 100 Ibs. of any one of the 4 fastest-selling 

sizes of ELEPHANT Brand PROOF and BBB Chain, made 
by the oldest chain manufacturer in America. It’s sealed 
to protect the chain against rust. 





ELEPHANT Brand “CHAIN-PACK” is a superior package 
of quality chain — priced for competitive selling. It’s easy 
to handle — stock — display — sell. Push it — and PROFIT! 


Soe eee ee ee eeme tees oe —_ 


Twe Different Colored Labels for Easy Identification: 


eee — — | 

GREEN LABEL: Identifies PROOF Coil Chain LEPHANT « >» BRAN? | 

RED LABEL: Identifies BBB Coil Chain i ' 

Size of chain, weight, and opprox. footage clearly indicated on labels PROOF COIL CHAIN 
Ask Your Jobber : Ch - mm yr 7 th . 


ELEPHANT = BRAND | | ewes 
Products a 


NIXDORFF-KREIN MFG. CO., 916 HOWARD ST., 
ST. LOUIS 6, MO. — EST. 1854 


ieee 
E 





MAKERS OF ALL TYPES OF WELDED CHAINS + TIRE CHAINS - SINGLETREES » WAGON AND TRUCK HARDWARE 
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AND CHESTS 


Their streamline design, lustrous baked 
enamel finish and sparkling fittings—matched 
- only by their many exclusive, practical, 

proved-in-use features—make this 















the most sought and bought line of out- 
door jugs and chests on the market. 
Order From Your Jobber, Today! 


HEMP & COMPANY 


3141 E. MURRAY STREET 
MACOMB, ILLINOIS 
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Tempered Steel 
STOVE PIPE 


Now's the time to stock up for Fall! 


Now while supplies are still available — and prices 
are right —is your big opportunity to prepare for 
an extra-profitable 1952 stove pipe selling season. 


Your customers ask for famous “ST. LOUIS B J 
because they know it is stronger, 
better-looking. You - 


Buis Blue" win more 
or You in 1952 ! 





pfacturers of the famous 


Watt Glo Gas Room Heaters and 
Wectlh Plo os circviorors 
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MORE HORSES AND MULES 
. WEAR PHOENIX SHOES 


' 
THAN ANY OTHER BRAND 
} 
| | 
How Are You Stocked 
| to Take Care of This Business? 


For 69 years. millions of users have looked to 


te 


' : PHOENIX for the finest in horse and mule shoes. 
i Today more PHOENIX shoes are sold than any 


other make in the world 


a 


There must be a good reason for this success 

; : story and there is: PHOENIX makes better shoes 

and more of ‘em. There is a size. weight and style 

: for every horse and mule performing under any 

condition. And each shoe is shaped, punched and 

creased for an EXACT fit. In addition, only high 

quality forging steel is used . . . to insure extra long wear 
PHOENIX invites you to share in their success 

If you do not now carry this leading brand, 

contact the manufacturer or your jobber immediately 

Or, if you do stock PHOENIX shoes, check to make 

sure your line is complete. Be prepared to meet 


all the needs of all your customers, today! 


PHOENIX MANUFACTURING COMPANY 


World's Largest Manufacturer 
of Horse and Mule Shoes 
\ 
Joliet, ilinois Z\> c q Pe y 


‘ 
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Will you get MORE CALS forthis Ge 
little. book than we do 7 











core 
roities 
oe 


= + _——_ 


Only you can answer that! 



















































































Starting April 19 in the Soturday Evening Post ene The Sunday . 
and continving through your whole summer sell- —— e ee CAMUINGTOR, Star 
ing season — .< 
138-million sharp, little ads keep telling “ THE INDIANAPOLIS STAR 
folks in your community to get free at your s s® THE ARIZONA REPUBLIC 
store the famous cartoonist don herold’s amus us e eeeneEeED ee 
ing Green Spot booklet, “How to Water Your : 
Lawn Right” — Sunday Journal 
If you don’t have den herold booklets for The Flo . 
them — and that's strictly up to you alone — rida Times-Mnion 
= Ly Bhy y customers naturally will BOSTON SUNDAY HERALD 
ri , 7 
if you want to build store traffic — cal! the Sunday ge Journal 
Green Spot wholesaler today. Let him show —sw ap loee rrPret ees 
you how simple and easy it is to make your Herald cate Tribune THE COMMERCIAL APPEAL 
store Green Spot headquarters. And that's the troit News 
best way in which you can profit from this The Detro™. | The Dallas Morming Nets 
skillfully planned Green Spot promotion aimed = EVELAND PLAIN DEALER . 
right ai your own retail level! CLEVELA! — Minneapolis Munday Tribune 
Talk today to the wholesaler who represents Birmingham News ER 
America's most complete, high quality line of Che THE CINCINNATI ENQUIR' 
garden hose fittings THE HOUSTON POST $i Lous Globe-Bemorcat. 
Democrat SEgS~ Corenicte Los Angfts Simes 
The Charlotte Observer San Feanc ide 
GHICAGO DAILY NEWS m ieanciece Chron 
The Halt Lake Tribune The Pittsburgh Press 
THE THE MILWAUKEE JOURNAL 
aromas’ 2 
THE oe SUN MIAMI SUNDAY NEWS 
—— Bes Moines Sunday Register 
Note Twin-Diel Power Heads The Times-Picayune Pr 
romoted in all Green Spot ads — the Green Spot NEW ORLEANS STATES ° The ay 
rere rere 


P 

WEATHER-MATIC Sprinkler with rwin-dial powerheads 
two revail at $7.95 — Other Green Spot Automatics 
as low as $3.25 at recail 

THIS WEEK magazine 
goes to more than 






® 10 million homes with 
these 31 great Sunday 
Newspapers. 
00n Sj “feng THAT 
A PRODUCT 
Sprinklers * Hand Sprays * Hose Nortles * Quick Connectors OF SCOVILL 





“Y" Connectors * Couplings * Hose Menders * Clamps * Goosenecks 
See your wholesaler or write Green Spot Division,Scovill Mig. Co., 74 Mill St., Waterbury 20, Conn. 
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CAMILLUS Household Cutlery 


PERMANIZED EDGE 


CAMILLUS household cutlery is made of high carbon stain- 
less steel . . . forever holds its gleaming finish. All blades 
are force molded into beautiful and permanent nylon 
handles. The complete line — open stock, carving sets, 
steak sets, kitchen rack sets —has received the Good 
Housekeeping Seal of Approval and the Fashion Academy 
Award for design 


Nie 


\\\\ oa 


—— 


SPECIAL OFFER! 


Ask your distributor how you can get this beautiful 
display-dispenser with a low-cost starter stock. The center 
portion (D-11) displays the complete 11-piece open-stock 
line of CAMILLUS household cutlery. 

To display CAMILLUS sets you can get the 2 wings (D-LIL 
and D-11R) that fit on each side of the open stock display 
as shown. Sets displayed on these wings compel customers 
to look—and buy. 


EFFECTIVE SALES HELPS 
ALL FREE! 


Newspaper advertising 
mats featuring open stock 
knives, sets and the Good 
Housekeeping Seal of Ap- 
proval . . . window and 
counter display cards... 
radio spots and chain 
breaks . . . sales training 
material . . . all are yours 
for the asking. All will pro- 
mote you as CAMILLUS head- 
quarters in your area. 


a] 
fe as 


Saks or? 


Vie. 


_ Why You should use these displays 


% In hardware stores all over the nation, over one-third of all 
customers who buy pocket knives by nome, ask for CAMILLUS os 
uncovered in an independent survey conducted by Popular Mechanics 
mogorine. That's why it is smart to stock the CAMILLUS line 


But how about the “impulse buyers” the people who buy 
becouse they see on attractive display. You con sell more “impulse 
buyers” with the Camillus complete line of sales-making displays 
Surveys on general lines of merchandise prove that up to 29% of 
“impulse” soles result from moss display. They further prove thot 
from 4 to 6 times the amount of merchandise is sold from cisle 
displays thon is sold from shelf display. Instoll these CAMILLUS 


displays now and win two ways! 


ALL THESE SALES HELPS FREE 


National Consumer 
Advertising 


The only con: stent national advertising 
on any pocket knife line is repeatedly 
telling customers right in your commu 
nity oll about CAMILLUS pocket knives 


Newspaper Mats 
for your Local Advertising 


They pick up the notional advertising 
story and remind customers that you 
sell CAMILLUS knives 


Window and Counter 
Display Cards 


Including the striking TRYLON KNIFE 
STAND. Ties in with advertising ond 
gives giont display to populor CAMIL- 
LUS knives 


Radio Scripts 

Minute, half minute and stotion-break 
brisk sales talk on the quolity and 
voriety of CAMILLUS pocket knives. 
Sportsmen, craftsmen, carpenters, farm 
ers and others who buy CAMILLUS 
pocket knives are prospective custom 
ers for other merchandise in your store 


Catalog of the 
Complete Line 


Will help you order and will help you 
sell. Gives many facts about knives 
how to sell them, how to core for stock 


and how to display them 


Facts for Sales People 

To instruct your store personnel on 
Sales Points ond help them do oa better 
Ny selling job. 


Buy American 
Buy the Best 
Buy Camilius 





. Lem a PY Bn - 
ay ee Oe ie he od 
. a 


nist 


by Name Ask fo 


Yes—set the stage for sales and let the big name in pocket 
knives start your cash register jingling. CAMILLUS offers 
you a complete line of aisle-and-counter displays that are 
designed to stop and sell your customers . . . both the 
customers who come into your store looking for CAMILLUS 
knives by name, and the “Impulse Buyers” in your daily 
store traffic: 


No. D-51 FLOOR CASE: Here's the bell ringer, the big- 
volume-producer that will catch every eye. It can be had 
with any selection of CAMILLUS pocket knives plus any 
selection of CAMILLUS household cutlery, and other non- 
competitive cutlery products you may want to show; such 
as shears, hunting knives, etc. Locked stock compartment. 
Every item mounted at the factory. 


No. 52-12—12 PIECE COUNTER DISPLAY: 
Ideal for the smaller store, or for a gift, 
sports or other separate department in a 
larger store. Displays 12 knives, with room 
for stock in the rear. Locked compartment. 


No. 46-24—24 PIECE COUNTER DISPLAY 
Equipped with bright red panel, this counter 
display fits into any store area and is de- 
signed to catch all eyes. This case — 
litle counter space and the rear locked 





compartment holds up to 24 dozen knives. 
A sturdy lock prevents pilfering. 


No. D-25 RE-FILL PANEL FOR COUNTER 
DISPLAY: Intended either as a refill for 24 
piece counter case (No. 46-24) or as a new 
display for your window, this handsome 
red display panel shows 25 different knives, 
selected to satisfy each locality. Numbers 
and prices are marked under aioe. Can 
be changed if you wish. 


Get in touch with your distributor todoy. Stort these herd- 
hitting CAMILLUS soles helps working for you without delay 





CAMILLUS 
has the edge / 


D-5! 


Floor Case 





46-24 Refill Panel 
24 Piece : for Counter Display 
Counter Display 


her the Lilpe/ 









52-12 
12 Piece 
Counter Display 








(/ 
(Cyt ftojule 
Finest quality since 1905 


Nation-wide availability 


All-wood sereen products 


CONTINENTAL SCREEN COMPANY 


BOOK BUILDING . 8 ee Ok ee a ee 


SOUTHERN HARDWARE for APRIL, 1952 





Cat in on Your Share of the Profits 


WITH MANN'S 3 MOST 4 
POPULAR SOUTHERN AXES ee 
D J 
For more than a century, Mann axes e~ 
COLONIAL 


have met the exacting standards of 
men who demand the most from the 
tools they use. Each model is manu- \ 
factured with the utmost care and 

precision and is custom-designed to N 
do a specific job. Southern axemen 
know and appreciate the top-flight 
quality they find in a Mann Edge 


Western double bit 





axe. That's why you can depend on enieenes ‘ 
greater sales and greater profits maateny Set 
when you stock the Mann line. ; 

a 


COLONIAL Western Double Bit—Leader of 
our top-quality Southern line, it's satin-smooth 
and fully polished . . . has blue bevels. Handle 
is first quality white hickory. 





COLONIAL Kentucky Eared — This single 
edge beauty is designed for deep bites . . . bev- 
eled for easy withdrawal from cut. Fitted with 
first quality white hickory handle. 


KNOT-KLIPPER 


Warranted Baltimore Jersey 


KNOT KLIPPER Warranted Baltimore Jersey 
Single Bit—A skilled axeman’s axe, it's designed 
to meet every need of the woodsman. Hand- 
made, rust-resistant, natural baked finish. First » 
quality, white hickory handle. 


We Are Represented in. . . 





Kentucky, by Tennessee, by New Jersey Mississippi 

C. 8. Eaves Company Carter Hough, Jr Washi . 0. C., by Oklchome 

P. O. Box 348 & Associates Joseph DeJure & Son Texas, by 

Chattanooga |, Tenn P. ©. Box 2999 7103 Hilltop Road George A. Sioa 
Aloboma Jacksonville 4. Fla Upper Darby, Penne and Associate 
Floride Pennsylvania Arkonses Room 20 
Georgie Marylond Lowisville, Ky 309 Center St 
S.£., Se. Cer. Delawore Lowisiona Little Rock Ark 

MANN EDGE TOOL CO. 

LEWISTOWN, PENNA. 2 5 





Te De A Men's Job 
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Just watch the “lovelight” for fine tools in your customer’s 
eyes when he handles these wonderful tools in your store! 

There’s no substitute for quality ... and there’s no 
quality like Sandvik Fish & Hook Brand for saws... 
like Shark Brand for chisels. Nothing replaces the world’s 


finest Swedish steel, careful design 


THIREE GAA kKINVD 4 and meticulous craftsmanship in 
¢ each of these tools! 

. - - x SELENE Sandvik Bow Saws, Sandvik 

Hand Saws, and Shark Brand Chisels need no sales talk 


. . . Swedish Steel, and keen performance do their own 
talking. BE SURE TO SELL ALL THREE. 








Write for Catalogs, 







and tell us the 






name of your Jobber 


jandvik faw & Joo/ 


| DIVISION OF SANDVIK STEEL 47 WARREN ST. NEW YORK 7, whee 
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Planet Jr. 


gives you 4 ways to 
Tractor Sales! 










eqs ai MODES 


4 arTRActivE rnc 






Medel BP-1, 
1% hp. 


Now youcan offer every customer 

a tractor that is exactly suited to 
his needs! Is he a suburban home-owner who wants a 
small, lowest-cost tractor for chores? Then the power- 
ful little 1 h.p. “Tuffy” Planet Jr. is for him. Is he a 
large-scale commercial grower? Then the mighty 5 
h.p. Planet Jr. is what he’s looking for. Yes, the Planet 
Jr. line includes a job-engineered tractor for every one 
of your customers... and every one of them has a 
full selection of efficient attachments. ..every one 
carries the famous sales-clinching Planet Jr. name! 


Model B-8, 
2% h.p. 


See your Planet Jr. Distributor or send 
for Tractor Catalog and Literature. 


Planet Jr. 


S. L. ALLEN & CO., INC. 
3421 N. Sth Street, Philadelphia 40, Po. 


FINEST 
IN THE FIELD 





g 
rrr id 





v 
Lo ARE THE ATTACHMENTS FOR THE NEW PLANET JR. “TUFFY” 


he Be ——. Be ae fa SY 


Fertilizer lawnmower Trailer Cort Seeder Cultivator 
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Now A New Turnbuckles 


“Brialt Wine Ling 


TO MAKE YOUR BUYING EASIER 













SCREW EYES — large, me —— 


dium and smoll eyes, in 
steel or brass 
« 
Sy HOOKS — 
wi irm bose. 


€ GATE HOOKS AND EYES— 
\ full size ronge 










| = SCREW HOOKS — squore 
4 bend, curtoin rod hooks, 
steel or bross 










PORCH SWING HOOKS — 


with log threod. 
ee mma 
EYE BOLTS—with log 


threod, turned eye 
CLOTHES LINE HOOKS — 


c ? plate and screw type 
. 
} c 
HAMMOCK HOOKS—plote 


ond screw type Xe 





CUP HOOKS — bross with 
firm base 











SCREW HOOKS—round end 
ceiling type, in steel or 
brass. 


a 





EIGHT HOOKS— 
in steel or . 





TURNBUCKLES — SCREEN DOOR BRACES EYE BOLTS — wrought 
“Alumoloy™ bod- —Steel rods with stur- nuts, bright zinc ploted. ; 
io Oe re oe 

A — Saves Money and Time! 
v-80OLTS— S geen ¢ er ihiry 
plotes Ss te sizes. cold drown, 
nuts work he 

dened steel. 


BOX 333, MICHIGAN CITY. IND Foctory: GRAND BEACH. MICH 
"One Good Turn(Buckle) Deserves Another” 
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/ 
E here’s the insulation they take 


a 
| Zi / home and put up themselves 


.».- quickest, easiest! 


\ ~ 


REYNOLDS ALUMINUM 
REFLECTIVE INSULATION 
































—~ = i High efficiency without bulk and a perfect vapor barrier 
~ See ...at much lower cost than most bulk insulations' 
} hee” ri You don't need a warehouse for these convenient 
Y~ ut P rolls, attractively boxed. A customer can walk out with 
: Ye }| | enough for an average-size attic...and do the job him ' 
I, - x self on his Saturday off j 
eal | He gets immediate results in home comfort, too 
y | up to 95° radiant heat reflection in walls, under rafters 
' or over ceiling joists. Reflection works from whatever 
direction the heat comes...summer temperatures tr 
duced up to 15°, important winter fuel savings 
250 SQ. FT. IN ONE 15-18. ROLL... Here's an over-the-counter seller you Il want to ke« p 
25", 33° and 36” WIDE. going even though military demand for aluminum now 
TYPE B— limits civilian supply. Call your jobber or mail the 
FOIL on both sides, coupon. Reynolds Metals Company, Building Prod 
TvPe C~ ucts Division, Louisville 1, Ky 
FOIL on one side. 
. ae 
Reynolds Metals Co., Building Products Division “ | 
2039 5S. Ninth St., Louisville 1, Ky. | 
Please send full information on | 
[} Reflective Insulation C) Flashing l 
| LJ Neils |) Gutters ond Downspouts I 
Nome 
Company Nome — 
MAIL THIS couron> | Address — | 


me eee ee ES CO 





th Evening Hour n Television, Wednesdoys —To h Bonthead “The 8 h Rod Jay NBC NETWORK 


“The Kate Sr 
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© Convenient 


R-W Garage Door Operators |: rezesen 


* Efficient 
For every need—two R-W controls, designed 
and engineered for smooth sure performance 








; = sit No. 1251 Standard Control 
. ; —operates from drive-side 
: ~ a , key-switch. 


—> 


a. ae 
em 


opentee te, Mlb. 


No. 1504 And... R-W 999 
Radio Control Garage Door Hardware 


—battery operated radio Complete overhead garage door hardware conveniently 
with dash control button packed in one box! 999-1 for single doors up to 9 ft. 


ii - } opens and closes doors wide weighing not more than 200 Ibs.; 999-2 for double 
I within 75 feet. 


2 ie ae er 
ote 





i / doors up to 16 ft. wide weighing not more than 375 Ibs. 
I Write for folder giving full details. 





Check these important R-W features! 


v Easy to install— Completely assembled, including track, in a single 
carton at the factory. 


v Easy to service—Simple adjustments requiring no special tools, 
keep the doors working smoothly. 


Jv Safe—A large friction clutch prevents operational failures with Fer complete infermationen 
resulting damage to property. In power failure, doors may R-W AuT-o-DoR line ask 


be operated manvolly. your jobber or write for 


catalog number A-87. 


Richards-Wilcox Mfg. Co. 


ee ee ee ee a ie ee ae 
AURORA, ILLINOIS, U.S.A. Bronches in all principal cities 
& TRACK «+ FIRE C RS & FIXTURE * GARAGE C RS & EQUIPNW 
yor . PARTITION 





56 SOUTHERN HARDWARE for APRIL, 1952 




















Easy way 
to get a grip 


on bigger business! 


Feature a complete department of RB&W 
bolts, nuts, rivets and screws in your store 

They're great hardware staples, quality 
items that make satisfied customers who 
keep coming back to your store . . . build 
traffic for everything you sell. 

RB&W fasteners are top sellers in their 
own right, as hardware sales figures prove 
And they're one of the few profitable, fast- 
turnover items that you can stock in quan- 
tity without worrying about style changes 
or damage. Thus, you keep time-consuming 
re-ordering to a minimum. 

You keep handling to a minimum, too... 
thanks to RB&W’s unique “upside-down” 
package that prevents spilling. This attrac- 
tive red and green package stands out on 
your shelves . . . clearly labelled to show in a 
jiffy the type and size you want. 

For fasteners that move fast, order the 
complete RB&W quality line today. 

107 Years Making Strong 
The Things That Make America Strong 













tn 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plonts ot: Port Chester, N.Y., Coraopolis, Po., Rock Falls, Ill, Los Angeles, Colif. Additional sales 
offices at: Philadelphia, Detroit, Chicago, Dalles, Ocklond. Sales agents ot: Portiond, Seattle 
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Available at leading Wholesale Hardware Distributors from Coast to Coast 
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BARRELS of profit for you... 


The split-second choice of esther an accurate cal. rifle or a 


lependable .410 gauge shotgun . . . that's what vou offer vour 


customers in this trim, lightweight Savage Model 24 over-and 


inder! It's the most versatile gun on the market today 


SAVAGE A Lightweight ugged, many-purpose over- 
MODEL ind-under gun. Over barrel shoots all .22 


cal. rimfire cartridges; under barrel, .410 


-22 CAL. RIFLE shot shells. Single trigger. Single sighting 
over plane Selector button permits instant choice 
of either barrel. Two-way top opening-lever. 
and Walnut stock Easy takedown 
SAVAGE ARMS CORPORATION 


under Firearms Division ( hicopec Falls, Mass 


410 GA. SHOTGUN 


The accurate .22 cal. over barrel is ideal tor plinking, informal 

target shooting or small] furred game. A flick of the thumb —and 

the .410 gauge under barrel 1s ready for flying pests, game or 
gets a 2-in-] gun value a compact, streamlined, 

many-purpose gun for use on the farm, at camp or tor ill-around 

utility 

Featured in ing outdoor and tarm books, it’s a atu 

for spring sales. Check your stock NOW—be ready for busin 

et with any other gun! 





SAVAGE: STEVENS: FOX Rifles and Shotguns 





SAVAGE + woRcestte 
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File sales come to him who asks for them 


. . . And here are eight crisp little ads all made up, ready to do the 
asking for you. Which ads do you want? Fill out and mail us the 
coupon below (or a postcard request will do). We'll send you printing 
mats promptly— without charge. 

Use these ads regularly—as part of your local newspaper adver 
tising; as individual ads with store name and location added; in the 
circulars you send out. With the aid of Black Diamond brand's wide 
reputation for QUALITY and VALUE you can make your store 
“File Headquarters” in your locality. Buy through your wholesaler. 


BLACK DIAMOND FILES co 


FOR EVERY PURPOSE “Segue 


FILES 





\\y (aS 


. 
. 
Wy m ¢ e 
AY \ ‘ . 
\ . 
. 
. 


Ata a 
FILES TO FIT 





You need at least 
three types of files for 


S =o. normal household jobs 
WN . \ > TAPER files for 





sharpening saws and 
for fine filing 


your every need 


Made by the world's fore- 
2 most file manufacturer 


MILL files for sharpening 
edged tools and for 
smooth filing 

FLAT files for general 
repairs and for 





3 


* 
* 
. 
Sharp saws save work 


And sharp files moke sharp sows. 
There's nothing like o Black Diamond 
Extra Slim Taper or Double Extra 
Slim Taper File. Puts just the right 
point and bevel on sow ota 
teeth. Cuts fost and true. 
nV Preferred by the experts 





A FILE 
FOR EVERY PURPOSE 





the trademark everybody knows 
the files that everybody likes 




















Saw blades need “dental” 
care, too. Keep saw teeth 
razor-sharp with Black 
Diamond Saw Files—the 
choice of ex 
pert saw filers 







a everywhere 
~? 


@ Black Diamond 
files for every 
purpose 





@ Long-lasting 


@ The brand most 
experts prefer 





Pes eee eee eee e st eee fe eee8 8288888882884 





NICHOLSON FILE COMPANY 
15 Acorn Street, Providence 1, R. |. 
Send me mats of Black Diamond file ads numbered as follows: 














——_— — _— —— 
Name of Store. 

TOP-QUALITY SAW FILES * 

@ Perk up lazy saw blades with fast -cutting, op n Ags 

long-lasting Black Diamond Saw Files 

Shapes, cuts and sizes for all types of saws P.O. Address__ 





— Hand, Crosscut, Buck, Cant — 
Web, Band, Chain, Circular 





= 
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Complete Line 
of Rotary Mowers 


16-INCH ELECTRIC 
U.L. approved, 4 H.P. Delco motor. 
Delco safety switch. Offset, solid-bar 
type, Swedish spring steel blade. Five 
cutting heights. Slip clutch, outboard 
bearing and other quality features. 
Attractive yellow, baked enamel fin- 
ish with black trim 


16-INCH GASOLINE 

Easy starting, 1.2 H.P. Roto-Power 
engine. Ball bearing crankshaft, out- 
board bearing, slip clutch, automatic 
governor and on-off safety switch 
Offset, solid-bar type, Swedish spring 
steel blade. Five cutting heights. Yel- 
low and black 


18-INCH ELECTRIC 
All the features of 16-inch ,electric 
model, but cuts an 18-inch swath, so 
mows about ten percent faster. Same 
big, easy-rolling steel wheels with 6 
by 1.5 inch rubber tires to protect the 
finest lawn. Smart peacock blue fin- 
ish with yellow trim 


cece tc lls 


18-INCH GASOLINE 
Full 1.5 H.P. Roto-Power engine with 
needle bearing connecting rod and 
all features of 16-inch gasoline model. 
Cuts 18-inch swath, so mows faster 
Same big, easy-rolling steel wheels 
and 6 by 1.5 inch rubber tires. Pea- 
cock blue and yellow 


22-INCH TWIN CYLINDER 


3 H.P twin cylinder Roto-Power gas- 
oline engine with ball bearing crank- 
shaft, slip clutch, outboard bearing, 
hand throttle, on-off switch and other 
quality features. Oilite bearing, steel 
wheels; 8 by 1.75 inch tires. Red 
with gray trim. 


Modern design, Light weight and 


See Your Distri . easy to handle. The best buy for 
istributor or Write Us both YOU and YOUR CUSTOMERS. 


MOnARK SE: o 


Manufacturer of the Famous Monark Bicycles 
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THE MOST POWERFUL BRAND 
NAME IN AMMUNITION 








HARDEST-HITTING LONG-RANGE 22's IN THE WORLD 
NON-CORROSIVE PRIMING ... NONE CLEANER 












WESTERN CARTRIDGE CO., DIVISION OF OLIN INDUSTRIES, INC., EAST ALTON, ILLINOIS 
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REVERE WARE 


Revealed as 


Best Seller 


" by Retailing Daily Survey 


27 ER oe 






< 





- g 
° 


° 18 


* 


An REVERE «@ 
7, WARE .° 
4 










7 
3 
o1 ? 













4 





fess 













Recently Retailing Daily featured a full-page listing of 
best sellers for 1952, reported by forty stores from all 
over the country. Five of those stores named Revere Ware 
as their best seller in housewares. No other manufac- 
turers’ products rated first with as many stores. The stores 
that said Revere Ware sold best were located in Erie, Pa.; 
St. Louis, Mo.; St. Paul, Minn.; Memphis, Tenn.; and 
Buffalo, N. Y. More proof that everywhere Revere Ware 
makes money for the retailer no matter in what size town 
the store is located. 












The stores that found Revere Ware the “best seller” 
featured it, advertised it, recommended it. Time after time, 
it has been proved that a store makes the most money per 
square foot of display space when it properly features 
Revere Ware. So we say: DISPLAY —ADVERTISE—SELL 
REVERE WARE for more profits, easy profits, quick profits. 














REVERE COPPER AND BRASS INCORF 
Rome Manufacturing Company Division 
SEE REVERE'S “MEET THE PRESS” ON NBC TELEVISION EVERY SUNDAY 
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Below: RC-38 33” high. 19%" 
x 42” top. A deluxe grill at a price 
that moves it fost. Polished tubular 
legs. Royoltex finish. Also RC-37 
same os RC-38 but with left firebox 
removed and sauce pons added 


Extra Accessories can be added at 
extra cost such as motor driven spit 
and upright firebox shown in insert. 
Accessories packaged seporately 








To retail profitably from +4”? +44? 


with accessories to +79” 


H... is the new Royal Chef line 
of Barbecue Grills, now in volume 
production. Better order now to get 
yours in time for Spring Selling. 


Also NEW ! 


SPACE 1119-A 
MERCHANDISE MART 


Chicago, Illinois 
Permanent display of Royal Chef Grills, 
Gas Space Heaters, vented and unvented 
Vented Wall Heaters, Gas Logs, Range 
Conversion Burners, Fireplace Furnishings. 


Made by the manufacturers of the 
famous Royal Gas Heaters, Royal 
Fireplace Furnishings, famous for 
QUALITY and VALUE since 1891. 
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RC-27 31 high. 19 « 34 top. A 
roll awoy model with exceptional 
styling ond feotures—plus the right 
price for volume selling 








.° 





} 
34 «top. 


RC-26 31” high. 19" « 
Collapsible tubular legs 








>) 








RC-22 30” high. 16” x 30” top 
Collapsible tubuler legs 











RC-14 14” x 16” fire box. Collops 
ible tubular legs. For picnics, comping 
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"BLINDFOLD TEST PROVES 
LOF GLASS EASIEST TO CUT 


Hardwareman Arthur Dersch says: 





caper ntllte n Allec ve: rection, 


er 


1 curved or angle eul Fewer crooked bre iks less waste, 


I cut four brands of windou lens trouble, mare profit 
glass and the one marked C def.- Slow annealing is what makes L*O-F Window Glass so 
initely cut the easiest!” much better ur k cooling sets up the internal stress and 





strain in glass that makes it hard for you to control the 


A. D. Dersch. of Shaker Heights Hardware. Cleveland cut. So L*O*F cools the molten glass slowly uniformly 


(, o as olass s . . 
Cilia wos tives four betes of window. ales & tant iving you easy-to-cut window glass takes more time in 


tdentifed only by a letter cravoned on the corner. He the L*O-F plant, but it saves you time ~and money ~ in 


ran a cut on each. Without hesitation, he said, “Brand ( the store 

definitely cut the easiest The cutter took hold right TEST IT YOURSELF! Call your Libbey-Owens-Ford Dis 

iway~ didn’t slide. No flaking at all and | got a much tributor and get some L*O-F Window Glass. Cut it. Then 

cleaner edge cut a piece of any other kind of glass you have. See 
Brand C was L°O-F Window Glass which will give you less waste . . . more profit 
Even when cutting small pieces like this (12” x 16"), through easier, cleaner cutting! Then you'll be convinced 

Mr. Derseh could tell a definite difference. Think what it's smart to specify L*O-F whenever you order window 

L:O+k's easier cutting means when you're working with glass. Libbey*Owens:Ford Glass Company, 7142 Nicholas 


larger sizes or cutting close to the edge or making Building, Toledo 3, Ohio. 





Boy LIBBEY- OWENS: FORD the easy-to-cut WINDOW GLASS 


; 
a 
4 


LAG 
- 
- 
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NO. X46F—A NEW [UF KIN 7 RULE 


... same construction features and high quality 


as famous x46... plus flat reading 





MEASURES 3 WAYS 


1. FLAT READING 


Numbering begins on inside face at exten- 










sion end of rule so that rule, even 
when partly open, lies flat 


against the work. 


> 


2. INSIDE READING 












Ideal for taking inside measurements of doors, 
windows and other openings by means of the grad- 


vated brass extension slide in end of rule. 


3. OUTSIDE READING 


Numbering begins on outside face 











at extension end of rule for regular measuring. 


'UFKIN X46F like its famous companion No. X46 has self-locking spring joints and patented 


lock joints to eliminate end ploy, assure accuracy; brass strike plates to prevent 
wear. Select hardwood sections are extra thick, durable. Rules are graduated on both edges, both sides to 


consecutive inches and sixteenths and have large, easy-to-read gothic numerals 


The X46F is Pre-sold for you! Order the X46F from your jobber at once. Profit from the big supporting 
advertising program that will blanket the nation with ads reaching more than 40,000,000 reader-prospects 
in This Week Magazine, American Weekly, Independent Newspapers, and other Consumer Publications. These 
ads will be hard at work—"pre-selling” the new X-46F for YOU! 


SELL JUFAIN “RED END’—THE WORLD'S MOST POPULAR RULES 


‘ 
156 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN * 132-138 Lafayette Street, New York City * Barrie, Ontario 
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Free Display Helps You Get the Jump on Orders 
For Sensational New Remington Varmint Rifle 


Here's an idea for boosting 
shotgun shell sales 


A good way to increase shotgun shell 
turnover is to introduce clay target 
shooting as a family sport. The game is 
made to order for any hunter who would 
like to introduce his wife and sons or 
daughters to the 
thrill of wing shoot- 

ing. 
All that’s needed 

“Bive Rock” Target = is a supply of ‘Blue 
Rock” targets and an inexpensive Rem 
ington Target Thrower. Anyone can 
throw the targets after a few practice 
tries—and the sport may be enjoyed in 
open country convenient for the whole 
family. Best of all, there’s no closed 
season on clay targets. 

So point out that there’s no reason 
why Dad should be the only one to have 
fun with a shotgun. He'll be the first to 
agree when you put the target-throwing 
bug in his ear. 





“SIGHTING-IN” TARGETS 
BUILD GOOD WILL! 
NEW —FOR THE FIRST TIME! 


Here's the ideal 
giveaway for shoot 
ers of target rifles or 
any rifle with ad 
justable sights. This 
special target makes 
*sighting-in easier 








than ever before 
Each large 100-yard target is marked 
directly in minutes of correction. Com 





plete instructions on target 

A good many of your customers will 
want these targets to sight in their rifles 
To get your free package of 25, just 
check the coupon at right 


“Bue Rock” is Reg. U. S. Pot. OF by Remington Arms 
Company, inc., Bridgeport 2, Conn 
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Heavy promotion backs Model 722 in 222 Remington Caliber 


has achieved such remarkable popular- 
ity —world’s strongest bolt action . . . 
. six-shot capacity . . 
attractive low price. 


With this display poster in your store, 
you're all set to cash in on Remington's 
winter-long national advertising of the 
varmint rifle 


amazing new Model 722 

The display is a large, eye-catching 
poster, beautifully lithographed in red, 
green and black. It measures a full 19 
by 24's» inches and features both the 
Remington Model 722 rifle and its com 
panion ammunition, the 222 Remington 
varmint cartridge 


Experts have called this rifle and cart 
ridge ‘‘the perfect varmint shooting com 
bination.”” And one look at the sales 
points on the poster shows why the rifle 


Remington Arms Company, Inc 
Yes, I'd like a free display poster 

[] for the new Remington Model 
722 varmint rifle 


Sales Promotion Div 


light weight 


To that, add superb balance and feel 

. a special match-rifle-type trigger . . . 
truly amazing accuracy. No wonder this 
rifle has been written up extensively in 
sporting magazines and talked about all 
over the country 


But the fields are getting green now, 
and the talkers want action. Be sure 
you're ready to give it to them. Take a 
second’s time to clip the coupon below 
and get your colorful poster. 


-------}) 
Dept. 722, Bridgeport 2,Conn 
Please send me, without obliga 


tion, package of 25 “‘Sighting-In” 
targets illustrated at left 


LJ 





Name__ 


Street 
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Best Quality “American Brand” 
Jute Twines — now in 


HANDY Boyes 


Packed 
24 Balls 
approximately 
“) Ib. each 
fo a Dor 









The “Impulse” Way to sell 
more Twine 


Everybody uses twine! Here's the way to sell more of it and make 


more money with less sales effort. Handy boxes of America 
Brand” Jute wine hake npulse sales and pay big dividend 
the om all ‘ u ter pace they am 
Mail coupon for more format 
These 7 popular sizes of “America 
Brand™ Jute Twines are Handy Packed 


No. 24 Polished Fine Indie 
No. 36 Polished Fine Indie 


R No. 48 Polished Fine Indie 
\".\ No. 4'/p India 
&S No. 6 India 


3 ply EZ Wrapping 
3 ply Green Garden Jute 


andy 


AMERICAN: MANUFACTURING COMPANY, sroontyw 22, w. 


Rope + Twine + Ockum + Packing + Corpet ond pp Seaticees Yorns 
Hendy Coils"’ + Menile ond Sie! 
Bronch Factory: St. Lowis Cordage Mills, set Louis 4, Mo 
Soles Offices: Boston * Chicago * Houston * New Orleans 
Philadelphia * San Francisco 


Please send complete information and delivery schedules 








AMERICAN ManvuracturiInc Company 

Noble & West § Brooklyn 22, N. ¥ 

Name 

Company 

Address 

City Zone State 
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Materials Pinch Easing: 
Controls Extension Urged 


WARNINGS OF 
sumer goods are now giving way 
to more optimistic prophecies by 
defense agency officials 

Predictions that 
would be pinched by 
upplies lasting well into 1953 have 
been amended by a belief 
quarters that the so-called civilian 
pinch is now at its worst and will 
ease off through the spring months 
of 1952 

A substantial slowing in the de- 
mand for aluminum and 
commercial types of steel is 
for the change in outlook 
Even in view of the more favorable 
picture, however, production chiefs 


shortages of con- 


consumers 
shortages of 


In some 


some 
one 


reason 


will pursue a cautious policy with 
egard to any decontrol measures 
Extension Urged 
Though mobilization’ director 
Charles E. Wilson is quoted as 
finding the situation “much more 
optimistic,” he has urged the Con 
extend price and wage 
controls for two years. The De- 
fense Production Act expires June 
30 
“We cannot hold back inflation 
unless we hold down prices,” Wil 
son told a Senate banking com- 
mittee, adding that, “conversely we 


“ress to 


cannot hold down prices unless we 
hold the wage line 

Wilson advised that there has 
been easing of shortages in 
such materials as copper and alum 
inum, but cautioned that at 
ent it is too early to know whether 
this easing will continue 

Wilson has predicted two more 
years before the country 
its goal of military 
productive powe! 

Meanwhile, the mobilization boss 
endorsed President Truman's ap- 
peal to wipe out the Capehart a- 
mendment—which permits manu- 
facturers to pass their post-Korea 


some 


pres- 


reaches 
strength and 
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cost increases on to the consumer! 
and the Herlong amendment which 
merchants their mar- 
gins over costs 


guarantees 


o 


Materials Relief Foreseen 
for Electric Housewares . 


THe Evectric Housewares In- 
dustry Advisory Committee has 
asked NPA to allot larger amounts 
of controlled materials so the in- 


dustry can reduce per unit pro- 
duction costs and thus offer small 
household appliances at lower 


prices 

The committee reported that the 
industry 
prices of its products to consumers, 
but find this difficult because the 
low allotments do not allow the 
manufacturers to achieve maxi- 
mum economies 

NPA officials held out some hope 
that third and fourth quarter 1952 
allotments for civilian-type prod- 


is endeavoring to reduce 


ucts would be larger than second 
quarter allotments, particularly for 
steel and aluminum. Special efforts 
are also being made by the Gov- 
ernment and industry to increase 
the copper supply, but these will 
not mean more copper before 1953, 
NPA said 
* 


Allotments Announced 
for Consumer Goods. . 


IN ANNOUNCING second quarter 
allotments of materials for pro- 
duction of consumer items, NPA 
Administrator Henry H. Fowler 
stated that the agency is moving 
in the direction of greater uniform- 
ity in allotments among producers 
of civilian-type goods 

For the bulk of all 
products, allotments for the second 
quarter represent the maintenance 
of first quarter levels for steel, 
and a reduction from 35°? of pre- 
Korean consumption to 30° for 
copper and aluminum. (Wire mill 
allotments are reduced from 40 to 
35°.) 

A number of products, previous- 
ly programmed below the general 

(Continued on page 108) 


consumer 


New Ceiling Prices for Small-arms Ammunition 


SUBSTITUTE CEILING prices have 
been placed on small-arms ammu- 
nition sold or offered for sale for 
non-defense use between July 1, 
1949. and June 24, 1950 

The new ceilings are provided 
for in Supplementary Regulation 
21 to CPR 22, effective February 
19, 1952 

Ceiling prices for small-arms 
ammunition not sold or offered for 
sale between July 1, 1949, and 
June 24, 1950, must be established 
in accordance with Sections 30 to 
34 of CPR 22 

The new regulation establishes 
a uniform rollback from GCPR 
ceilings of 3.62 percent for manu- 
facturers. This is a weighted aver- 
age of the individual rollbacks re- 
quired of these manufacturers by 


CPR 22 

OPS explained that data submit- 
ted by small-arms ammunition 
manufacturers show that ceilings 
established by CPR 22 have sub- 
stantially upset the industry's his- 
torical pricing pattern. This is be- 
cause the ceiling prices so estab- 
lished are for individual manu- 
facturers and are based on their 
individual increases in materials 


and labor costs from the end of 
their respective base periods to 
the prescribed cut-off date. Al- 


though the cost adjustments cal- 
culated by manufacturers do not 
differ widely, OPS stated, the dif- 
ferences are sufficient to upset the 
price relationships existing before 
imposition of price controls on Jan- 
uary 26, 1951 
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iE ways to build store traffic and make mote money 


The RED HEAD 


ne features your store as the place that has a complete 


lal meh M@altaliiale Melale Miri) ng a ehialiare| equipment ond accesories Sports 


a" men will prefer to buy in your store when you can sell them practically 
any piece of clothing and equipment they want. And profit climbs 
high when your customers always find the complete RED HEAD line 

‘ 
’, While the RED HEAD duck is working hard tu sell that SKEETRAP VEST 
poe UCK IS WOrKINg U pes 
3% : 
t 









you have a golden opportunity to sell RED HEAD GUN COVERS and 
CASES, RECOIL PADS and RIFLE SLINGS. The powerfui profit maker, 
related selling, is only possible when you have the complete line to 
offer... RED HEAD of course, because quality, service and customer 
’ satisfaction are the best you con sell, the best way to build store 


igehisl@eelileMuel ¢Mulela monky. 


13 HUNTING COATS 3 GAME CARRIERS 





12 HUNTING PANTS 2 LEGGINS 
18 HUNTING CAPS ——}- SKEETRAP COAT 
2 GAME BAGS =} SKEETRAP. VEST 
4 HUNTING VESTS 2 FISHING COATS 
3 HUNTERS 2 FISHING VESTS 
PROTECTIVE CAPES 6 FISHING CREELS 
7 LEATHER GUN CASES 5S. CREEL_ HARNESSES 
y a 21 GUN COVERS 3. WADER SUSPENDE: 
ia 6 SCABBARDS 3. REEL CASES 
fe 5 CARTRIDGE HOLDERS 5 TACKLE. BAGS 
Wy 6 HOLSTER STYLES 2 SPORTSMANS BAC 
3 SHELL BELTS 6 DUFFEL BAGS 
4 13 CARTRIDGE BELTS 2 PACK SACKS 


“ 7 RECOIL PADS 


TARPAULINS PAINTE 


18 RIFLE SLINGS 
5 SHELL POUCHES 
7 SHELL BAGS 


DROP CLOTHS, ETC 
ANY CUSTOM MADE 
CANVAS PRODUCT 











4300 West 





Avenuve 


Chicago 41, Illinois 





SEE 











Seasonal Pickup Noted in 
Consumer Durable Sales 


THOUGH RETAIL TRADE, generally, 
has been slow in the opening 
months of 1952 the outlook for the 
remainder of the year is good 
Some lines of consumer durable 
goods have shown decided 
sonal improvement. After months 
of sluggish sales, there is renewed 
demand for automobiles and var- 
ious appliances 

Business activity has been head- 
ing downward for the past few 
months, primarily because orders 
for defense work have not been 
reaching the factories fast enough 
to take up the slack in declining 
orders for consumer goods 


sea- 


Continued Increase 


Retail trade actually shows up 
poorly only when measured against 
the panic buying periods of the 
past. Department store sales, for 
example, are running somewhat 
behind the corresponding months 
of 1951—a period of heavy buying 

but well ahead of 1950. The pre- 
dictions are that retail trade, 
though spotty in some lines, will 
continue to pick up as the warm 
months approach 

Meanwhile, the government has 
liberalized its allotments of metals, 
and there is little likelihood that 
any serious shortages of consumer 
will develop. Shortages of 
copper and small allotments of 
aluminum will affect 
production of merchandise requir 
ing these metals, however 

On the price front, the outlook i 
for continued “stabilization.”’ The 


goods 


continue to 


cost of living has fallen slightly 
and in most cases price tags on 


merchandise won't be altered 
much in the months ahead 
Farmers, meanwhile, are exper 
iencing some lowering in the prices 
they receive for farm products, As 
February closed there was ! 


a snar} 
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decline in prices received for truck 
crops, cotton, cottonseed, oats, eggs, 
wool, and lambs. Prices paid for 
production goods increased gener- 
ally 

* 


Increase in Consumer 
Credit Buying ..... 


CONSUMER CREDIT outstanding at 
the end of December totaled 20.6 
billion dollars, about 600 million 
above the previous month and 500 
million above the peak in Decem 
ber 1950. The gain over the month 
was due to a rise of 400 million 
dollars in charge accounts and 200 
million in installment credit. 

The seasonal increase in install- 
ment credit carried the total out- 
standing to about 13.5 billion dol- 
lars, approximately the same as 
the peak in December a year 
earlier. The usual end-of-year de- 
cline in automobile financing more 
than offset increases in other sales 


credit and loans. The gain in non- 


installment credit including 
charge accounts and other con- 
sumer credit, reflected primarily 
increased charge account credit 
due to holiday buying 


+ 


Retail Sales Down 
in First Month . . 


In JANUARY, latest month for 
which statistics are available, sales 
by all classes of independent retail 
dealers averaged 13 percent less 
than a year ago, and 25 percent 
under December, 1951 


Dealers in the lumber, building 


materials and hardware group 
fared somewhat worse than the 
national average, sales by these 


dealers averaging 16 percent un 
der the corresponding month of 
1951. There was no change in 
sales from December, 1951 


* 


Washer Sales Show 
Decline in January 


FACTORY SALES OF standard-size 
household washers in January 
(Continued on page 111) 











change change Stock-Sales 
in sales in inventories Ratio 
Geographic Jan. 1952 Jan. 1952 
Division from from 
Jan Dec Jan Dec Jan. Jan. Dec 
1951 1951 1951 1951 ‘52 "51 "51 
U.S. Total 
Sales 15 6 4 + 2 176 137 161 
Hardware 
South 
Atlantic 21 23 9 3 262 191 329 
East Sout! 
Central 23 13 18 2 245 159 268 
West Sout! 
Central 28 +23 6 +12 271 177 306 

















Wholesale Hardware Sales and Inventories 
From U.S. Dept. of Commerce Monthly Report? 
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Cc with SSiRcO 
DISTRIBUTED 
PRODUCTS 


Windows 




































































| IERE is your opportunity to sell almost every 


building and repair need for the home and 

industry. Sell the complete line of SSirco-distributed 

products. Each product is profitable. Each is easy to sell. 

Each is a quality product—a well-known name. And 

Make More Money with This you get prompt Overnight Delivery or Drive-In Pick- 
Easy-to-Sell Line of Quality Prod- Up from one source of 16 Warehouses at strategic 


ucts with Well-Known Names points throughout the South, Add free selling-aids, and 
: you have the combination for real profits 


SOUTHERN STATES 
IRON ROOFING COMPANY 




















Columbian Rope Elects 
E. R. Metealf President 


Epwin R. METCALF was elected 
president of the Columbian Rope 
Co Auburn, N. Y., following the 


annual stockholders meeting in 





Edwin R. Metcalf 


Harold G Metcalf wa 
re-elected as chairman of the 
board, and Col. Stanley W. Met 
calf, who has served as president 
since 1941, became vice-chairman 
of the board of directors 

Rexford L. Morris, vice presi- 
dent—finance, was elected to fill 
the office of treasurer of the com- 
pany to succeed Francis J. Lesch 


January 


who is retiring as treasurer but 

who will continue as a director 
The new president was secretary 

of the company during 1948 and 





Col. Stanley W. Metcalf 
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since then has been president of 
the Edwin H. Fitler Co. of Phila- 
delphia, subsidiary of the Colum- 
bian Rope Co. During the last war 
he was director of the Wool, Cord- 
ige and Textile Machinery Divi- 
sion of the Textile, Clothing and 
Leather Bureau, War Production 
Board 


. 


Wilburn to Represent 
Perfection in Virginia 


PERFECTION STOVE Co., Cleveland 
+, Ohio, has appointed Joseph W 
Wilburn as a_ salesman in_ the 
Cleveland, Ohio, district, to repre- 
sent the company in the western 
portion of Virginia 





Joseph W. Wilburn 


A native of Altavista, Va.. Mr 
Wilburn graduated from the Uni- 
versity of Virginia and served with 
the Army during World War II 
Before joining Perfection he was 
engaged in selling furniture and 
real estate 


* 


New Olin Division Names 
Boone Sales Manager. . . 


W. C. SCHADE, general manager 
of the Arms and Ammunition Di- 
vision of Olin Industries, Inc., has 
announced the appointment of 
John T. Boone as sales manager of 
the division. The new operating 
division is composed of Olin’s Win- 





John T. Boone 


chester Repeating Arms Co. Di- 
vision of New Haven and Western 
Cartridge Co. Division of East Al- 
ton, Ill 

Mr. Boone has been assistant 
Western-Winchester sales manage! 
at New Haven and will continue to 
make his headquarters there. Be- 
fore joining the Olin organization 
in 1948, he was sales manager of 
the Animal Trap Co 


e 


Colorado Fuel and Iron 
Elects Franz President 


ALWIN F. FRANZ was elected 
president of The Colorado Fuel and 
Iron Corp., 575 Madison Ave., New 
York 22, N. Y., at a recent meet- 

(Continued on page 74) 





Alwin F. Franz 
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TCHLUETER MFO 


A Family of Great Products- 


Every One a Volume Guilder / 


De Luxe Household Metalware is designed Since De Luxe is a complete line —— includ 
: ing Colored Ware, Galvanized 
Ware, Tinwore, Mop Pails 
Garbage Pails, and Ash 

Cans, every need in 

this field is ade 


and built to create customer-satis 
factionand goodwill. Heavy 
weight materials — care- 
fully fabricated and 
attractively finished ’ quately met under 
— assure the kind of x :' the De Luxe label 
service that users like aes iS yA No wonder con 
—and talk about . sumers everywhere 
prefer De Luxe 


* 
Because De Luxe House “ ; —and because it is 
hold Metalware is built to ; available in a truly com 
please users — because if is m , plete line — De Luxe is o real 
Nationally Advertised in maga soles-builder, and a real money 


tines reaching millions of readers maker, for you 


wh > 


un 


Be sure to stock, feature, and sell De Luxe Household Metalware. Talk to your Jobber's Representative about it now 


SCHLUETER MFG. CO. + ST.LOUIS 7, MO. 
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INDUSTRY NEWS (continued trom page 72) 


ing of the board of directors. Carl 
W. Meyers, who has been presi- 
dent of the firm since 1946, was 


elected vice chairman of the board 
of directors 


Mr. Franz has been executive 
vice president of the company 
since 1949, and a director since 
1948. Prior to that, he served as 
vice president in charge of opera- 
tions, and has also managed the 
corporation's two largest plants 
Until 1945, he was general super- 


intendent of the Steel Division of 
Alan Wood Stee! Co 

Under the leadership of Charle 
Allen, Jr., chairman of the board 
Mr. Meyers and Mr. Franz, Colora- 
do Fuel & Iron recently completed 
a $50,000,000 financing program 
which will be used to build a new 
seamless pipe mill at Pueblo, Colo 
and for other plant improvements 


° 


Mobile Service Center 
By Reo Motors, Inc... 


DESIGNED AS AN AID to the hard 
industry, Reo Motors’ 
mobile power mower service cen- 
ter began a tour of southern cities 
in February. The display was 
planned to encourage hardware 
men to get into the power mower 
service business. 

The converted 40-passenger Reo 
transit coach, which houses the 
display, contains everything the 
hardware dealer needs to provide 
power mower service, it Was an- 
nounced. In addition, Reo repre- 
sentatives traveling with the coach 
are prepared to aid anyone in- 
terested in the enterprise 

Equipment in the coach includes 
a reel grinder, bed knife grinder 
lapping stand, bench grinder, elec- 
tric drill, work bench, magneto 
metal parts cabinet, special 
standard and parts 


ware new 


tester 
tools tools, 
stock 

To meet the demand for service 
Sam Briggs, vice 
the Reo 


according to 


president in charge of 


Lawn Mower Division, Lansing 
Mich., seven times as many service 
centers as now exist are needed 


For an initial investment as low as 
$500 or $600 a hardware deale: 
can add $10,000 to $20,000 a vear 
to his income, Briggs said 
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Warren Names Baumann 
Vice President, Sales . . 


WARREN Corp., Warren 
Ohio, announces the appointment 
of Karl F. Baumann as vice presi- 
dent in charge of sales 


Too! 





Karl F. Baumann 
Mr. Baumann has wide 
ience in selling, sales management 
and factory operation. He started 


exper- 


with Warren Tool Corp. in 1944 
as assistant sales manager. Aftet 
gaining knowledge of heavy hand 


tools and their sales, he was trans- 
ferred to Warren as works man- 
ager in 1947 





Shortly 
the University of 
1930, Mr. Baumann 
ciated with Globe Union of Mil- 
waukee, where he served in var- 
ious capacities, including person- 
nel manager, special assistant to 
the vice president in charge of 
sales, and assistant sales manager 


after graduating from 
Wisconsin in 
became asso- 


oe 


Ames Baldwin Wyoming Co. 
Becomes 0. Ames Co. .. . 


RICHARD HARTE, president of 
Ames Baldwin Wyoming Co., has 
announced that effective March 1, 


1952, the company name was 
changed to O. Ames Co. He stated 
that the name Ames dates back 


to Revolutionary days. In 1774, two 
years before the Declaration of In- 
dependence, Captain John Ames, 
a blacksmith of West Bridgewater, 
Mass., began the manufacture of 
shovels. From his hand forge came 
the first Ames shovels. These were 
sold locally, and it was not until 
his son Oliver started another fac- 
tory that Ames shovels became 
known 

Oliver Ames established a plant 
at North Easton, Mass., and in 1805 

(Continued on page 130-D) 
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6¢@ Dou've done a swell job on the Slaymaker “Brass 
Beauty’ Padlocks since the very beginning. | knew 
that you'd pick up more impulse business with 
that nice movable jewel-case merchandiser. And 
Vu bet vou felt the effect of Slaymaker's national 


advertising. ¢9 


Robert F. (Bob) Fite, Salesman 
Hall Wholescle Compeny 
Dallas, Texas 





66 They're fine locks to sell. My customers go for 
them because they are solid cast brass padlocks 
in the medium to low-price range. They're beauti- 
fully packaged, work smoothly, and are as strong 
as they look. I am all jor the Super-tumbler, too 
—it cuts out interchanging. ** 

H. L. Morris, Buyer and Manager 


Moulders Hardwere Compeny 
Dalles, Texas 


laymaker 


LOCK ECOMPANY Since 1888 


Lancaster, Pa., U.S.A. 





? 


As advertised i 


the Saturday World's Most Complete Line of Padlocks 


Evening Post 
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EMBURY 


SN 


if |} EMBURY 


Windproof... Stormproof 
Always Ready 
Dependable... Safe 


a 
0x Le EMBURY MANUFACTURING CO 
WARSAW NEW YORK US A 


EMBURY =:= 


LANTERNS & TORCHES 





76 











WHOLESALER NEWS 





L. MeMahan, Huey & Philp 
Executive, Dies. . . . . 


LEWIS McMAHAN, vice president 
and sales manager of Huey & Philp 
Hardware Co., Dallas, Texas, died 
February 20 after a five-month 
illness 

A graduate of Texas A&M Col- 
lege, Mr. McMahan went to work 
for Huey & Philp as a salesman, 
and was promoted to buyer, then 
to vice president and sales man- 
ager 12 years ago 

He is survived by his widow, a 
son, three brothers, and three 
grandchildren 


« 


Belknap Releases New 
Sporting Goods Catalog 


BELKNAP HARDWARE & Mfg. Co., 
Louisville 2, Ky., has recently com- 
pleted distribution of a new sport- 
ing goods catalog to its customers 

The new Spring and Summer: 
catalog contains full information 
on the company’s varied and ex- 
tensive sporting goods line, and 
explains how dealers might order 
their needs, as well as quickly 
price and profitably sell items that 
they do not normally carry in 
stock 

In distributing the new catalog, 
Belknap pointed out to dealers the 
large growth in sporting goods e- 
quipment during the past few 
years 


* 


Bluefield Supply Sets 
Record in 1951 Sales 


In ITs 30TH Annual Report, 
Bluefield Supply Co., Bluefield, 
West Va., and its wholly-owned 
subsidiaries, Clark Stores, Counts 
Automotive Supply Co., Dixie Ap- 
pliance Co., and Rish Equipment 
Co., announced that the year 1951 
was its largest in sales, the volume 
for the five companies totalling 
$29,934,349.81, or an increase of 
16.16 percent over 1950 

During the year the organization 
paid four quarterly dividends of 
75 cents per share and an extra 
$2 per share in December, making 


dividends total $5 a share in 1951 
Salaries and wages were increased 
in proportion to earnings for the 
year, and the company paid into its 
new pension plan approximately 
$125,000 

At present, Bluefield Supply C: 
is remodeling the A & P Super- 
Market building in Bluefield, cor 
structing an additional floor above 
the street level and putting in 
concrete floor in the basement. The 
new building will give an addition- 
al 10,000 square feet of floor space 
and enable the company to release 
space that it is now renting in a! 
adjoining wholesale grocery ware- 
house 


Interstate Announces New 
Representative Changes . 


INTERSTATE HARDWARE Co. Inc 
Bristol, Tenn., has set up a separate 
sales organization for Crosley ap- 
pliances, effective February 1, 
1952, and special Crosley sales rep- 
resentatives have been named, as 
follows 

Robert H. Carr of Watauga. 
Tenn., will cover East Tennessee 
and Western North Carolina; J. M 
Pritchett of Bluefield, W. Va., will 
represent the company in South- 
west Virginia and McDowell and 
Mercer Counties in West Virginia 
and C. B. Moore, Jr., of Bristol 
will cover three counties in South- 
west Virginia and 12 counties in 
Southeastern Kentucky 

Interstate Hardware Co. also 
announces changes in its hardware 
representative staff, effective 
March 1. W. W. Brazwell, who rep- 
resented the firm in Sullivan, 
Washington, Greene, Hawkins, 
Carter and Unicoi counties in Ten- 
nessee, has retired; and Carter and 
Unicoi counties will be covered by 
Jack Thompson. Vance Thompson 
of Emory, Va., has joined the or- 
ganization to represent it in Sulli- 
van, Washington, Hawkins and 
Greene Counties 

The company recently added 
Pabco floor covering products for 
distribution in the area it serves 

(Continued on page 130-B) 
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ESTWING 


UNBREAKABLE TOOLS 


SAVES EXPENSE, DELAY AND DANGER 
from loose, broken or splintered handles. 


GENUINE SOLE LEATHER GRIP 


Proven most comfortable and durable in all 
climates. Double lacquered, non-slip finish. 
It fits YOUR hand. 


ONE PIECE HEAD AND HANDLE 


, Se 


Gives you strength of steel for all pulling and 


ripping by hand, and insures permanent 
balance year ‘round. 


CONSUMER PRICES 


Polished 
12 oz. curved and straight claw........ $3.60 
16 oz. curved and straight claw. ...... $3.65 
20 oz. curved and straight claw........ $3.75 
NE CD, ccnceseeeveessouse $4.50 
Hunting and Scout Axe..........ee0005- $4.50 


Black 
$3.20 
$3.25 
$3.30 
$4.20 
$4.10 





eee 
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LEATHER 














MARK OF THE SKILLED FOR 28 YEARS 


50 SOLE LEATHER WASHERS 


ore pressed and riveted on the 


thin steel shank as shown. Proofed 
against shock, heat, cold, and elec- 
tricity. Grip is polished and double 
lacquered to lustrous non-slip finish. 





ESTWING MFG. co. Rockford, Illinois 


SELLS THROUGH RELIABLE 


DISTRIBUTORS ONLY 
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with 
DIXISTEEL 
nails 


Everybody needs nails — especially the handy 
sizes for use around the home. Yet most folks 
forget to buy them when they are in your store. 

So, why not take advantage of this situation 
and put some packages of DixisTEEL Wire Nails 
and Brads out where your customers can see 
them and Say them on the spot? 

The new, red, yellow and black DixisTeet 
packages are real eye-catchers. 

Order a supply of Dixisteet Wire Nails and 
Brads from your wholesaler and watch your 


profits grow! 


Atlantic Steel Company 


DIXISTEEL 
ATLANTA, GEORGIA 


Irv this little sure-fire merchandising trick! 
Take a few packages of Dixisteet Wire 
Nails and Brads and put them out on a 
counter where your customers can see them 
Place a small sign in back, asking this simple 
question: Need Nails? Our representative 
will be glad to give you a sign, or if you 
prefer, write us and we will send you one. 
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We'll Have to Choose 


Controls or Freedom 





By Fred C. Barksdale 
President. Southern Wholesale 
Hardware Association 


B* news came out of Washing- Controls—-the antonym of free- tion's security and the peace of 
ton the other day. After nearly dom. And freedom, blessed free- the world. That's why our people 
a year of gallant OPS rear-guard dom, is what men have fought and rather blindly tolerate the present 
action, the price ceiling was re- died for It's what we are told’ controls farce 


moved from new and second-hand thousands of young American We are told “buy only what you 
corn cobs and prohibition-era “policemen” are dying for in Ko- need and pay no more than ceil- 
whiskey. That reluctant step close- rea today ing price.’ So far, so good. We've 
ly followed similar action on wigs, Certainly we don’t want tohand- long shouted the same frightened 
cat beds and hand-decorated used icap the defense effort. We don't plea to the government, but no 
bottles. And then—look out for want to further jeopardize our na- soap 
inflation!—with reckless abandon, Government extravagance and 
the market was thrown wide open Se waste and graft is a_ sickening 
on stuffed elephants, plastic turk- candal at home and an invitatior 
eys and “non-edible foods,” if you Watch the Camel's Nose! to predatory tactics by other na 
know what that means Cc. E. WILSON. president of tions who are dealing with us. It 
If such horse play were not so General Motors, in warning a- has passed the point of national 
serious it would be funnier than gainst the dangerous expansion of afety and still it mounts. It is a 
Amos and Andy Federal controis, tells the fable prime factor in generating the very 
Let’s cut out the monkey busi- of the Arab who was sitting in his nflationary pressure that the con- 
ness and get down to brass tacks tent one night when a camel trols program is supposed to re 


thrust his nose under the flap and eve. One might as well try t 
said: “Master, let me put my nose 
in your tent, for it cold and stormy 
outside.” The Arab readily agreed 


on controls. Of course, if it were 
what our self-annointed “econom- 
ic planners” would have us be- 


empty a barrel under a down spout 


with a tea spoon 


lieve, all would be hunky dory to this modest request. then turned Government extravagance is 
Really, all that keeps the thing over and went to sleep. Later he more reprehensible than individ- 
from being a success is, it just awoke and found the camel's head ual spending. Such prodigal reck- 
won't work. We've got to deal with and forelegs in the tent, also. And lessness, through excessive taxes 
cold realities, not fuzzy fancy when wakened again. in the morn- picks the pockets and squanders 
We've got to take controls as fed ing. he was outside in the cold the substance of the whole peop! 

to us, not as pictured by those who and the camel had the tent all to Controls? To be sure. But let's 
either don’t know or don't care himself. direct the controls at politics-in- 
what they are talking about a spired unnecessary bureaus, free 
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Florida vacations, deep freezes 
mink coats and tax knock-downs 
That will do much to reduce infla- 
tionary pressure. It will also help 
restore confidence in the good faith 
of those who preach “buy only 
what you need and pay no more 
than ceiling price 

Our Creator made a pretty good 
job of establishing the laws of na- 
ture. No mortal has yet been found 
smart enough to repeal them and 
get away with it. But He expects 
man to see that natural laws func- 
tion as smoothly as 
to block them. 

For the sake of argument, then 
let's admit in the beginning that 
war or other national 
emergency economy is sud- 
denly thrown out of balance. While 
the basic law of supply and de 
mand would eventually make nec- 
adjustments, it might not 
operate quickly enough to meet 
the threatened danger and avoid 

Then, recognizing the 
prompt action to protect 


possible not 


in case of 
our 


essary 


hardships 
need for 
the over-all good, our people free 
ly agree to government interven 
tion, as a temporary expedient, to 


direct production and distribution 


and restrain prices until natural 
laws can function effectively 

So, in emergency, business ac- 
cepts the verdict gracefully in 
pite of inefficient and irrespon- 


ible official bungling It does 


more than its part in an effort to 
make an artificial economic plan 
work 

But to repeat, if our free ente 
prise ystem is to survive, a con 
trols system cannot be tolerated 
after the emergency that inspired 


patriotic compliance has passed 
We refuse to squander the bless- 
Americanism that 
to coming generations 
Confidence in the need for 


controls program must be inspired 


ings of belong 


any 


by Knowledge of the whole truth 
and nothing but the truth as far 
is Is consistent with national safe- 


ty. But regulations must be simple 


ind workable. And if even a de- 


gree of success is to be realized, 
the thing must reflect sincerity 
of purpose and be directed fairly 
and with some degree of horse 
ense 

Present vegulations began with 


an irresponsible and unfair price 
freeze at all levels of distribution 

producer, wholesaler, retailer— 
all at the same time, January 25th, 
last year. No thought was given to 
the time required for price changes 
to sift down the line from producet 
to consumer. As a result, whole 
salers, for example, sold many 
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items at figures actually under in- 
voice costs 

To illustrate, scales costing 
$28.00 plus freight, had to be re- 
sold at $26.00 (these are actual 
figures). The wholesaler's selling 
price was frozen at $8.00 on pad- 
locks that were costing $8.10. And 
then relief came only on specific 


items actually received at such 
price disadvantage 
An answer from OPS, three 


weeks delayed, to a question on 
this score brought the enlightening 
information: “Yes, you might con- 
ceivably be higher on 4” than on 
6” hinges. Yours truly.” 

The system gets more complex 
every hour and limitless problems 
man can neither 


arise that foresee 














Unnecessary but costly controls. 
along with government waste 
and extravagance, have helped 
put us all in this embarrassing 
predicament 


nor cope with. Conflicting and con- 
regulations multiply 
faster than rabbits, and govern- 
ment “analysts” are frequently as 
bewildered as a third-grade arith- 
metic pupil trying to teach an- 
alytical geometry. An effort to e- 
liminate discrimination against 
group backfires against an- 


confusing 


one 
other 

Business finds itself lost in the 
mirrored maze of Washington 
crazy house, shackled with miles 
of red tape, an epidemic of forms 
and reports, question- 
naires and added expense for ex- 
tra clerical and accounting work- 
ers and legal fees 

Past experience is usually 
cepted as a guide to what might 
be expected in future. And that’s 
why we're fussing 


senseless 


ac- 


Remember the days of OPA? 
We can't believe, for example, 
that gasoline regulation 5-C, the 


purpose of which, we were told, 
was to conserve scarce rubber, was 
conceived in sincerity. Nor was 
it directed with honesty and effic- 
iency 

Organized 
shouted that conservation of every 
drop of critically gasoline 
meant the “difference between 
victory and defeat.” Rationing 
boards were even forbidden to al- 
low gas to ordinary mortals “to 
be used for the purpose of attend- 
ing funerals or the bedside of sick 
relatives.” Yet, the then vice-pres- 
ident flew half way across the 
country to the funeral of Tom Pen- 
dergast. And the “first lady” flew 
half way around the world, with 
a swarm of fighter planes as an 
escort, to rub noses with a native 
of New Guinea. Damn! 

And regulation 5-C disgustingly 
directed that gas be allowed “‘can- 
didates for public office to con- 
duct their campaigns.” There was 
no specific mileage limit just 
what they needed 

One just could not reconcile the 
critical scarcity of gasoline and the 
urgent need of our fighting forces 


propaganda soon 


scarce 


with the blare of a candidate's 
sound truck. One's conception of 
justice could not permit the cars 


(literally num- 
infest the 
highway while a salesman 
whether of pumps or penicilin 
plows or paregoric, piccolos or pile 
drivers, was placed in the same 
mileage category as panhandlers 
and pin-ball operators 

There was no fairness in a pro- 
vision to “haul voters to the polls,’ 
with no limit as to distance, while 
GI's were limited to 5 gallons of 
furlough gas and a mother was 


seekers 
thousands) to 


of office 
bered in 


denied mileage for a visit to her 
soldier son 
The public could not stomach 


a set-up under which a notorious 
black market thrived, through il- 
licit coupons, giving unscrupulous 
cab operators a virtual subsidy on 
mobile assignation and other wide- 
spread illegal operations 

A national magazine carried a 
story entitled “Border to Borde1 
on Bootleg Gas.’ The auditor had 
started at Brownsville, Texas, with 
one gallon of gas and no coupons 
He wound up at the Canadian bor- 
der with a tank full of gas and a 
pocket full of coupons. Deer hunt- 
ers were given “200 extra miles” 
in Nevada 

So it didn't take long for the pro- 
gram to sink into a sickening farce, 
held in contempt by a digusted 
public. Is it surprising that it soon 

(Continued on page 112) 
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W. E. Smith 


Wm THE CLOSE of 1951, gross 
sales volume for the hardware 
division of the Oklahoma Hard- 
ware Co., of Oklahoma City, Okla 
howed an increase of slightly 
more than 46 percent over 1950 

For this pioneer institution 
which began business on January 
1, 1901, operating as the Oklahoma 
City Hardware Co until June 
1951, the rate of sales increase last 
vear for all divisions was 35 per- 
cent 

Most significant is the rate of 
more than 46 percent increase of 
sales in hardware lines. This is 
more than nine times the national 
average of 5 percent and 15 times 
the Southwestern average of 3 
percent 

W. E. (Gene) Smith, who intro- 
duced reforms that produced the 
somewhat spectacular increase, 
points out, however, that “there 
was only one direction in which 
the company sales could go, and 
that was up.” 

After 24 years with the Morrow- 
Thomas Hardware Co., in Amaril- 
lo, Texas, Smith took command at 
Oklahoma Hardware last January 
1 with the title of executive vice- 
president and general manager. He 
moved into the presidency, retain- 
ng the title of genera] manager, 
ifter the first meeting of the board 
this year, early in February 
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By Baron 


Gene Smith found that two con- 
ditions had contributed most t 
the steady decline of this piones 
firm over a period of year 

For one thing morale in the sak 
department was low. principally 
because salesmen had been con 
pelled to watch competitors, wit! 
plenty of merchandise, make 1 
cessful invasion of the territory 
Some sales territories were so large 
that salesmen were unable to cul- 
tivate secondary accounts and 
drove through some towns without 
stopping 

Secondly, inventories were woe 
fully depleted, in volume and va 
riety, with a large number of lines 
having been abandoned. The in 
ventory store-wide was entirely 
inadequate to serve the territory 

Smith also found, however, that 
dealers had few if any complaints 
against company personnel or pol- 
icies. The general attitude of deal- 
ers was, “It’s a fine old house, just 
not very active.” 

Although Oklahoma Hardware 
had about reached the bottom and 
the “only direction sales could go 
was up,” the steps taken by the 
new general manager and execu- 
tive vice-president might suggest 
productive remedies in some phase 
of the business for other whole- 
salers, whether volume is satis- 
factory or not 

“The first thing we did was de- 
vote attention to rebuilding the 
inventory,” explains Smith 

“Naturally, all of the five o1 
six major steps taken to regain 
volume position were more or less 
geared to one another, at least in 
part 


But an inventory adequate t 
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Creager 

ipport the sales organization 
with, an expansion in personnel 
that was obviously necessary 


claimed first attention. Increased 
capitalization was called for, of 
course and thereafter we event- 
ncreased the inventory by 
more than two and a half times 
Next, the selling organization 
iad to be expanded. When I came 
ere there were 11 salesmen. The 
ale force was increased to 18 
men. Fifteen of these salesmen are 
on general lines, three are special 
ty men 
We had to reduce the size of 
several territories to get more 
concentrated coverage. A number 
of salesmen were requiring three 
weeks to get around the territory 
and were merely ‘high-spotting’ it 
even in three weeks. The coverage 
was considerably less than thor 
ough and some salesmen found 
themselves compelled to drive 
right through towns of 2,000 and 
more population. Now, every ter- 
ritory salesman can cover his ter- 
ritory and do it thoroughly in two 
weeks and the three city men can 
get around in a week.” 
Building up the inventory, Smith 
adds, meant re-establishment of 
relations, which had been allowed 
to stagnate, between the company 
and a large number of manufac- 
turers. Literally hundreds of new 
lines were added and Oklahoma 
Hardware took on one line of 
paint for state distribution. This 
equired the addition of one ter- 
ritory, in Northeastern Oklahoma 
but in a comparative sense the 
firm has not expanded into the ter- 
tories of other wholesalers 
(Continued on page 113) 
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i380 Years of Hardware 





135-YEAR-OLD New Orleans 
f wholesale hardware firm 
Stauffer, Eshleman & Co.—with « 
history almost as colorful as that 
of the city in which it is located 
recently moved to a new location 
after more than 100 years on Canal 
street, main thoroughfare of the 
Crescent City 

The firm's records date back to 
1817, just two years after the 
Battle of New Orleans, in which 
Gen. Andrew Jackson's Tennessee 
volunteers and Jean Lafitte’s pi- 
rates defeated the British in the 
final battle of the War of 1812 
The infant business was located 
at the corner of Canal and Maga- 
zine and then operated under the 
name of Augustus Whiting 


--- and Stauffer. Eshleman 
is still going strong 


In 1835, Isaac Hull Stauffer, 
grandfather of the present two 
chief executives of the company, 


came to work for the firm of Whit- 
ing and Slark. He had served his 
apprenticeship with the Steinman 
Hardware Company of Lancaster 
Pa 

By 1850, Isaac Hull Stauffer hac 
become a partner in the firm, and 
the wholesale hardware company 
of Slark, Day and Stauffer moved 
across Canal street to the location 
it occupied for more than a cen- 
tury—until 1951, when it moved 
to its present quarters 

In its early days the firm 
handled hardware agricultural 
implements, and mill supplies 
Tinplate, iron, saws, and cutlery 
were imported from England, for 
the United States was still a young 
nation and her tremendous indus- 
trialization had not yet come about 

Also imported from England was 





Isaac Hull Stauffer, president, seated, and Walter J. Stauffer, vice 
president. head one of the South's pioneer wholesale hardware firms 


SOUTHERN HARDWARE for APRIL, 1952 


82 





boiler plate for the steamboat 
trade. Many of the historic old 
Mississippi River steamers were 
outfitted by the firm’s predeces- 
sors. 

In the 1850's, Isaac Hull Stauffer 
brought his nephew, Benjamin F 
Eshleman, to New Orleans, event- 
ually taking him as a partner, and 
changing the firm’s name once a- 
gain to Stauffer and Eshelman. In 
1904, upon the death of Grand- 
father Stauffer, the firm became 
a stock corporation, with the name 
of Stauffer, Eshleman & Co., 
which it bears to this day. 

When Isaac Hull Stauffer died 
in 1904, he was succeeded in the 
presidency of the firm by Walter 
R. Stauffer, father of the present 
vice-president. He headed the firm 
until 1932. The present Isaac Hull 
Stauffer has headed the firm since 
then, with his cousin, Walter J 
Stauffer, vice-president. 

Isaac Hull, a name which ap- 
pears frequently in the Stauffer 
genealogy, was skipper of the USS 
Constitution during the War of 
1812. The commodore was a great 
hero in the Pennsylvania country 
whence the Stauffers came, and 
though he was no relation, the 
name was handed down from gen- 
eration to generation in the Stauf- 
fer family 

There has 
the firm for 
vear history 

And during those 
have been many amusing, 
as historic, incidents 

Drausin Perrett, affectionately 
known as “Old Man Perrett 
bookkeeper and office manager of 
the company for many years, in- 
stalled the Old English system of 
bookkeeping. Only in 1933 were 
the company’s books modernized 

Under this system, the journal 
was Called the “day book,” and the 
ledger was labeled “personal and 


been a Stauffer in 
116 years of its 135- 


years there 
as W ell 





Walter J. Stauffer looks up at 
signs which adorned the old 
building during its long his- 
tory. Hanging below the signs 
are ancient, slave-made bricks 
taken from the old building 


fictitious.” Walter Stauffer laughs 
when he recalls that federal rev- 
enue agents, coming across the 
“Personal and fictitious” ledger, 
thought they had stumbled upon 
some sort of fraudlent practice 
“They seemed sort of disappointed 
when we explained it to them,” he 
says 

The Stauffer firm and family 
have more than a casual hand in 
the history of New Orleans and 
the South. The story is told that 
when Capt. James B. Eads was 
building the jetty system at the 
mouth of the Mississippi, he was 
beset with financial difficulties. He 
appealed to Isaac Hull Stauffer 
and was granted a bil] of credit 
The grant enabled Eads to obtain 
credit from other sources and to 
successfully complete his project 

As Walter J. Stauffer says, “The 
other business men figured if 
Grandfather was fool enough to 
take a chance on him, they might 
as well, too.” 





The construction of the jetty 
system made it possible to control 
for the first time the shifting 
sands at the mouth of the Missis- 
sippi. Upon completion of the pro- 
ject in 1879, New Orleans was 
opened to the world as a first-rate 
port. Today, New Orleans is recog- 
nized as the second port in the 
United States, outstripped only by 
that of the world’s largest city 


from century-old home to..... modern, 





Firm's old home for more than a century was located 
on New Orleans’ Canal St. Building has now been razed 


ing with sizable 
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New York 

The company’s 
served to consolidate its operations 
and to leave available floor space 
virtually unchanged. The former: 
location consisted of four adjoin- 
ing buildings of about 25,000 
square feet (which the Stauffers 
as “slowly collapsing”) 
about 100,000 
page 90) 


recent move 


describe 
and a warehouse of 


(Continued on 


new headquarters 





Company's new home is this modern five-story build- 


display rooms and ample warehouse 
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Right: the A. N. Brady Co. 
board of strategy: F. E. Patton, 
purchasing agent: R. S. Swy- 
gert. a leading salesman and 
trouble-shooter; A. N. Brady, 
president, and R. E. Bagwell. 
secretary. In the past five years 
the company has developed 
from a small initial capital to 
present net assets of $328,000— 
from nothing to @ gross annual 
volume of more than $2.5 mil- 
lion. Firm is now ready to be- 
gin construction of new build- 
ing complete with private rail- 
road siding 





Facing Great Mandicaps-- 





Order desk clerk inspects lobby 
display of lawnmowers, stoves 





He quickly built profitable 
wholesale hardware volume 


Ix SOUTH FLORIDA, an area with 
few cities and only a million 
total population, the A. N. Brady 
Wholesale Hardware Co. of Miami 
has developed in the past five 
years from a slender initial cap- 
ital of $30,000 to present assets of 
$328,000—from nothing to a gross 
annual volume of over $2.5 mil- 
lion! Expanding their leased quar- 
ters on North Miami Avenue three 
times, they are now ready to start 
their own building, complete with 





railroad siding, for still 
room and growing 


private 
more elbow 
space 

“What's the secret of such phe- 
nomenal growth,” Mr. Brady was 
asked 

“No secret to it,”” answered the 
genial, optimistic veteran of 42 
years of Florida hardware exper- 
ience. “We simply built our bus- 
iness on individual initiative and 
personal service—with a generous 
infusion of old-fashioned Southern 
courtesy and honesty of purpose 

“Although we started on a com- 
parative shoestring in a business 
that fairly eats up capital, we had 
invisible assets in our many years 
of hardware experience in this 
area: and we enjoyed the confi- 
dence, not only of the local retail- 
ers. but of several manufacturers 
who extended us credit far be- 
yond our modest rating 


Left: Packing room crew at 
work on a busy day. Employees 
are r ible for organizing 
their own work according to 
their own ideas and experience. 
Proof of the effectiveness of 
this plan is firm's swiftness in 
filling orders, keeping custom- 
ers happy 





SOUTHERN HARDWARE for APRIL, 1952 








preof that there is ample epportunity 
fer newcomers in the hardware busi- 


| The A. N. Brady Co. offers impressive 


ness. In five years they have developed 
an annual volume of $2.5 million and 


the space fer still further expansion 


| a new building is plamned te previde 
| 





“We were too poor at the start, 
and needed the business too bad- 
ly, to depend on just average or 
routine salesmen. From the begin- 
ning we put both our selling and 
service in the hands of ambitious, 
trained and trusted men from the 
local hardware field who were 
willing to gamble with us on the 
new enterprise; and then gave 
them freedom of action to grow and 
to build the business in their own 
way. 

“We have always operated on a 
salary system, so that our sales 
force would be encouraged to con- 
sider only the long-range welfare 
of each account. Further, we paid 
semi-annual bonuses to all inside 
men as well as salesmen, to make 
them feel that every one of them 
was a part of the company and 
would share fully in the profits 
as fast as they helped us earn 
them 

“Then, too, we did some round- 
the-clock planning to get quick 
deliveries on reorders through our 
top-level contacts with suppliers 
And we made our retailers feel 
that we regarded their business 
as our business; that one 


every 


in our plant was working with a 
personal and long-term interest 
to understand and fill their needs 
This included helping them to see 
quick profits in new items, and 
new merchandising methods, and 
in maintaining a balanced stock 
Also we saw to it that each ac- 
count got its share of hard-to-get, 
postwar items and was aware of 
that fact. 

“Personal friendship and confi 
dence paid off for us on both ends, 
in getting merchandise quickly and 
in placing it where reliable retail- 
ers knew how to use it to build 
future business, both for them- 
selves and for us 

“Another thing we did, and still 
do, is to streamline our operations 
by making everybody responsible 
for organizing his own work ac- 
cording to his own ideas and ex- 
perience rather than by some 
tricky and cumbersome 
work system. Our salesmen have 
a minimum of reports to fill out 
as each knows his own custom- 
ers and problems better than we 
do. We'd rather have him spend 
all his time selling and helping 
the customer than a lot of it just 


paper- 





Company has six trucks, 1% 

to 2 tons in size. Deliveries are 

made in a 150-mile radius cov- 
ering all of South Florida 


writing us notes and records 
“From the beginning we never 
salesmen or tried to 
for their jobs 
we didn't want 


‘rode’ our 
make them afraid 
if they needed that 
them 

“Similarly, in filling orders and 
maintaining our inventory, we'd 
rather have the staff concentrate 
on moving the goods than just 
counting the stock. Every clerk 
and department head bears season- 
al and general inventory needs in 
mind all the time, and makes re- 
order suggestions automatically 
and in the proper time sequence 
to the man above him 

‘An experienced man works out 
his own system, and we feel it's 
better for them to have it in their 
heads than to have to go and look 
it up in the book. It's only when 
a business gets too big or a man 
doesn't know his job that you have 
to have a rigid, complicated, over- 

(Continued on page 116) 





Veteran staff of employees results in impressive efficieAcy. Many are stockholders in the firm. 
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The plant and its functions oc- 
cupy four acres, with 1 1/3 
outside acres paved including 
a material yard 200 by 150 feet. 
There are 40,000 square feet in 
outside shed storage for pipe 
and heavy supplies. Plant has 
120,000 square feet of storage 
and office space 


By Baron Creager 


Goods Move More Quickiy in This New 


Modern One-Story Plant 


— will be no night work in 
the warehouse of the vast new 
plant of the Corpus Christi Hard- 
ware Company, in the Texas city 
from which the firm takes its 
name, for daylight is the only il- 
lumination made available 


Twenty-two skylights are ar- 
ranged and distributed to admit 
sufficient sunlight, or the paler 





Order clerks, above, use roller 
skates to facilitate the assem- 
bling of orders. They push 
supermarket baskets ahead of 
them, The hardware sales and 
display room, right. is one of 
four which simplify purchases. 
There are separate display 
rooms for the three other divi- 
sions — electrical, automotive 
and plumbing and heating. Or- 
ders are transmitted by pneu- 
matic tube to the shipping de- 
partmen! 


86 


Mevement of 


ef erders gain added 


wheolesaler’s large. 
grade of daylight that filters 
through an overhang of clouds, 


but in sufficient quantity even in 
the latter case to provide adequate 
illumination 

These skylights, raised above the 
roof and installed more than 16 feet 
above the warehouse floor, are of 
special construction and each in 
a location determined by the tech- 
nique of lighting experts 

They must and do perform with- 
out artificial or natural assistance, 


merchandise and filling 


in this 
plant 


speed 


one - story 


the function of lighting one of the 
South’s biggest warehouses, for 
there are no outside windows of 
any significance in respect to light- 
ing. 

Considering the problem of 
keeping the floor of this vast ware- 
house clean, the company pur- 
chased a gasoline-driven sweep- 
ing machine. It is, in effect, a street 
sweeper, built to size that permits 
it to function along the miles of 
aisles defined by neat stacks of 
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From each of four division sales rooms pneumatic tubes 
carry dealer orders quickly to company warehouse 


merchandise. And since the sweep- 
ing machine must operate much 
at night, it is equipped with a 
headlight 

Even as this new plant was 
opened formally in January, it 
was made known that the company 
already has in the blueprint stage, 
plans for expansion as and when 
that comes necessary 

It had been a long and some- 
times difficult climb from a small 
beginning as a retail store when 
the principal items of merchandise 
were lariat ropes, trace chains, 
buggies, saddles and pot-bellied 
stoves. It is the theory of Edwin 
Flato, founder and president of 
the wholesale concern, that this 
expansion is keeping pace with 
development which, in South Tex- 





as, has barely been a beginning 

There is ample room for more 
expansion; for C. C. Hardware, 
as it is known generally, has cre- 
ated in a new location four miles 
from the shopping district of Corp- 
us Christi, a 12-acre project. Sep- 
arated from the shopping district 
by a thoroughfare, an undeveloped 
tract of eight acres has been ac- 
quired by the firm 

The plant and its functions oc- 
cupy four acres, with 1's outside 
acres paved, including a material 
yard 200 by 150 feet. There are 
40,000 square feet in outside shed 
storage for pipe and heavy sup- 
plies where these will be protected 
from extremes in temperature 

Floor, walls and roof are of 

(Continued on page 122 


1 Viegas +s et 


Company has two of these electrically operated low-lift trucks which 
speed up movement of merchandise in warehouse, and loading trucks 


SOUTHERN HARDWARE for APRIL, 1952 





Speedy coverage of the long aisles in the warehouse 
and filling of orders is facilitated by bicycle clerks 





Sweeping machine solves prob- 

lem of keeping vast warehouse 

clean. Note headlight for night 
work 





Company's two fork-lift trucks 
help store merchandise quickly 

















Aerial view of the convention hotels shows Whitehall in the foreground. with the Biltmore and Mayflower at left 


PALM BEACH 


7 ANNUAL JOINT convention of 
the Southern Wholesale Hard- 
ware Association and the American 
Hardware Manufacturers Associa- 
tion, at Palm Beach, Florida, April 
6-10, is expected to bring a new 
high attendance record. The full 
facilities of the three convention 
hotels Biltmore, Whitehall and 
Mayflower were sold out for 
the period of the convention many 
weeks in advance, and arrange- 


ments were made with a number 
of other hotels in Palm Beach and 
West Palm Beach to help take care 
of the crowd 

convention 
Monday 


The 
formally 


does not open 


until April 7 





Fred C. Barksdale 
President, the S. W. H. A. 





but to take care of the many who 
arrive early, registrations will start 
on Saturday morning and continue 
through Sunday and Monday 

First feature of the business pro- 
gram will be the special Sporting 
Goods Session of the Southern As- 
sociation, on Monday morning 
Principal speakers will be A. O 
Beyer, of The Coleman Co.; whose 
subject will be “Opportunities for 
Southern Hardware Wholesalers,” 
and E. Art Nuss, of the Aijirex 
Corpn., with an address and dem- 
onstration on “Spinning Tackle.” 
General discussion of a number of 
topics relating to promotion of 
sporting goods sales will follow. 

Keynote speaker of the conven- 
tion will be U. S. Senator George 
A. Smathers, who will address the 
joint opening business session of 
the two associations, on Monday 
night, April 7. There will be two 
other short joint sessions of the two 
associations, on Tuesday morning 
and Wednesday morning, each one 
following a separate business 
meeting of the Southern Associa- 
tion. Principal speakers of the two 
joint sessions will be Alfred Ed- 
wards, prominent British indus- 
trialist and former member of the 
Parliament, and Dr. Neil Carothers, 
long-time head of the Department 
of Business Administration, Le- 
high University, and one of the 
nation’s outstanding speakers on 
economic problems 


CONVENTION 


A new and notable feature of the 
separate Southern Association 
meeting will be a one-hour presen- 
tation of views of Modern Ware- 
housing Practices in some of the 
newer wholesale hardware plants 
over the South. There will be 
some detailed explanation in each 
case, as these views are projected 
on the screen. In addition, the three 
Southern Association 
on Tuesday, Wednesday and 
Thursday mornings—will include 
talks on and general discussions 
of a number of timely subjects, in- 
cluding the following 

(Continued On page 124) 


sessions 





Richard L. White 
President, the A. H. M. A. 
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For 1951 a majority of southern 
hardware wholesalers reported 
@ gain in sales. The chart at 
right shows the percentage of 
increase = 1951 sales — 


Wholesalers” 
Reports on-- 











HARDWARE SALES 
Volume for 1951 - Prospects for 1952 


PITE THE sluggishness which 

characterized virtually all lines 

of trade during the latter half of 

1951, a majority of southern hard- 

ware wholesalers ended the year 

with total sales volume exceeding 
that of 1950. 

Part of this increase can be at- 
tributed to higher prices for 
merchandise, but most of the credit 
should go to the abnormally heavy 
buying which took place on all 
levels of trade during the first few 
months of 1951. Spurred on by 
ominous government predictions of 
materials shortages and a conse- 
quent lowering of production of 
civilian-type goods, consumers, re- 
tailers and wholesalers invested 
heavily in merchandise. By mid- 
year, with nearly all merchandise 
still in ample supply, such “panic 
buying” slacked off, and in the 
late summer months business ac- 
tivity was at its low point for the 
year. Wholesalers and retailers had 
the task of working off heavy in- 
ventories in the face of a con- 
tinued lull in consumer buying 
which has extended through the 
first two months of 1952. 

While most authoritative sources 
—in view of high consumer income 
and the coming volume of defense 
work—continue to predict “good” 
business for the remainder of the 


year, southern hardware whole- 
salers are more cautious in their 
approach to what the remaining 
months of the year hold in pros- 
pect for the hardware business in 
particular. 

Wholesale hardware inventories 
are somewhat higher than in the 
1951 period, and retail sales of 
hardware, according to wholesaler 
estimates, are substantially less 
than a year ago. In view, then, of 
the decline in wholesale hardware 
sales for the first two months of 
1952, and with the now obvious 
fact that, short of all-out. war, 
serious shortages of merchandise 
will not develop, a majority of 
southern hardware wholesalers es- 
timate that sales volume in 1952 
will be less than in 1951. 





Summarized here are 
the results of a survey 
in which southern 
hardware wholesalers 
were asked to comment 
on the state of the 
hardware trade down 
Seuth. Their combined 
opinions may indicate 
what lies ahead 
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These are among the highlights 
of a survey conducted recently by 
SOUTHERN HARDWARE among a 
representative number of hard- 
ware wholesalers in the 16 south- 
ern and southwestern states. 

Sixty-five percent of the whole- 
salers participating in the survey 
reported a gain in sales for 1951 
as compared with 1950. The re- 
ported increases ranged from 1% 
to 23 percent, with the average in- 
crease being about 10 percent. A 
decrease in sales for 1951 was re- 
ported by 33 percent. Answers, 
here, ranged from 1 to 20 percent 
with the average decline being ap- 
proximately 8 percent. A small 
number of wholesalers—less than 
3 percent—reported no change in 
sales from the previous year. 

In the percentage of sales gain 
or loss, conditions in no one sec- 
tion were in sharp contrast with 
another. In several instances 
wholesalers in the same area gave 
opposite pictures, one reporting a 
sales gain for 1951, the other a 
decline in sales volume. 


1952 Sales 


For the first two months of 1952 
as compared with the correspond- 
ing period of 1951, all but two of 
the wholesale houses reported a 
decrease in sales. The listed de- 
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clines ranged from 7 to 31 perceni, 
with the average decrease being 
approximately 15‘ percent. In the 
case of the two wholesalers show- 
ing increased sales, the gains were 
one and 9 percent respectively 
Meanwhile, inventories are re- 
ported to be higher than a year ago 
by a majority of those houses par- 
ticipating in the survey. Seventy- 
four percent listed an increase in 
inventories, the increases ranging 
from 7 to 29 percent. The average 
increase is 13 percent. Some de- 
crease in the size of inventories 
was indicated by 19 percent. These 
wholesalers listed decreases of 
from 5 to 13 percent, the average 
decrease being about 9 percent. A 


negligible number reported no 
change in their inventory situa- 
tions 


Volume Predictions 


The trend in retail sales for the 
first two months of the year ac- 
counts in part for southern whole- 
salers’ cautious outlook for the re- 


mainder of 1952. All but three 
wholesalers estimate that retail 
sales in the first two months of 
1952 were less than in the 1951 
period. About half the replies 
gave specific figures in esti- 
mating the decrease in _ retail 


sales, while the remainder merely 
indicated that sales were “less” or 
“lower” on the retail level. For 
those wholesalers giving a definite 
figure, the typical decrease in re- 
tail sales estimated was from 10 to 
15 percent. Two wholesalers esti- 
mated that retail sales for the first 
two months of 1952 are about the 
Same as in the 1951 period, while 
one wholesaler indicated that sales 
by his retail customers were show. 
ing “slight improvement.” 

In regards to the state of retail- 
er Inventories, there was little a- 
sreement among reporting whole- 


salers. A variety of answers was 
given, such as: “higher,” “lower.” 
higher and unbalanced,” “lower 


and unbalanced.” “higher and bet- 
ter balanced,” “lower and better 
balanced,” etc Generally, how- 
ever, 44 percent of the reporting 
Wholesalers indicated that ret ; 
er 


inventories are higher —. 
year ago, while 22 percent indicat- 
ed that inventories are lower. In 
the opinion of 22 percent, retailer 
inventories are in a better balanced 
condition than a year ago. The 
remaining wholesalers replying to 
this question merely stated that 
inventories are “unbalanced” or 
“about the same” or “normal.” 
Meanwhile, the wholesale hard 
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ware trade in the South is not be- 
ing seriously bothered by short- 
ages of merchandise. Wholesalers 
report a few lines in short supply 
but for the most part stress that 
the shortages are not serious. The 
feeling indicated generally is that 
the situation is improving and what 
shortages exist are easing. 

Giving most serious trouble are 
copper products, listed as being in 
short supply by 51 percent of the 
wholesalers. 33 percent indicate 
difficulty in obtaining barbed wire. 
Other products mentioned includ- 
ed: roofing, pipe, brass products, 
steel products, field fencing, and 
nails. 

Slow sales in the opening two 
months of 1952, plus the many un- 
certainties in the business scene, 
may account for cautious estimates 
which southern wholesalers make 
concerning 1952 sales volume. 63 
percent predict that volume for 
1952 will be less than in 1951 
Their estimates range from a 5 to 
20 percent decrease, with an aver- 
age of about 11 percent. An in- 
creased sales volume in 1952 was 
predicted by 22 percent, their es- 
timates ranging from 3 to 10 per- 
cent, with an average of about 7 
percent. The remainder are of the 
opinion that sales volume will con- 
tinue on about the same level. 


Prospects for Supplies 


Wholesalers are more optimistic 
about the probable supply of mer- 
chandise in the coming months. 
Generally, they feel that the sit- 
uation is favorable and that mer- 
chandise will be in satisfactory 
supply. Some typical comments 
follow: 


Georgia—"“All you want of most 
things now; all you want of any- 
thing by Fall.” 

West Virginia—‘In our opinion, 
there will be more merchandise 
available than there will be funds 
with which to purchase.” 

Alabama—"“Unless there is a 
drastic change, most merchandise 
will be in over-supply.” 

Tennessee—“Will have plenty.” 

North Carolina—‘“Better than 
Washington would like.” 

Texas—‘Plentiful.”’ 

Louisiana—“More than ample.” 

South Carolina—‘Based on pres- 
ent information, our belief is that 
all shortages will ease during the 
balance of the year.” 

Virginia—“Encouraging.” 

Oklahoma—"Good supply.” 

Arkansas—“‘No serious short- 
ages.” 


Mississippi—“Improving all a- 
long.” 

Kentucky—“Will improve.” 

Florida—*“Good.” 


* 


135 Years of Hardware 


(Continued from page 83) 


square feet in another part of the 
city. The present site, a modern 
five-story structure built in the 
1920’s, has about 116,000 square 
feet of space. 

The major portion of the busi- 
ness today is in shelf and general 
hardware, nails and wire products, 
pipe, roofing, plumbing supplies 
and some marine supplies. But 
the Stauffers no longer outfit the 
“Queens of the Mississippi,” the 
river boats 

And there is “hardly any busi- 
ness in horse-drawn implements,” 
the Stauffers remark. “Why, we 
sold buggies until just before 
World War II.” 

The advent of electrical appli- 
ances and supplies has brought a- 
bout the greatest change in the 
hardware business, they say. To- 
day the company handles almost 
all of the modern labor-saving de- 
vices of this modern, electrical age 

The company has 118 employees 
and covers a territory consisting 
of all of Louisiana except Shreve- 
port, and Mississippi from Jackson 
south. There was a time when the 
company sent its salesmen into the 
greater part of the South; but the 
present policy is to give much 
more intensive coverage of a com- 
pact territory. 

“Sales methods have changed a 
lot,’ Walter Stauffer remarked. 
“Our traveling men used to show 
cutlery in the hotel sample rooms, 
in the towns they sold. The mer- 
chants would want samples, and 
we would wind up giving away 
more pocket knives than we sold 

“Until World War I, we import- 
ed our own brand of specially- 
made cutlery from Germany. It 
was fine merchandise, and many 
American makers admired and 
tried to match it.” 

Times have changed, and will 
continue to change, but Stauffer, 
Eshleman & Co., one of the South's 
pioneer hardware wholesale bus- 
inesses, is still going strong. And 
with a bright past history and an 
even brighter future, it’s a good 
bet that this wholesale hardware 
business will still be going another 
100 years from now 
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What you should know about 








{pee are two ways to sell win- 
dow retail. One, 
the easy way, is to give the cus- 
tomer what he asks for, or what- 
ever is handiest, ring up the sale 
and forget it. But that procedure 
may not result in lasting satisfac- 
tion to the customer. If satisfaction 
is not obtained, your reputation 
will suffer, and you may lose a cus- 
tomer without ever knowing it; 
a painless situation if we accept 
the easy philosophy that what we 
don't know needn't worry us, A 
successful retail business, however 

any business for that matter—is 
built on the solid foundation of 
giving customers as nearly perfect 
satisfaction as possible 

So the best way to sell wire 
screening is to inquire into the 
conditions under which it is to be 
used, and then recommend the 
purchase of a type which is best 
suited to those conditions. That 
calls for an intimate knowledge 
of the product, and how, where, 
and why, a particular type should 
be used under specific conditions 

All of which should prompt us to 
make sure that we know all there 
is to be learned about this seem- 
ingly commonplace, but really 
quite interesting if not somewhat 
complex product. For example, 
you ought to know why 14-mesh 
and 12-mesh insect wire screening 
are poor buys at any price; why 
copper tacks should not be used 
for fastening aluminum screening 
in wooden frames; how much light 
and air is cut off by different sizes 
of screen mesh, and why bronze 
screening stains some white houses 
and not others 


screening at 


By Ralph W. Bacor 
retary 
Insect Wire Screening Bureau 


Galvanized Wire Screening 


A few years back, two types of 
galvanized wire screening were 
commonly marketed; bright or gal- 
vanized before woven, and electro 
galvanized, which is dull grey in 
color and, as its name indicates, 
is a zine coating applied by the 
electrolytic process after the 
screening is woven. Today, by far 
a major portion of all the insect 
wire screening produced in this 
country is electrolytically coated 
(galvanized) steel. Bright gal- 
vanized (zine coated before woven) 
has faded into the background 
That is largely because modern 
electro-plating equipment and 
methods permit precise control 
over the thickness of zinc which is 
applied. An adequate and uniform 
coating of zinc is essential to sati 
factory life of the product when 
exposed to the weather: 

The electrolytic process employ 





THIS IS the first of a series of 
three articles by Mr. Bacon who, 
as Secretary of the Insect Wire 
Screening Bureau, is a recognized 
authority on this product line. 
These articles are designed to give 
retail salesmen that product 
knowledge and sales ammunition 
necessary for a more effective sell- 
ing job. 

In a forthcoming issue SOUTH 
ERN HARDWARE will present in- 
formation on plastic screen cloth 
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Inseet Wire Screening 


Neo. 1 in a series 


ed in the production of electro-gal- 
vanized steel screening, in prin- 
ciple, is the same as the processes 
employed for plating silver knives 
and forks, and the gold plating of 
better types of costume jewelry 
Just how the term “galvanized” 
came to be chosen as a name for 
zine-coated steel is obscure, since 
no particular galvanic action takes 
place other than that which is com 
mon to the chemical reaction which 
always results when two or more 
unlike metals come in contact with 
Galvanizing is a com 
paratively modern process; the 
first known patents for hot-dip 
galvanizing were taken out in Eng- 
land in 1837, That, however, ante 
dates the first woven wire screen- 
ing by 20 years. The first wire 
window screening woven in this 
country was made in 1857 

For the sake of increased rigid- 
ity, uniformity in coloring and add- 
ed protection against corrosion, 
most manufacturers give their elec 
tro-galvanized wire screening a 
final finishing coat of lacquer, 
though some use paint and others 
have a patented type of finishing 
coat. Such procedures, however 
are optional since plain zinc-coat- 
ed, electro-plated, or galvanized- 
before-woven, meets all the re- 
quirements of Commercial Stand 
ard CS 138-49 for galvanized insect 
wire screening 


each other 


Black Painted Stee] Screening 


Black painted, sometimes called 
“enameled black,” is but little used 
nowadays. It is distinctly inferior 
to galvanized in lasting qualities 
and, subsequent to the develop- 
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In selling insect wire screening determine the conditions under which 
it will be used then recommend type best suited to those conditions 


ment of electro galvanized, has 
never been anything other than a 
low-priced, competitive product. It 
is not standard and its use is not 
advocated because of its low re- 
sistance to rust and comparatively 
rapid deterioration upon exposure 
to the weather 


Other Painted Steel Screening 


This is a complex subject. There 
are various types, branded and un- 
branded, of steel screening on the 
market, some of which are excel- 
lent products whereas others are 
almost fraudulent, palpable sub 
stitutes obviously intended to be 
mistaken for genuine bronze and 
aluminum screening 

Not too long ago a “smart” dis- 
tributor was severely castigated by 
the Federal Trade Commission and 
ordered to cease and desist from 
offering aluminum-painted plain 
steel screening as being an “alum- 
inum” product 

In general, it can be safely as 
serted that where any type or col- 
or of paint applied on top of com- 
mercially standard galvanized steel 
screening, the resultant product, 
provided it is not misrepresented 
as being “bronze,” “aluminum,” or 
anything other than what it bas- 
ically is, a steel insect wire screen- 
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ing is a good product 

Due to its supplementary finish 
coat of paint, galvanized steel 
screening of that description 
should be superior in weather- 
resistant qualities, to ordinary gal- 
vanized screening. Plain carbon 
steel screening, on the other hand, 
which is finished with merely a 
coating of paint (no zinc coating 
underneath), regardless of coloring 
or appearance, will give distinctly 


inferior service to commercially 


standard electro-galvanized steel 
screening 
Bronze Screening 
Commercia! bronze insect wire 


called just 
standard 


screening, commonly 
“bronze screening,” is a 
brass-mill alloy made of approxi 
mately 90° copper and 10% zin« 
It was named “commercial bronze 
not to deceive the public into be 
lieving that it is the same as stat- 
uary bronze, or phosphor bronze 
both of which contain tin, but to 
distinguish it from other brass al 
loys such as high brass, low brass, 
yellow (Muntz) metal and the like 
Exhaustive tests and over 50 years 
of use have conclusively demon- 
strated that commercial bronze in- 
sect wire screening has weather 
and corrosion resistant qualities 


that are fully equal to pure copper 
No ordinary brass alloy, such as 
70/30 and 60/40, will stand up un- 
der exposure to the weather; they 
crystallize and crack, sometimes 
after only a few weeks of outdoor 
exposure 

There are innumerable 
trial uses for woven wire cloth in 
all regular brass alloys, but they 
bear no relationship to insect wire 


indus- 


screening as such 

A year or two ago, Japan 
shipped 1,200,000 square feet of 
ordinary brass wire cloth to this 
country under the mistaken im- 
pression that it could compete with 
our U, S. bronze product. Needless 
to say, little if any of it was dis- 
posed of for window screening pur- 


poses 
Cost Prohibitive 


Many tin-bronze alloys would 
make good window screening, but 
their cost is prohibitive for com- 
mercial production and marketing 

Bronze insect wire screening is 
supplied in two finishes, bright and 
antique. Bright bronze screening, 
as its name indicates, is the natur- 
al. bright, golden color which is 
the precious heritage of a 90/10 
copper-base alloy. It will hold its 
bright color for varying lengths of 
time dependent upon atmospheric 
conditions; usually, however, not 
longer than its first full season of 
outdoor use As it “weathers,” 
bright bronze screening loses its 
bright color and turns to a medium 
dark, dull brown which is really 
an advantage because, as the shine 
disappears, visibility through the 
mesh is very much improved. 

Antique bronze screening 1s 
deep, dark brown in color, a finish 
which is obtained by means of a 
special treatment after the screen- 
ing is woven and which adds noth- 
ing to, nor takes anything away 
from, the lasting qualities of the 
basic commercial bronze alloy. An- 
tique bronze screening, due to the 
absence of any glare from reflected 
light, gives better visibility (less 
obstruction to clear vision) than 
any other kind of window screen- 
ing 


All bright and antique bronze 
screening is given a final finish- 
ing coat of lacquer, or varnish; 


clear for bright bronze screening 
and pigmented (colored) for an- 
tique. That serves two purposes; 


it stiffens the mesh and tempor- 
arily protects against staining of 
a house from the wash-off of cop- 


(Continued on page 125) 
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The paint display island, slight- 

ly below eye-level, encourages 

self-service and increases the 

sale of small size cans of enam- 

els and varnish, placed within 

clear vision and easy reach of 
the customer 


—Hyv — 
William Bettenhorn 


Moving paint to an island display 


W HEN Martin Hardware store 
moved paint from behind the 
counter wall shelves to an island 
display, paint sales increased im- 
mediately and have continued to 
prove the advantages of open dis- 
play. 

“The trend today is to place 
merchandise on open display,”’ said 
William C. Martin, owner. “Make 
it convenient for the customer to 
inspect it at close range. Then why 
not do the same for paint?” 

Martin opened his store in 
August, 1950, in a sparsely popu- 
lated section on the Dixie High- 
way, about midway between Cov- 
ington and Fort Mitchell, Ken- 
tucky. A radio commercial, adver- 
tising a merchant's policy of hold- 
ing down prices by eliminating 
costly fixtures, influenced him to 
design and build almost all of his 
display fixtures and shelving, he 
said. The paint display fixture was 
no exception 

The island has a base four feet 
wide, and 14 feet long. The top 
shelf is slightly below average eye 
level, with the lower shelves 
spaced to accommodate four quart 
cans, or three one-gallon cans. The 
extending shelves at the ends of 
the display form a _ convenient 
place for color cards and small 
specialty paint items 

The paint island occupies a 
place in the rear of the store 
which Martin claims is an ad- 
vantage. “A sign on the outside 
tells the customers we handle 
paint, and another illuminated 
sign on the inside directs them to 
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Customers are encouraged to browse leisurely around the siore’s flat- 
topped traffic counters, for fast turnover indicates that they buy more 
when sales pressure is limited to last-minute suggestions 


it. But, in passing tnrough the 
aisles, the customers are looking 
at other merchandise. About six 
of every 10 paint customers see 
something else they want and buy 
Ay 

The soundness of Martin's plan 
has been proven by the increase in 
the number of sales of small-size 
cans of gay color enamels and 
varnish. Before he moved paint to 
an island, most paint sales were 
for one or two quarts, or a gallon 
of one color. Now, with color cards 
at a convenient place, they are 


1952 


consulted for the right kind of 
paint for the job. Leisurely, the 
customer selects from one to six 
additional items. When these are 
brought to the service counter for 
wrapping, Martin reminds the cus- 
tomer of the need for a small 
brush to fit the small-mouthed 
cans. If contrasting colors have 
been selected, he suggests turpen- 
tine to clean the brush. These 
suggestions increase sales and 
save time for the customer, he 
pointed out 
(Continued on page 127) 
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The average spinning outfit for Southern fresh waters should consist of a 6'2- 











or 7-foot medium to light action 

rod, a reel with an extra spool, 2 spools of line (4 and 6 or 8-lb. test), snap swivels, plastic keels, at least 

six lures, a plastic bubble for use in casting the smallest dry flies and popping bugs, a ‘* or “4 snap-on 
casting weight for use in casting streamer flies, bucktails and other under-water fly-rod lures. 


New Opportunities for Profits in 


Selling 


the 


has 


jb POST-WAR invasion of 
European “coffee-grinder” 
reached full-fledged 

As recently as two 
veteran Southern fishermen 
raising their eyebrows at 
and laughing it off as “just another 
gadget—a fad for dissatisfied fel- 
lows who can't casting rod 
or a fly outfit 

In many 


proportions 
years ago 
were 


pinning 


use a 
instances manutactur- 
ers, jobbers and dealers in fishing 
tackle likewise viewed spinning 
with a high degree of skepticism 

The 


practicable 


growth of 
and 
fish 
conservative until 
find spi 


spinning as a 
method 
but 
Now 


even 


sensible 
steady 


year 


of catching was 
last 
caste! 
black 
wampland 
thing 


fellow usir the 


you may 
the most remote waters « 
the South 
And the 
about it 
thread-line 
on a 6'»-foot 


extensive 
more 
the 


and stationary 


important 


pool 


rod generally the 


fellow: (1) having the most fun 
(2) catching the most fis! ind 
(3) accomplishing his purpose 
with the greatest ease 

The sport of fishing needs no 


encouragement. In recent years 
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Spinning 


By John Martin 


fishing has attracted thousands 
of new disciples all over the South- 
ern states, just as it has enrolled 
millions of newcomers through- 
out the country. This increase has 
packed new dollars into the till 
for hardware dealers 

Glass rods, Nylon-geared reels, 
lighter and better tackle—all have 
combined to fishing an im- 
petus in recent years 

But the most significant and im- 
portant stimulant to game fishing 
in many years is spin-fishing. And 
the most important NEW DOLLAR 
in the tackle industry today comes 
from the sale of spinning tackle 

While two or three ago 
most spinning tackle was sold 
it had to be sold and promoted 
then it now is in demand, and 
the tackle dealer who fails to carry 
a representative stock of spinning 
reels, rods, lines and lures, is leav- 
ing his boat without an anchor 
He is closing his front door in the 
face of a tackle-hungry customer 

Spinning began to grow of its 


give 


years 


Tackle 


own accord. The demand generally 
was created by a spin-fisherman 


who went with other fishermen 
and came up with most of the 
catch—not once, but repeatedly 


Its growth became phenomenal 
last year as a direct result of two 
years of the most extensive pro- 
motion and national advertising 
that has ever been accorded any 
method of fishing. Spinning no 
longer is a stranger, even in small 
towns and in inaccessible fishing 
camps 

Even the original die-hards will 
admit that spinning is the big 
game of the future. Probably, no 
other method of catching fish is 
as easily learned by man, boy or 
woman. No other method is as 
sure or deadly. No other method 
can be used as quickly. 

The writer has seen fishermen 
buy an outfit one hour and re- 
turn two hours later with the first 
catch of bass they had ever made 

One of the first fishing tackle 
buyers in the South to go over- 
board for spinning was “Professor” 
J. Everett Roach, who about five 
years ago had the audacity to place 
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an order for a half-dozen rods and 
reels, a few spools of line and a 
handful of baits. 

“I had been hearing something 
about spinning,” Roach admitted, 
“and felt like it would go in the 
South and would catch bass down 
here if it would produce results 
in New England.” 

He stocked the spinning tackle 
with some misgivings, and moved 
it only by first learning to use it, 
then demonstrating it to the skep- 
tics. 

Roach at the time was an artist 
with a fly rod. His stock and trade 
was a bass rod, a bug-taper line 
and a 1-0 popping bug. For trout 
he switched to lighter tackle, of 
course. 

In three successive trips the 
“Professor” and his spinning out- 
fit taught the writer, a stubborn 
fly man, why it would never do 
to fish against a good spin-caster. 
It goes without explanation that 
he caught the most fish, the larg- 
est fish, and he spent less time ac- 
complishing his success 

He now is as deadly accurate 
with regulation, stock spinning 
tackle as are the better bait cast- 
ers. And if you give him a little 
time, he will show you how accu- 
racy can be attained with a min- 
imum of practice 

Until now, none of the more 
famous reel manufacturers in this 
country has designed and market- 
ed a spinning reel. But they are 
certain to do so. They must to 
keep pace with fishing demands 

On the contrary, nearly all of 
the better rod-makers are already 
competing for the booming spin- 
ning business. Likewise, the bait- 
builders have fallen in line. Five 
years or more ago who could have 
been so imaginative as to conceive 
of a “Lucky 13” that weighed % 
ounce? Such a bait would have 
been worn in the jacket lapel or 
on a fisherman's hat. It would 
have been purely ornamental 

But many leading manufactur- 
ers have tooled up to the tune of 
this new business. Spinning is no 
longer a novelty. It no longer needs 
the introduction that was required 
when the more adventurous deal- 
ers not so long ago timidly offered 
it as a fish-getter 

What is the best outfit to sell 
or buy? This would be left to the 
individual preference. There are 
at least two dozen European reels 
on the American market, and just 
as many American-made combin- 
ation reels. There are fewer true 
American-made spinning reels. 

(Continued on page 127) 


The series of pictures at right 
show four steps in the correct op- 
eration of the spinning reel. First, 
with the line pick-up at the top of 
the reel, the right index finger 
should be inserted under lead line 
and raised until the line is clear of 
the line pick-up. 


Next, the crank handle should be 
reversed approximately one quar- 
ter turn, At this point note that 
the line pick-up is at the bottom 
of the reel, the line remaining 
over the right index finger. Then 
the left thumb should be placed 
on the revolving cup and the line 
pick-up release button pressed up 
with the left index finger 


Ready for the cast, the rod should 
be raised by wrist action only to 
a position slightly behind the head. 
To make the rod do a proper job 
the forward cast should begin 
without hesitation. During the for- 
ward cast the line should be re- 
leased from the right index finger 


Line is retrieved by turning the 
crank handle. The line pick-up 
automatically closes and picks up 
the line, wrapping it back on the 
spool. Retrieve may be started at 
any point during or after the cast 
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AN ALL-AMERICAN FAVORITE— 
FAST-MOVING, PROFITABLE 


§ @Youcan get every kind and size of chain your customers need 
from one source .. . AMERICAN CHAIN & CABLE. Everybody knows 
AMERICAN Chain. It has served generations of the same families. 
It’s an accepted brand. It’s an “‘All-American’”’ favorite. It sells 
ye fast. It makes money for you. Check your stock. Order today 
7 a from your American Chain wholesaler. Sell AMERICAN. 
x 




















































































































































































































ACCO CHAIN 
SALES-MAKER 


This display reminds 
your customers of the 
chains they need. It 
lets them handle it, 
and that sells chain. 





































































































Patterns of 
ACCO Chains you should have tn sock 
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°° SASH SAFETY JACK 
Cos cta <Oe | 
MACHINE TENSO LOCK LINK 
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Useful information for all hardware men 
“Fingertip Facts about Hardware Chain’’ 


Write today for your copy. 
“‘The best thing of its kind ever published.”’ 
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Early spring means 
calls for tomato, 
cabbage, onion and 
asparagus seeds at 
Rockville Supply 
Co. Below, the gar- 
den shop recently 
added to the hard- 
ware store to house 
seeds, fertilizer, 
sprays and tools, 
anticipates a 100 
percent gain over 
1950's big volume 


Sos 


By B. Miller 





pe THE establishment of its 
J adjoining garden shop in 1946 
sales of garden supplies and ac- 
cessories have increased at least 
15 percent each year for the Rock- 
ville Supply Co., Rockville, Mary 
land. The garden shop’ which 
houses seeds, garden tools, ferti 
lizers, insecticides, etc., was built 
as a result of strong community 
demand for these supplies 

“It seems that people never lost 
the habit, acquired during the 
war, of raising their own vegeta- 
bles,” said Cliff Veirs, president of 
the company, “and when early 
spring comes we get our first call 
for lima bean seeds. Then comes 
the calls for tomato, cabbage 
onion, broccoli and asparagus 
seeds—our best sellers. From 
planting time through June we do 
a really large volume on these 








supplies.” 

In the 18 x 45 foot garden shop 
Veirs displays packaged seeds, 
potted vegetable plants, fertilizers, 
sprays, tools, pots and garden 
boxes of all sizes. A retired nurs- 
eryman comes into the shop in late 
February, sets the shelves in order 
and draws aside the walls. He 
checks and waters, trims and cuts 
plants, weighs out and packages 
the seeds from bins, and gives ad- 
vice to home-owners on how to 
raise their flowers and vegetables 

In an area that was largely 
dairy farming originally, Mont | 
gomery County supports a farm 


With the addition of a special shop to house lawn and garden supplies. 
population, as well as many home 


sales of these products have shown a yearly increase averaging 15% 
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NO. 5904 
Hundreds of stores are cashing in on TO R P E D oO L E Vv E L 
these sales-stimulating Millers Falls Displays D ' 4 P L AY U N | T 


Ne. 2120 BUFFING AND 
SANDING ATTACHMENT 
DISPLAY. A complete soles 
unit with 2-speed 100° angle 
drive, 5° rubber pod, 5” 
lemb's woo! bonnet ond 
two 5” sanding discs. Fits 
ony 4” electric drill 


$8.45" 
































This colorful, eye-catching display package has dem- 
onstrated its ability to do a real merchandising job. 

It requires only 5” x 1042” of counter space and 
contains four of the popular, fast-selling No. 590 
Torpedo Levels with: 


Easy-to-read, cat's eye vials (one level, one 90 
plumb and one 45° plumb) — a glossy black 
“Bakelite” body combining great strength, im- 
perviousness to moisture and oil, and high 
stability under temperature changes — a heavy, 
polished ‘Nickeloid” top plate set flush with 
the body and giving good protection to the 






No. 8500 of vi 
SCREW DRIVER DISPLAY level vial. 
Will double your soles of . . ‘ 
quality ewew dsteere, Com- Order from your jobber. Ask him, too, or write us 
i eS a > for a complete listing and details on Millers Falls 
ort ’ Mm . 
“Tonite” hendle screw many other modern merchandising displays and self- 
drivers selling package units. 

Shockprost $15.00° MILLERS FALLS COMPANY, Greenfield, Mass. 


Cabs evtedic i 
leaite” Moadles 


- 





MILLERS FALLS 
Liclel as 


Ne. 3304 MODEL AND 
PATTERNMAKERS PLANE 
DISPLAY. Muitiplies soles 
on the No. 33 Block Plone 
many times over. A natura! 
impulse-sale item. Four 
planes in each unit 


“4.00 nn | Mchlak of Syporinity 
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owners with an acre or more of 
land who came from the city when 
government expansion raised 
housing problems. Appreciative of 
their small pieces of land, these 
home-owners raise their own veg- 
etables and flowers and keep their 
lawns seeded. 

“We are here to give them in- 
struction and help them garden 
successfully,” said Veirs, who 
gives advice on quantities of seeds 
needed according to footage. “Cus- 
tomers come in and say to us, 
‘How many pounds of vegetable 
seed do I need for 100 feet?’ We 
sell them one pound, or if they 
need only one-quarter pound, we 
sell them that. A little later they 
come in and say, ‘Some insect 
seems to be eating my cabbage’, or 
‘There's a bug on my tomato 
plant,’ or ‘What have you got for 
the Japanese beetle on my roses?’ 
Then my spray and insecticide 
season begins and continues all 
through the summer.” 


Packaged Seed 


At one time, Veirs carried ready- 
made packages of seeds. He has 
supplanted these with quality 
seeds he buys by the bushel, stocks 
in carefully labeled bins, weighs 
out in ounces, and puts up in litho- 
graphed envelopes with his own 
name and address, as well as 
planting instructions. This gives 
Veirs a somewhat larger profit per 
sale, and the customer gets better 
quality seeds, more of them for 
her money, and is generally better 
satisfied with results. 

Veirs orders his stock of farm 
and garden supplies from the seed 
houses in late November, when 
prices are good, and has deliveries 
made in February. From December 
through January and February, 
one of his salesmen canvasses 
farmers for 100 pound sacks. It is 
the small home-owner who buys 
the packaged seeds at 10 cents and 
the small bags of fertilizers 

As the summer goes along, there 
is a constant call for rose dust, 
DDT, oils to spray stone-bearing 
fruit trees, household sprays and 
insecticides. 

“Sometimes when a customer is 
puzzled as to what is troubling her 
plants or fruit trees, we call on one 
of the chemical companies to send 
a representative out to her home to 
inspect her plants,” Veirs ex- 
plained. This might happen in 
cases where their own nurseryman 
could not determine the cause of 
her trouble. “She may bring in a 

(Continued on page 128) 
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Potted Plants Help Dealer 
Build Added Store Traffic 


{OR BRINGING more women cus- 
tomers into the store—and at 
the same time increasing sales in 
housewares and other items— 
nothing is more effective than a 
specialty potted plant department, 
according to E. C. Goodman, own- 
er of Goodman Hardware Co., Bell- 
mead, Texas. 

“Potted plants are consistently 
profitable in themselves also,” 
Goodman said. “Mark up averages 
approximately 50 percent, and 
while there is a small amount of 
labor involved in re-potting, the 
accessory sales which this brings 
about make the extra time well 
worth while.” 

The potted plant department 
consists of one stair-step fixture, in 
the center of the store. Approxi- 
mately 12 feet long, the wooden 
display fixture consists of seven 
tiers of shelves, four inches wide 
Covered with bright green and 
yellow decorative paper, the dis- 
play accommodates 150 potted 
plants, priced from 39 to 75 cents 
and includes such popular favor- 
ites as ivy, mother-in-law tongue, 
cactus types, neofytus, etc. At 
either side are complete displays 
of flower pots and holders, smart 





ceramics and unusual novelty de- 
signs. At the other end of the dis- 
play are tiny watering cans, plant 
supports and similar accessories. 
Potted plants were a success 
from the first day they went on 
display. Goodman regularly sells 
between 250 and 300 potted plants 
per month, and approximately 
one-third of these are repotted into 
the gay, colorful earthenware pots. 
At the same time, he sells packets 
of peat moss and similar items. 
“It is not unusual for us to sell 
as many as a dozen potted plants 
to the same customer within a 
year,” he explained. “Many of our 
local housewives are now out- 
lining their windows with ivy. 
using pot plants throughout the 
house, and consistently thinking of 
new ways to display them.” 
Though profitable in them- 
selves, potted plants serve an even 
more important purpose in in- 
creasing store traffic and making 
Goodman Hardware Co. “shopping 
headquarters” for local house- 
wives. Sales in almost every sec- 
tion of the housewares, electrical 
appliance and toy department 


have zoomed, and the number of 
(Continued on page 128) 


Stair-step fixture accommodates 150 potted plants. Goodman sells 250 
to 300 plants per month. Sales of colorful pots brings added profit 
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@ THE SALESMAKER 
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THE SALESRAK 6 


Complete with display ond 
dispensing rock as shown. 
Complete unit contains 16 
spools (6 x 4%", 6 x %", 
4 x A"). The 4%" ond %" 
sizes cre connected in units 
of 3 x 100" spools. The 42" 
size is connected in units of 
2 x 100' spools. Rack holds 
3x %",3x%", ond 2x" 
spools at one time. See your 
jobber for prices. 


Dispicys, measures, and cuts 
rope in ony six sizes up to 1" 
in diameter. Designed for re- 
toilers whose volume justifies 
inventory in full or half coils. 
Rope moy be fed from bose- 
ment, overhead, shelves, or 
floor. Neorly 4,000 retoilers 
testify to increased rope sales 
of 25% to 100% with this unit 
Cost) $17.50 net. (Counter 
model: $12.50 net.) 
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CKAGED rope, properly displayed, can quickly 
build more profits for you! If you're not yet in the 
rope business, it's a sure start toward increasing your 
overall turnover with minimum investment and inventory. 
Packaged rope sets up a self-service system which saves 
you selling time! Packaged rope reminds homeowners, 
especially, of their needs! Packaged rope encourages 
people to pick a pack on impulse! 

Plymouth’s packaged rope—the HandyPak—has 
proved that it sells itself .. . has brought added business 
everywhere—either as a single way of selling rope or 
in combination with one or both of Plymouth’s other 
merchandising units shown here—the SalesMaker and 
the SalesRak. Get on the bandwagon now! 


If you sell Harvest Twines, look into Plymouth 
“Red Top” and “‘Green Top" Binder Twines and 
Plymouth Boler Twine first in their fields — 
the best and most economical that money can buv 


PLYMOUTH CORDAGE COMPANY 
Plymouth, Massachusetts 
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Making Sporting Goods 


A Leading 
Volume Line 





Coian Doerr, left, helps a cus- 
tomer select a life preserver, 
a requisite for all fishermen 
who use boats in Mississippi 


OW ARE THEY bitin’ today— 
fishing tackle customers, that 

is? 

You don't have to be a fisher- 
man in order to sell fishing tackle 

but it certainly helps 

For instance, there's Colan 
Doerr, of Doerr Radio & Hardware 
store in Memphis, Tenn. His store 
is virtually a clearing house for 
fishing information 

Doerr likes to fish and hunt as 
well as the next fellow. He talks it 
up in his store—and does a phe- 
nomenal job of selling. His store's 
reputation for good stocks of top 
quality fishing tackle draws cus 
tomers from all over Memphis. It’s 
an outstanding example of a 
neighborhood hardware store that 
can sell its 
despite the 


specialties city-wide 
competition of big 
sporting goods stores 

As evidence, the store sells ap 
proximately 1,500 fishing license 
each year. And as any hardware 
knows, those 1.500 
mean a lot of busine 
when converted into store traffic 

Colan Doert much more 
modest than most died-in-the-wool 
fishermen. Let him tell how he 
built his business from scratch in 
1945 

“To sell much fishing, or hunt 
ing, equipment, you've got to be 
in there pitching all the time, and 
you've got to know what your cus- 
tomers need,” Doerr explains. “We 


store owner! 


licenses 
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By Richard Lane 


don't try to sell them a lot of stuff 
they don’t need. We handle only 
standard lines wherever possible 
-they sell much easier 

“We carry tackle for any type 
of fresh water fishing—and we 
guarantee it will catch fish, too 

“We try to keep posted on fish- 
ing conditions at favorite lakes 
and creeks in three states. Many 
customers call us regularly after 
an outing and pass along informa- 
tion for the others. During the 
season, we have calls every day 
from customers wanting to know 
how the fish are biting or what's 
the water condition at such-and- 
such a place 

“Most of our customers fish in 
Tennessee. Cold Creek and private 
lakes in nearby Lauderdale County 


seem most popular, although the 
TVA lakes—Pickwick and Ken- 
tucky—have a large following. 

“For the past three years we 
have sold more than 1,000 Tennes- 
see fishing licenses annually. In 
addition, we have sold about 200 
Arkansas licenses and_ several 
hundred Mississippi licenses each 
year 

“We started selling Tennessee 
licenses when we opened for busi- 
ness in 1945. We have been selling 
Mississippi licenses four years and 
Arkansas licenses since last year.” 

Incidentally, Doerr finds women 
are good customers for fishing 
tackle. Some have even bought 


outboard motors for their personal 
use. 


What about advertising? 





Tackle is available for any type fresh water fishing and represents a 
big volume item. It’s guaranteed to catch fish, too. The store's informa- 
tion on current fishing conditions has proven its best advertisement 
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Every product of the Round Chain 
Companies is a result of team- 
work that starts in this extensive engineering de- 
partment. Its purpose is to continually develop 
better products and to solve your special problems. 
























A CHAIN FOR 
EVERY NEED 


WELDED + WELDLESS 
FARM CHAINS + LOG CHAINS 
TIRE CHAINS + BUILDING CHAINS 
HOISTS + CRANES + WINCHES 
DOG CHAINS «+ FITTINGS AND 
ATTACHMENTS 















ORDER FROM YOUR WHOLESALER - 
4 THERE’S A ROUND CHAIN COMPANY 7 
RIGHT IN YOUR TERRITORY * 
. 
_ w "< 
ROUND SEATTLE Cham CORP Gb 


Tet ROUND Cham 8 mG CO 
Curcaco 6 


* 
83 YEARS OF “KNOW HOW” 
IN BACK OF EVERY PRODUCT 


4/ + “ 
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Lb dees . 
THE CLEVELAND Cham 4 MPG CO 
) 
Om HOT 6 mG CO Ll 
ROUND CAL HORNA CHAIN CO 
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$0 San PRANCHCO PLATING & GALVANIZING CO 


CubVELAmMO 5 


@ ROUND LOS ANGELES CHAM CORP e f 
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Doerr uses one medium that he 
believes is particularly effective 

“Each year I mail out about 
1,000 rod and gun calendars to my 


best customers,” he explains. “Be- 
sides showing the best fishing 
days, the calendars offer a lot of 


good fishing and hunting informa- 
tion, as well as conservation mat- 
ter. I have many requests for the 
calendars each year 


“I do little advertising in the 
newspapers, but use school and 
church publications in my com- 


munity.” 
Doerr 
display 


takes advantage of new 
ideas and keeps up with 


manufacturing developments in 
fishing tackle by attending the 
fishing tackle show staged each 
year by a Memphis hardware 
wholesaler. He has put into store 
use several new display ideas and 
has increased his stock as the re 
sult of show attendance. He's 
thoroughly sold on the advantages 
of such shows 

Doerr believes most 
stores can build up a good fishing 
tackle business if they really work 
at it, instead of treating it as a 
sideline in one small corner of the 
store. He believes the salesman 
should be someone with a genuine 
interest in fishing and hunting 
Sporting goods account for 
more than one-third of the Doerr 
store volume. He figures sporting 
goods and paint sales are about 
evenly divided. Together they 
represent 75 percent of his store 
volume 

Doerr has 
forts to give his 
they want in the way 


hardware 


sales 


gone to unusual ef- 
customers what 
of fishing 
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tackle. When equipment was 
scarce in the immediate post-war 
period he scoured the country by 
mail to get certain plugs and hooks 
preferred by Mid-South fishermen 
“I guess I wrote several hundred 
letters to sporting goods houses 
and fishing tackle dealers in other 
sections of the country,” he re- 
calls. “I remember buying some 
crappie hooks from a Denver, 
Colo., dealer at a time when they 
were almost impossible to find in 
the Memphis area. When the word 
that I had some got around town, 
I even had sporting goods shop 
owners begging for some hooks 





Above, Willard Haynes, left, 
and Colan Doerr examine a gun 
before starting on one of their 
weekly hunting trips. Below, 
by knowing fishing conditions 
in a three-state area, Doerr 
is able to recommend the right 
lures to a customer 





“Most fishing in the Mid-South 
is for crappie and bass. By con- 
tacting stores in other sections 
where crappie, in particular, was 
not the principal fish, I was able 
to get enough hooks to take care 
of my crappie fishing customers 
Of course, I had to pay the retail 
price for them in most cases. While 
I made little money, I did make 
some good customers. Customers 
who learned that I had good grade 
hard-to-get merchandise began 
dropping in regularly 

Doerr is fortunate in having a 
location that’s close to a large 
manufacturing plant. With several 
thousand workers—many of them 
fishermen—neéarby, his store gets 
much business that normally could 
be expected to be scattered over 
the whole city 

Incidentally, Doerr’s customers 
include many fishing and hunting- 
minded Negroes. He has found 
such customers to be good ones. 
Some have bought outboard 
motors and hunting clothes from 
him, as well as fishing tackle and 
guns. He recalls at least one case 
where a Negro he believed wanted 
only a small item bought more 
than $50 worth of fishing tackle 
on one visit to the And he 
paid cash, too 

“You never can tell what a per- 
son is going to buy when he opens 
the door,” Doerr declares 

In addition to the regular run 
of fishing tackle, Doerr sells out- 
board motors, paddles, decoys, 
picnic ice boxes, minnow buckets 
nets, scalers, life preservers, etc 

He pushes life 
cases where children are involved 
Mississippi, Doerr points out, now 

(Continued on page 129) 
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Tennessee: 


1) cyan to the fifteenth an- 
nual convention of the Tennes- 
see Retail Hardware Association 
held February 17-19 in Nashville, 
a featured speaker call for 
more authority in the fair trade 
laws, then passed a resolution sup- 


heard 


porting the McGuire Fair Trade 
Bill, at that time before a House 
committee 

Tom C. Sharp, secretary of the 


Tennessee Pharmaceutical Associ- 
ation, who was instrumental in the 
work leading to the passage of the 


Tennessee Fair Trade Law in 1937, 
pointed to the necessity for more 
authority in the fair trade laws 


now operating in all states except 
Missouri, Texas, Vermont and the 
District of Columbia 


Fair Trade Laws 
“The Fair Trade Laws,” he said, 
“have got to be maintained if small 
business is to survive price war 


methods. It was estimated that 
had the New York price war of last 


year lasted six months, 20,000 
firms would have had to close 
their doors in that state alone 


Many others elsewhere would have 
been hit as well. Claims that these 
laws are price-fixing are untrue 
show that trade-marked 
Fair Trade contracts 
rose considerably 


Surveys 
items under 


as a group less 
in the cost-of-living than 
others under Fair Trade on the 
American market 


‘There 


rise 


would be no need for 


price control now if behavior of 
all items in our economy 
1947 had been comparable to that 
of Fair Trade products.” 

“Don't count too heavily on in- 
flationary prosperity in 1952,” 
warned President J. R. Cox, of J 
R. Cox Co. Inc., Nashville 
livering the president's 
sisting that “supply 
signs now actually are 
Cox cited in- 


since 


in de- 
address. In- 
demand 
pointing 


and 


opposite directions,’ 
dications of possible weakne in 
demand and overproduction in the 
textile and automotive industries 
and certain othe 

On the other hand, 
000,000 budget set by 


lines 
the $85,000.- 
President 
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CONVENTIONS 





Truman, rises in operating costs, 
taxes, and other factors indicate 
further inflation, he insisted, pre- 
dicting the possibility of a slightly 
higher business volume in 1952 
than was experienced in 1951 

He concluded: “We should meet 
the situation with enthusiasm, 
and, whether our business comes 
from the planned economy of the 
government or supply and demand 
keep abreast of the 
to do better than 


we should 
times and strive 
our competitors 





Martin left. 


newly 
elected president of the Tennes- 
see Retail Hardware Associa- 
tion, and Morris P. Jones, who 
was re-elected secretary-treas- 
urer of the association 


Keatts, 


Officers elected for the new year 


are: Martin Keatts, Memphis, pres- 


ident R. Cox, Nash- 
ville, who becomes chairman of the 
board of directors; C. M. Porter, 
Columbia, first vice president; 
Bob Hicks, Sevierville, second vice 
president; Morris P. Jones, Nash- 
ville, and Ed 
Baird director 


ceeding C 


succeeding J 


secretary-treasurer; 
Lebanon, a 
M. Porter 


suc- 


° 


Arkansas: 


a ED high level of busi- 
fA ness activity in the hardware 
industry was predicted by featured 
during the 52 annual con- 
vention of the Arkansas Retail 
Hardware Association, held Febru- 


speakel 


ary 21-22 in Little Rock, Arkansas 

F. C. Peters, retiring president, 
could see no serious merchandise 
shortages unless this country gets 
into a full-scale war, and predicted 
good business in spite of threat- 
ened shortages in various hard- 
ware lines 

Dr. George Benson, president of 


Harding College, Searcy, Ark., 
urging an all-out national fight 
against Communism, suggested 


that more Americanism be taught 
in the public school system, and 
that pupils be instructed about 
what Communism is trying to do 
to America 

Resolutions passed included en- 
dorsement of the McGuire bill de- 
signed to place greater authority 
in fair trade agreements 

Another resolution urged a- 
mendment of the 1951 Revenue 
Act so as to levy equal taxes on 
co-operatives and other corpora- 
tions 


Speakers 


Speakers included William E 
Peterson, St. Louis, Mo., H. H 
Mount, Dallas, Texas, Representa- 
tive Boy Tackett, Washington, D 
C., Bob Grinde, Little Rock, and W 
J. Sheely, Indianapolis, Ind 

Officers elected were: Frank 
Whitaker, Alepna Pass, president; 
L. B. Umstead, Paragould, first 
vice president; Glen Hickey, Mt 


Ida, second vice president, F. C 
Peters 
directors 


chairman of the board of 


officers of the Arkansas 
association, front row left to 
right: C. Peters, retiring 
president and new chairman of 
the board; L. B. Umstead, first 
vice president. Back row. left 
to right: Glen Hickey, second 
vice president and J. Wayne 
Tisdale, executive secretary. 
New president, Frank Whitaker. 
was unable to be present be- 
cause of illness 
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"Display these Cyclone “Red Ja" Products 
where your customers can’t miss seeing them” 





@ Display space you give the line of Cyclone “Red 
Tag” Hardware Products really pays off. They're all 
fast movers, yielding big turnover with low inven- 
tories. And each one gives you opportunity to suggest 
several related hardware items 

Give these Cyclone Products a prominent place on 
your floor. And call attention to the Cyclone “Red 
Tag” label. Customers are quick to recognize it as a 
symbol of quality on Lawn Fence, Gates, Flower Bed 
Border, Hardware Cloth, Insect Wire Screening and 
Catch-all Baskets. Be sure you stock the complete 
Cyclone line 

The supply picture varies on these products; some 
are more plentiful than others. Keep orders covering 
your normal needs in your jobber’s hands and he'll do 
his best to keep you supplied 
CYCLONE FENCE DEPT. AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY 


WAUKEGAN, ILLINOIS SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S*S CYCLONE 
“ped 109 
HARDWARE PRODUCTS 
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WASHINGTON NEWS 





(Continued from page 68) 


level, will during the second quar- 
ter be brought up to the general 
level of 50-30-30. 

There are 31 products receiving 
second quarter allotments for brass 
mill products at levels below 30°%. 
These range from 10 to 25% de- 
pending upon the extent of sub- 
stitution known to be feasible. Of 
these 31 products, the following 
four are being raised above the in- 
itial first quarter levels: lighters, 
costume jewelry and novelties, 
hand bags, luggage and hardware. 

For 49 products the second quar- 
ter allotment of aluminum will be 
at the minimum level of 25 per- 
cent of base period usage. This 
will raise the second quarter al- 
lotment percentages of aluminum 
above initial first quarter levels 
for these products which include 
numerous hardware items. 

For 49 products, the allotment of 
aluminum will be at 25% of the 
base period use. Aluminum allot- 
ments are unchanged between 
quarters for power driven hand- 
tools and woodworking machinery. 


* 


More Buyets Want Myers! 


A MESSAGE TO MYERS DEALERS: Seek Increased Allotments 


Wherever you're located, the new Myers Water System pro- THe Inpustry Advisory Com- 
motion is for you. It’s built to uncover every water system mittee representing manufactur- 
prospect in your territory. Never before has any Myers Na- ers of toys and games has been told 
tional Advertising stirred up so much consumer interest as by NPA that the industry stands 
the dramatized story telling why “MORE BUYERS BUY a better chance of getting increased 
MYERS.” Never before has any Myers promotion so force- epg Soy —_ during the _ ; 
fully pointed up Myers position of leadership. will eeiiei py Bie ral supplies 


Myers Dealers will continue to be starred in Myers National Since copper is the controlling 
Advertising straight through 1952. Take full advantage of this material in some toys and games, 


by using the tie-in material. Plenty of traffic builders—full the committee urged NPA to weigh 
the industry appeal to increase 


dealer support to turn prospects into buyers. Get complete its extremely low copper alloca- 
information from your Myers representative. ten 

If allotments of controlled ma- 
terials continue to be low, the 
manufacturers warned they will 
have to cut production 50° or 
more below normal. 


. 
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Brush Makers Report 
Violations of M-18. . 


NPA HAS BEEN advised by a com- : 
mittee representing manufacturers | 
of paint and varnish brushes that : 
some manufacturers and distrib- } 
utors are “wilfully violating Or- 
der M-18.” 


THE F. E. MYERS & BRO. CO., Dept. P-101, Ashland, Ohio (Continued on page 110) ' 
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The None Better Tool Stage com- 
plete with 3 Sets...No. 600 — 
%* Drive; No. 0611 — %" Drive; 
No. 6023 — 4" Drive. 


These NONE BETTER sales aids call for 
top billing with you. Put them to work and 
you'll appreciate the dramatic sales tempo 
they develop. Each of the Tool Boards is a 
star performer and now, for your counter, 
there’s the new NONE BETTER 3-in-1 
Tool Set Display that forms a big feature 


presentation. 


Stage your Tools . . . show them off right 
out in front and they'll tap out real music 
on your cash register. 


THE NEW BRITAIN MACHINE CO. 


New Britein, Conn. 
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INDIVIDUAL 
TOOL BOARDS 








This modern showmanship costs you noth- 
ing . . . you only lose if you don’t use it. 
The Boards are FREE of extra cost .. . you 
only pay for the Tools. The 3-in-1 Set Dis- 
play is FREE of extra cost also! . . . you 
only pay for the Sets. 


Now’s the time to start a long and success- 
ful engagement in YOUR store with 
NONE BETTER TOOLS. Ask for the 
details. 
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The committee reported that 
some violators offer brushes in un- 
limited sizes and quantities and 
purportedly made of China Bristles 
without DO-rated orders. 

They recommended the amend- 

ment of M-18 to tighten its provis- 
FOR BU IL ions to assure stricter compliance 
and conservation of China bristles 

The committee urged that DO- 
rated orders be required for brush- 

es made of any length of China 
bristles. It was also proposed that 
NPA require brushes made of 
China bristles 2% inches and 
longer and those made of non- 
China bristles longer than 27s 
: inches be composed of 70 percent 
wy pany Fo lg of bristles by weight and 30 per- 

sew telidinn now herduere cent of filling material. 
customers with its strong-selling 
national advertising . . . eye- o 
catching packages ond displays 
—plus long-profit pricing that's 
too good to miss! Alaminum Window Makers 
For the big, new profits these Ask Allotments Increase. . 


leaders deliver, ask your jobber —_ as ; 
NATIONALLY AD about the SOLDER SEAL LINE to- MANUFACTURERS OF aluminum 
IN MAGAZI doy! windows have advised NPA that 
AND NEWSPA the aluminum allotments of only 
36 percent of base period usage 
are making their continued oper- 
ations increasingly difficult. 
Unless allotments are substan- 
tially increased, many manufactur- 
ers will have to lay off workers, 
and some may have to shut down 
completely 
The committee representing 
manufacturers recommended that 
allotments of aluminum to new 
manufacturers be stopped. They 
also recommended that the indus- 
try be permitted to use aluminum 
from foreign sources in addition to 
their regular allotments 








2 
A whole line of these new business buiiders 

ked b DLDER SEAL'S 25-year reputation f 
ee Metal Allotments Raised 
for Galvanized Ware. . . 


SEALMASTER SEALMASTER SEALMASTER 
TANK BALLS BOWL RING FAUCET WASHERS NPA HAS ADVISED the committee 


rao —~ ipa representing manufacturers of gal- 
vanized ware that the industry's 
products will be supported by 
TITESEAL FUEL-TONE LIQUID WRENCH higher allotments of controlled ma- 
oo a we he ana terials because of their essentiality 
to public health and welfare 
' The initial first quarter allot- 
ments of carbon steel—set at 50 
RADIATOR SPECIAL A COMPANY percent of base period usage—have 
been increased through supple- 
HARLOTTE NORTH CAROLINA * RADIATOR SPECIALTY COMPANY OF CANADA, tT mental allotments to 70 percent of 
base, NPA reported 
(Continued on page 111) 
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The second quarter steel allot- 
ments will be 63 percent of aver- 
age quarterly consumption in the 
base period compared to 50 per- 
cent for most consumer goods 

Allotments of brass and alum- 
inum, at 44 percent and 50 per- 
cent respectively, are also above 
the 30 percent level allowed the 
majority of civilian products. 

NPA is considering larger allot- 
ments of other required materials 
to match the increased steel allot- 
ments. 





BUSINESS TRENDS 





(Continued from page 70) 


totalled 213,998 units, compared to 
218,664 in December, or a de- 
crease of 2.1 percent, according to 
the American Home Laundry Man- 
ufacturers’ Association. The Jan- 
uary total compares to 321,092 un- 
its sold in January, 1951, a drop 
of 33.4 percent. 

Dryers sold in January aggre- 
gated 45,121, off 3.5 percent from 
46,779 in the preceding month and 
a gain of 41.3 percent over 31,935 
units sold in January a year ago. 

January ironer sales were 15,636 
units, compared to 16,900 in De- 
cember, or down 7.5 percent, and 
were 36.4 percent below 24,600 
ironers in the comparison month 
of 1951. 


* 


Farm Prices Received 
Continue Decline .. . 


PRICES RECEIVED by farmers fell 
by 4 percent during the month 
ending in mid-February, continu- 
ing the decline from December 
Sharply lower prices for truck 
crops and eggs, and moderate de- 
clines for cotton and cottonseed 
oats, lambs, and wool were largely 
responsible for the drop in the in- 
dex from mid-January. 

Prices paid by farmers includ- 
ing interest, taxes, and farm wage 
rates were up slightly, and farm 
wage rates were up slightly. The 
resulting parity ratio for mid- 
February was 100, down 5 points 
from January and 13 points from 
a year earlier. 

(Continued on page 112) 
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TRAFFIC-BUILDING 


LAMSON FASTENER CHE 





be 


‘BOLT “SALESMEN” 


s lineup of Lamsqn merchandisers for hardware stores packs a 
ble-barreled sales punch: 


First they sell for you because they enable customers to find 


fasteners they want while you're busy serving someone else. 
. . 


Second they help build store traffic and expose your customers 
: j i ' 
to other products you Carry. 


ae ° = i: 
sk your distributor for these helpful Lamson “salesmen”. 
y'll make your job eAsier. 


The LAMSON & SESSIONS Cao. 


General Offices: 1971 West 85th Street . Cleveland 2, Ohio 
Plants ot Cleveland ond Kent, Ohio + Chicago + Birmingham 


anon 


>) eoatond 7) rat —_ 
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HOUSEHOLD REPAIR HEADQUARTERS 











Longer Casts with the Amazing New 


Only the SpinCast* Gives You 
All These 18 Important Features 
for the Best in Spin Casting 
Easier casting 

Simpler one-hand operation 

Perfect line flow for longer casts 

No pick-up arm to operate 

Can't backlash 

No exposed parts to foul line 


Casts lightest lures easily 


PSPxMP FP HPP = 


11. Lifetime Carboloy pick-up pin 
12. Balances rod perfectly 
13. Ideal 4 to 1 gear ratio 
14. Simple non-reversing crank c~ 
. No confusing li- 





pages ‘@ oImnts, instructions, fish pictures. 
new spinning and other tackle. Write mow 


SOUTH BEND BAIT CO, G00 High Street, South Bend 23, indians 


Micrometer-accurate tension adjustment 
Picks up slack line — vital with floating lures 


. Enclosed design protects from dire and damage 















‘OR Lt . 
TROUBLE-PREE CASTS 





Open spool allows line 
to form loops — friction 
against rod and bunching 
at guide reduces length 
of cases and causes snarls 


ae 


Line flows free and fast 
tor longer casts. No loc rf 


no tricthon—no snar > 














FINEST SPINNING RODS 
MADE — Designed by 


Doe Sates, Da. 


Fresh and sale water 
models in light and 
medium actions 


New Deceiver” 
Menofilament 
Nylon Spin- 
ning Line. 
$1.10 up per 


100 yards. 

























BUSINESS TRENDS 





(Continued from page 111) 


Yale & Tewne BR 
Record Sales fer ’ 


Tue YALE & Towne Manufactur- 
ing Co. during 1951 had a record 
sales volume of $93,126,883, high- 
est in its 83-year history. This 
compared with $65,153,204 in 1950, 
an increase of 42.9 percent. Net in- 
come after taxes amounted to 
$2,823,833, as compared with net 
income in 1950 of $2,707,137, an 
increase of 4.3 percent, it is re- 
ported in the company’s annual 
report to stockholders 

The report stated also that Yale 
& Towne entered 1952 with the 
best year-end backlog of orders in 
its history, amounting to $38,089,- 
214. 


* 


Controls or Freedom 
(Continued from page 80) 


collapsed even though the inquest 
was long delayed? 

The shortage of sugar was, ap- 
parently, more real than that of 
gasoline. But listen again. In Alex- 
andria, Louisiana, a grocer, a re- 
spected citizen whose patriotism 
and integrity had never before 
been questioned, was cited and 
fined for “conduct showing disre- 
gard for rationing regulations” 
and “penalized in the public in- 
terest to impress upon him the ne- 
cessity for strict compliance.” The 
specific charge? Being overdrawn 
in his sugar account the enormous 
amount of 37 pounds! 


Other Instances 


Yet, about the same time in 
the same town a United States 
marshal sold at auction to four 
soft drinks manufacturers more 
than a million pounds of so-called 
“illegally produced” (reduced to 
liquid or simple syrup) sugar that 
had been confiscated in South Lou- 
isiana. Coupons? No. The price? 
$8.34 to $20.01 per cwt. At that 
time the retail ceiling price in 
group 4 stores, five pounds at a 
time, was 7 cents a pound. 

“Critical scarcity” was more 
evident in honesty, efficiency and 
sincerity than in commodities. 

Government produces nothing. 
Its only revenue comes from as- 
sessments of its citizens. We call 
these assessments “taxes.”” When 
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the revenue from such assessments 
is sensibly disbursed we get more 
benefit than from any other money 
we put out. But unnecessary and 
wasteful government practices 
must also be paid for by extra as- 
sessments. And any controls pro- 
gram that is unfair and unwork- 
able is wasteful to the whole 
people. Then, too, the added direct 
cost to business through extra 
hours, added clerical and account- 
ing employees, extra shipment, 
stationery, etc., and increased le- 
gal expense must, somehow, find 
its way to the public. 

And, thus, inflationary pressure 
is increased, tending to defeat the 
announced purpose of such a pro- 
gram. 

Politically inspired, irresponsi- 
bly conceived and loosely though 
technically drafted regulations are 
based upon socialistic theory. Ob- 
jections to them are based upon 
painful realities. 

So what? Shall we continue to 
meekly accept the fuzzy philoso- 
phy of our so-called “economic 
planners”? Really, the answer is 
“Hell no!” But since this thing 
is to be published, let’s just say— 
Not by a long shot! 

Let’s get back to the American 
brand of constitutional government 
that recognizes the sovereign- 
ty of the individual and limits 
his rights only by the point of en- 
croachment upon equal rights of 
others. Let’s call a halt to endless, 
irresponsible and expensive exper- 
iments and return to proven, sound 
economic principles. Let's insist 
that government heed its own ad- 
monition to “buy only what you 
need, etc.” Then, but not till then, 
will our people willingly go along 
on any simple and fair and temp- 
orary plan that will react to the 
over-all good. 

We still have many capable, con- 
scientious and courageous men in 
public life. They are working a- 
gainst great odds to rout social- 
ism, of which the present controls 
plan is but a small part. Let’s en- 
courage and help them all we 
can. 


. 


Notable Record of 
Volume Building . 


(Continued from page 81) 


Specialty salesmen were as- 
signed to the task of bolstering 
and introducting some new lines, 
such as floor covering, stoves and 
paint. One specialty man was as- 





ee ——_—. 


——— > 
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...in WOOD it may be 


MAHOGANY 






WALNUT 


or TEAKWOOD... 


McKINNEY 
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Searching SCREEN Tests 
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No aspirant for Hollywood stardom undergoes more searching 
and exhaustive screen tests than Gold Strand Wire Screening 

Rigid standards of testing and inspection insure that Gold 
Strand Screening will give long-lasting resistance to corrosion 
and other destructive effects of weather and time. 

Gold Strand Insect Wire Screening® is supplied in Galvanoid, 
Aluminum and Bronze and is manufactured in strict accord- 
ance with U. S. Department of Commerce Standard CS-138-49, 

For additional information write our nearest sales office or 
consult your classified telephone directory 


THE COLORADO FUEL & IRON CORPORATION — Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION — Oakland, California 
WICKWIRE SPENCER STEEL DIVISION ~ Atlenta, Boston, Buffalo, Chicago, 
Detroit, New York, Philadelphia 


GOLD STRAND 


INSECT WIRE SCREENING 


PRODUCT OF AMERICAN WIRE FABRICS CORPORATION 
¢ SUBSIDIARY OF THE COLORADO FUEL AND IRON CORPORATION 









signed to sporting goods and fish- 
ing tackle, with a display truck 
converted to this use from an un- 
used vehicle requisitioned from 
another division of the firm 

The comment of one salesman 
Was provocative, but even with- 
out it, one of the major reforms 
would have been instituted any- 
how. The salesman confided to 
Smith in writing: “Some custom- 
ers have asked if 0.C H Was £0- 
ing out of business. Too scant on 
our purchases. Floor looks empty 
to them 

“We subjected the general of- 
fices and display area to a face- 
lifting operation,” comments 
Smith, “and the floor doesn’t look 
empty now. New lights were in- 
stalled, desks and furniture were 
moved to give both our personnel, 
and dealers, better access, and not 
make dealers feel that furniture 
was arranged to keep them from 
seeing the catalog 

“This face-lifting, as I choose to 
call it, did more to bolster morale 
throughout the entire organization 
than anything else we did 

“Then we surveyed wage and 
salary rates and authorized gen- 
eral increases amounting to not 
much less than individual earnings 
of the previous year. This, as any- 
one can appreciate, instantly re- 
kindled personnel spirit and re- 
established institutional loyalty, 
both of which had sunk to a new 
low about the rate of decline in 
sales.” 

Realization of the state of mo- 
rale, especially in the sales organ- 
ization, struck Gene Smith with 
full impact on the occasion of his 
first sales meeting 

“After disposing of what I had 
on my mind,” Smith recalls, “I 
threw the meeting open for discus- 
sion and urged all who had any 
criticisms or suggestions to speak 
out. There was a long silence, and 
when it had stretched to the point 
of embarrassment, I repeated the 
invitation. Still the men sat mute 

“However, it didn't take long to 
change that. Now our sales meet- 


ings are lively and productive We 
have a sales meeting once in every 
four to six weeks and they last a 


day and a half, including factory 
presentations 

Smith introduced an idea that 
1as been adopted by several] other 
wholesalers in the Southwest be- 


cause it eliminates much personal 
correspondence between the office 
and salesmen 

This is a weekly bulletin called 
“Business Briefs.” Circulated to 
salesmen only, and strictly for 
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THIS COULD BE YOUR MOST 
IMPORTANT SALE 
for continued customer satisfaction 


A tiny item — but it can be one of your most important’ 





\ fellow gets pretty mad at the annoyance caused by 
plumbing rubber products that don't stand up! That's why 
you need the assurance of Lavelle quality 
quality that wins friends, brings back satisfied customers 
every time! Talk Lavelle to your jobber for 
your complete plumbing rubber department 


th 
OUR AO  vear IN SERVING YOU 


CAVELLE 


Tonk Balls + Faucet Washers + Force Cups + Hose Washers + Basin Stoppers + Repair Assortments 


MADE RIGHT! + PRICED RIGHT! + PACKAGED RIGHT! 


gies” 












\ 



































NO 424 FIT ONE -FIT ALL NO 3 LUCKY STRIKE NO 2%) ASBESTOS NO. 5! GARDEN 
TANK BALL FAUCET WASHER ASORTMENT VALVE STEM PACKING HOSE WASHERS 
Todey, or ony doy — the best you con Proved profit builder! Colorful. self A real seller Universolly used in Now your customers con buy ‘em 8 
offer your customers! Hondsomely merchandiser includes 36 individvol homes apartments institutions to the clip!” Colorful carton holds 48 
styled corton features 12 individually pockages. Each pockoge contains 8 forms, goroges, etc Colorful unit handy clips 8 wovhers to eoch clip 
pockaged pieces. Tough, block notural genuine Lovelle bevelled washers in contains 25 cellophane envelopes — Bigger profits, faster turnover for you 
rubber compound — with tapered seat all populor sizes with brass screws each with 22 feet of top quolity 
reinforced top heot resisting asbestos graphited 
pocking 


LAVELLE RUBBER COMPANY -‘26 NORTH WOOD STREET~ CHICAGO, ILLINOIS 
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use and information, it in- 
forms the sales force of approach- 
ing markets, trends and 
merchandise needing attention 
Well before the end of 1950, 
Gene Smith was doing double duty 
While continuing in capacity 
with Morrow-Thomas at Amarillo, 


their 


changes, 


his 


he was analyzing, almost entirely 
by mail, the territory and the 
problems of the then Oklahoma 


City Hardware Company 


Much of the information on 


which he later acted was obtained 
from 
sent to 


answel! to a questionnaire 


alesmen, in which the lat- 


were urged to “let your hair 
down, as any comments received 
will be helpful in speeding up a 
definite course of action.” 

This questionnaire concerned it- 
principally with obvious de- 
ficiencies of the firm Smith was 
to head, but it also dealt with the 
competitive situation 

The questionnaire asked a total 
of 29 questions, and from the an- 
swers Smith accumulated a wealth 
of information from the men who, 
it developed, probably knew most 
about the shortcomings of the 
firm by which they were employ- 


ter 


self 








Today, more than ever, you, 1+ a bike 





' There’s No Substitute for QUALITY! 





tire dealer, have an added respons 


sibility to your customers! You must sell the finest quality tires! This is more 


than an obligation, it is a necessity . 


real, lasting quality! 


. . for, today, the public is demanding 





You, as a dealer, must r 


gnize this d 


d in order to maintain steady 


profits and keep your customers coming back, 


Recognizing this, two facts stand out 


Fact # 1—U. S. Royals have been the proven quality leaders for over fifty years! 
Pact & 2—U. S. Royals are the easiest and fastest-selling bike tires in America. 


Need We Say More? Investigate the Royal opportunity. Contact your jobber today. 





PRODUCTS OF 


UNITED STATES RUBBER COMPANY 
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ed 

Some answers were psychic. For 
illustration, one salesman wrote 
“40 to 50 percent” in answer to 
the question, “By what percent 
do you estimate you can increase 
your volume by adding these lines 
and items?” 

“These lines and items” 
to the salesman’s answer to a pre- 
paragraph, which read in 
part, give a complete list of 
items and lines you feel we need 
to add to be in better position to 
command a larger portion of your 
customers’ business.’ 

In this case this one 
nearly filled a standard page, lined 
off in columns, with finely written 
suggestions of lines to be added 

Most of the questions called for 


referred 


vious 


salesman 


“ves” or “no” answers, but many 
concerned company practice, and 
called for opinions, such as, “How 


is our service generally compared 
that of other distributors’ 
this salesman replied 
“Better service delivery, ad- 
justments and we just 
had the stock.” 

On the information 
from these questionnaires, 
Smith proceeded to set what may 
be, and perhaps is, a present-day 
record for percent of increase in 
sales by a hardware wholesaler 

Nevertheless, Smith does not en- 
tertain any personal delusions a- 
bout the accomplishment. He sees 
a rougher route ahead as “foreign’ 
competition increases sales effort 
He analyzes the accomplishment of 
Oklahoma Hardware in this man- 
ner: 

“Most of the gain is represented 
in the fact that last year we got 
more of the dealer’s dollar 

“When I came here, ‘foreign’ 
jobbers dominated the territory 
and this company got just a little 
of the business. Now, I believe I 
am safe in saying we are well on 
the way to domination of the ter- 
ritory, and that ‘foreign’ jobbers 
are getting just a little of the bus- 
iness. 

“That makes the big difference 
Actually, dealers spent fewer dol- 
lars for merchandise last year. So 
our gain resulted from getting a 
bigger percentage of the dollars 
dealers did spend.” 


° 


with 
To which 
on 
prices, if 


garnered 
Gene 


Facing Great Handicaps 


(Continued from page 85) 


and that’s not the kind 
aiming at 


all system 
of organization were 
“We believe in modern efficien- 
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The impact of ads like this on the 16,000,000 
Saturday Evening Post readers is boosting =~" 
sales of this tamous brand. Half pages in 2 ] ei <1) 
colors, half column ads in black and white ra 
are running regularly! BOKER Tree Brand 
is moving ahead! Stock the line for bigger | eee 


and better profits. Ask your jobber. 



















Here's the handsome, practical 24-piece BOKER 
Tree Brand “Suburban” Tableware Set, for year 
‘round use. Lustrous Stainless Steel. Steak 
Knives hollow-ground, blades with serrated 
edges. All handles genuine Pakkawood, burn 


BOKER Tree Brand Pocket Knives are 
top-quality. Made and assembled by 
hand for 100% user satisfaction. They’! 


and stain resistant. Solidly riveted, will never - ter thie be 
come loose. Idea! for regular year ‘round hom omen go for this handy all-purpose : 
t . et tone Ps y° ~ a BOKER Tree Grand 795 Kitchen Kit sell themselves ... build good 
use, at picnics, in cottages, hunting lodges, or Handsome walnut case. Can be hung on will for you! 
boats. Stock it now! It's a fast mover! the wall. All-purpose junior Chef and 
Paring Knives hollow-ground, stain 


less steel. Long life chrome-plated un 
breakable Poultry and Utility Shears 


These bent handle Trimmers and Dress 
makers’ Shears are typical of the BOKER 
Tree Grand \ine. Made right! Priced 
right! More and more people will be 
ashing for them. Stock the entire line 





‘Tree GiDeraro 


Curcer” 


H. BOKER & CO., INC. - 


Established 1837 
101 DUANE STREET NEW YORK 7, N.Y. 


Ask your jobber to show you 
other winners in the 
BOKER Tree Brand line 
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cy is far as it means knowing we let them go and work the its to our retailers, our employees 


everything possible about our problem out for themselves We and our company. We think our 
trade and our stock, and how the have few fixed policies; we prefer record proves that this is not a 
dealers can best make profits out to give every department a fre: visionary, or pie-in-the-sky view- 
of it; but we also like to have our hand in its operations point. It’s just common sense, as 
taff feel that our relations with Of course, every key man ha common as an old shoe: but a 
our customers are based on sin- had to prove himself somewhere shoe of good workmanship and ma 
cerity and mutual trust in the best in the hardware field, or on the terial in the first place 
merchandising traditions of the bottom rungs of the ladder of ou! ‘Likewise, for a dealer who 
Old South. And we don't believe own organization, before we turn really wants to be a regular cus- 
that you have to be high pressure him loose tomer, there’s little that we won't 
to be efficient: there’s always time Our philosophy call for the do if it’s within our powers. We 
for courtesy right men, the right knowledge give him the benefit of the doubt 
“When we don't agree with ou: and the right motive from the top on every deal. and cheerfully take 
alesmen about something, we tell down, based on the real benefits back merchandise for full credit 
them so frankly, and why. Then of service, achievement and prof-  j¢ there’s any indication that he 


bought it under misapprehension 
or if he’s really stuck with a tough 
problem we can help him solve 
For a sincere customer we oc- 
casionally take standard goods that 
were not even bought from us 
where circumstances justify it — 
though here we feel we have to 
charge 10°7 for handling 


aA “Now, of course, we couldn't 
§ tay in business if we were chronic 
softies, always a pushover for 


IT's every hard-luck story; so when 
anyone really tries to take ad- 


vantage of us, we have to crack 
down. If a dealer deliberately or 
5 
, 


repeatedly overbuys against our 
ae 
M/ 


GUARANT 
NO LOSS FED PROFITS 


to take back slow-moving goods, 
or exhausts his credit with us and 
Report u 
nsold fan inve 
. entory to Murra 
‘ . 4y alter 








then starts to make purchase com- 
mitments elsewhere naturally we 
draw the line. This service and in- 
tegrity has to work both ways.” 

Born in Georgia, Mr. Brady 
learned the hardware business in 
the Frank T. Budge Co. of Miami, 
where he started as a $75-a-month 
clerk and worked up over a period 
of 37 years through all depart- 
ments to the post of general man- 
ager and then president. This 
comprehensive experience stood 
him in good stead when he started 
his own distributorship in Miami 
in 1947 with only a few employees 
They did $50,000 gross in the first 
month and expanded steadily un- 
til the company now has 30,000 
square feet of space and a staff 
of 43 people 

They cover all of South Florida 
from Key West to Melbourne on 
the East Coast, and through the 
Lake Okeechobee district to Ft 
Myers on the West Coast. They 
have eight outside alesmen, and 
deliveries range from three times 
a week nearby, to twice a month 
in outlying areas. Six trucks of 





















season 






for FULL CASH CREDIT. No sea 


sonal tic u 







P of fluid capital, What you sell 


you proht on 






What you don't sel] simpl 
. Si y 


an 
d receive check You cant 






re port 







lose 






WRITE FOR 
PRICES 
INFORMATION 
Or 
CATALOG 









1% to 2'2 tons are used 

From the beginning a profit- 
sharing policy rewarded all the 
employees who gambled their fu- 
tures on the new company and 


VENTILATING® WIDOW Fans 


INC. Sneaeane haa AGENTS 








H.C creas £0. 


? Herrin 
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MADE RIGHT...PRICED RIGHT... 


You can’t beat this R/M quartet of clean-burning, long-lasting wicks. They're made right to 
keep your customers contented. They're priced right to fit each customer's purse and to give 


you a generous profit. Ask your jobber for R/M. 


the pick of the wicks. 


@ QUIK FLAME 


The most efficient kin 
dier ever developed for 
range burners. Patented 
open mesh construction 
provides best possible 
results with distillate 
oils. The extra-heavy 
wire core yarn keeps the 
kindler upright in the burner 





WOVEN GLASS = _— 


The acme of perfection 
in stove kindlers, assur 
ing long life and maxi- 
mum stove performance 

The only glass wicking 
woven with a wire core in 
every strand to protect the 
burning edge. Packaged 5-1/2 ft., 6 ft., and 100 





channel. Glass yarn at burning edge facilitates 


the removal of carbon deposits. Packaged 6 ft. 1-1/4” 


ft. to the box, in widths of 7/8”, 1’ 


to the box, 7/8” and 1-3/8” wide. and 1-3/8” 
@ KINDLERITE QUIK FLAME SETS & 
R/M's standard quality woven asbestos The same Quik flame 







wicking that has proved 


wire core in both warp and filling yarn popular in continuous 
lengths is now available in 


Packaged 5-1/2 crimped sets to 
ft., 6 ft., and 100 fit all standard 
ft. to the box, in 8” range burn- 
widths of 7/8”, ers. Packaged in 
1”, 1-1/4” and sets of 4 over- 

es size (1” wide) 
1-3/8". wicks. 


BL \ 


kindler. A sturdy long-lived wicking with 





RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION « MANHEIM, PA. 
Factories: Manheim, Pa; No. Charleston, $.C 
RAYBESTOS-MANHATTAN, INC. Manufacturers of Asbestos Textiles © Pachings 
Mechanical Rubber Products « Abrasive and Diamond Wheels + Brake Linings « Brake 
Blocks « Clutch Facings « Fan Belts © Radiator Hose + Rubber Covered Equipment 
Sintered Metal Products « Bowling Ball 
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Dealer's Cost 
$1.50 per pair 


$2.50 per pair 


ASK YOUR JOBBER 


aA PROFITABLE approacn 


TO AN 


AGE OLD 
PROBLEM 


Way not capitalize on the age old 
problem of sore, aching knees caused 
by inadequate protection in kneeling 
work? Judsen Knee Pads are a natural 
comfortable protection for ai// knee 


workers profitable sales for you! 


Order a dozen pair, display ‘em and 
they'll sell chemselves! 


Suggested 
Retail Price 


OR WRITE 


Made by JUDSEN RUBBER WORKS, 









MOLDED RUBBER 


KNEE PADS 


For every 
“Down on the 
knees” Job! 





~~ 


INC., Chicago 24 














Eighteen of 
assigned 


built it from scratch 
the original staff 
tock in the company against their 
insecured note In the second 
year a dividend was used to pay 
off the and each man thus 
had a substantial stock bonus, plus 
an enduring interest in future 
earnings. Every employee now has 
$2,000 worth of life 
health and accident insurance with 


were 


note 


prepaid 


medical and hospital benefits 
In a single year the firm had 
worked up to 300 accounts, and 
to a gross of $1.7 million: they now 
have nearly 700 accounts. For sev- 


eral years, increasing their capital 
and stock was the chief problem, 
for their rapid growth called for 
plowing back most of the profits 
into the business 

Now their problems are to get 
more space and to meet high tax- 


es, which take 80¢ out of every 
earned dollar. Mr. Brady says that 
if it were not for keeping their 


staff employed and their custom- 
ers supplied, they'd be as well off 
to close up after the first six 
months of each year and go fish- 
ing. Since the welfare of his staff, 
customers and suppliers is the root 
of the Brady policy, and since an 
observer is bound to conclude that 
the boys get more fun out of hard- 


ware as a steady diet than they 
ever would from the biggest fish 


this must be taken merely as a 
blast at the high-tax 


Brady's have been conservative 


structure 


right along about overstocking, 
even in last year’s early hard- 
goods “buying panic,” stemming 


from the Korean war; and they ad- 
vised dealers to anticipate long- 
term need only if they had surplus 
cash to tie up. Many accounts 
bought critical goods heavily, some 
even borrowing from banks for the 
purpose and suffering subsequent 
distress. Scarcities, however, grad- 
ually took up the slack and most 
retailers are now out of the credit 
woods; but all are careful to avoid 
top-heavy stocks 

Brady's started 
personnel and most of the staff is 
still made up of veterans. The boss 
says they save him money in the 
long run; they know what to look 
out for, and make fewer costly 
mistakes. But he is still alert for 
young blood and is training new 
men all the while for expansion 
and future needs 

He says it takes a long time to 
learn the hardware business, and 
a partial knowledge sometimes 


with seasoned 


gives young fellows false confi- 
dence. He starts them out on the 
trucks and in the warehouses; and 
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if they show stuff, moves them up BIG DEMAND FOR 


slowly through enough different 
departments to give them real per- oe rw 
spective 

An inquiry for 20 windmills 
came through the other day, and 
the boys found that only the old- 
timers had the knowledge to get 
the order quickly. They all say 
that Mr. Brady's head is the “cat- 
alog of last resort.’ 

Not all retailers have a long- _— : 
term, goodwill outlook on merch- ay EW To 

— 


andising, and Brady's has to ed- 


ucate some of them to stand fully ALUMINUM 
back of every line. Taking back 
ey ng beck | FRAMELESS 


unused paint, when too many « 


are mistakenly ordered by house- TENSION 


holders, for example, is something 


they insist on. Most dealers can SCREENS 


see things for themselves; but for 
those who can't the distributor in- 


sists that factory and wholesaler 
service and goodwill can’t be al- \ 
Sealed Tight... 








lowed to break down at any point Held by tension. 
in the chain, especially on nation- Exclusive sill ber odjusts 
ally-advertised goods te off-level sills. 


The boss sees many opportuni- 
ties to cut costs in the busy, crowd- 
ed plant, but high taxes furnish 
little incentive along these lines L 
However, the projected new build- 
ing, for which they already have PROFITS FOR YOU! 


the real estate, steel and other 





materials, is expected to reduce It's the smart way to cut screening costs, reduce maintenance and 
operating costs by 10° through add convenience to homes and apartments! Sell these new-type 
more convenient layout. The one- Keystone Aluminum Tension Screens for all double-hung windows! 
story, cement, hurricane-proof Cash in now—thousands of prospects! 

structure will provide 50,000 Saves 25 minutes per window in installation time. Easily in- 
square feet of space with almost stalled—no heavy frames to cut or fit. No painting—no rust. Adjust- 
400 feet of railroad siding and able sill bar assures tight fit on uneven windows. Easily replaced 
time-saving, flatloading platforms screening. Low first cost, low upkeep, neat appearance. Investigate! 


on a lot 150 feet deep. It will be 


at NW 7lst St. between 7th and KEYSTONE GROWING FAST IN POPULARITY! 





















8th Avenues, and two additional 
lots will provide ample parking Easy fo [nstall North Caroline Distributor says: “Our volume has 
i Rae ee be bee Sod by cours expnomied to faved Caen Oop 


sion Screens. Customer satislacuon proven with 
out a doubt 

Tennessee Distributor says: “Keystone Frameless 
Tension Screens installed in many housing provects 
mm this vicinity These screens far superior both 
in quality, appearance and durability to any other 


phones and a tube system from 
the order desk to the shipping 
room. Elimination of the $22,000 
annual rent charge is expected 


to help pay for the building in type of screen window. Also, most economical 
from 5 to 7 years Georgia Jobber says: “Keystone Tension Screens 
Mr. Brady expects to get quite are most satisfactory. They have certainly gained 
- in popularity Used on several large housing 


provects in this territory, and countless thousands 
of individual homes 


PON! 


a thrill out of the firm finally mov- 
ing into their own building some 


time this year. But he says even . 
that can’t compare to the “kick” Easy | Handing 
Fm 






he got in ‘47, when he first went 
into business for himself, and his 
bank and several manufacturers 
immediately indicated that they'd 
each back him for an amount equal 
to his own total capital; this ampli- 
fied his working fund fivefold! 

“And what about to-day?” he 
was asked, “Do you have any 
knotty problems or real head- 
aches?’ 

“No,” he answered quickly. “If 
you put the right kind of men in 













_ 
No Rust —No Painting 
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MILLIONS 


laugh and play with 


SouTd Beno Croquet! 




















Why?— ~ 


The one game the whole 


family can play 
Inexpensive 


12 models meet every family 


requirement 


Satisfies increased interest in 


o 600 


family recreation 


SALES REPRESENTATIVES 
Fast—Julius Levenson, 7 East i 7th Sc. N.Y 
South ~ Louis Williams & Co., 3rd National 

Bank Bidg., Nashville, Tenn. 
Midwest—South Bead Toy Mtg., So. Bend, Ind 
Calf. & SW Anderson Sales Company, 

740 W. 10th Place, Los Angeles 15, Calif 
Denver & Pac. N. W.~Leo Scherrer, 2840 W 

9 sed St., Seattle 7, Wash : 
Export — Athliated Exporters, Inc., 10 East 

s4th Sereet, New York City 
SOUTH BEND TOY MFG. co. 
SOUTH BEND 23, INDIANA 


SOUTH BEND 


AMERICA’S FAMILY GAME 
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the right places—give them a free 
hand and treat ‘em right, they keep 
the headaches away from your 
door; and away from the dealer 
door too!” And there in a nutshell 
you have the Brady code! 


on 


Modern One-Story Plant 
(Continued from page 87) 


concrete in the huge, one-story 
building which takes the shape of 
an inverted block “L” and puts 
2-2/3 acres, or approximately 120,- 
000 square feet, under roof, count- 
ing a second-story office section 
It also brings under one roof fo! 
the first time four divisions of the 
institution—hardware and sport- 
ing goods, plumbing and heating, 
electrical, and automotive—offer- 
ing products of 858 suppliers 

Entrance for customers is 
through the end of a long marquee, 
which projects from the building 
and features plate glass front, and 
it is here only that plate glass ap- 
pears on any outside surface. The 
base resulting from this overhang 
is raised above the inside floor and 
provides display space for merch- 
andise 

Inside the customer may take 
one of two routes, straight ahead 
to one of the display rooms, or to 
his right, along a short corridor, 
to the reception room, from which 
a short stair leads to upstairs of- 
fices. 

Display and sales rooms, one for 
each division, simplify selection of 
merchandise by dealers, and or- 
ders are immediately transmitted 
by pneumatic tube to the shipping 
office. 

That area of the building de- 
voted to display and offices also 
contains a kitchen, along with a 
cafeteria that will accommodate at 
one time, 95 of the more than 200 
employees. And in addition the 
main floor provides space for a 
room housing offset printing e- 
quipment, with which catalogs and 
other literature are produced 

The reception room, furnished 
with comfortable chairs, provides 
a lounge atmosphere and the re- 
ceptionist presides over a private 
telephone exchange with 68 inter- 
office, automatic dial stations 
This exchange, supplying internal 
communication, has a total capac- 
ity of 80 stations 

Upstairs in the 8,000 square feet 
for office space, the eight executive 
offices and a conference room are 
aligned on two sides of a right 
angle, with general office work 








You'll find sales are easier, time 
after time, when you can give 
your customers STAR metal-cut- 
ting products. Over the years, 
you can't beat the combination 
of the best-selling line plus con- 
sistent advertising to your cus- 
tomers. 


The STAR line of hacksaw 
blades, frames and metal-cutting 
band saws is the easy line to sell. 


Sold 

only 
through 
recoguied 
distributors 


CLEMSON BROS., Inc. 
MIDDLETOWN, N.Y., U.S.A. 
Maker: of Hend ond Power Hack Sew Biodes 
Frames Meteo! Cutting Bend Sew Biedes 
end (Clemson Lown Machines a 10838 
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being handled by personnel from 
comfortably-spaced desks arranged 
in efficient manner 

Upstairs there are a few win- 
dows, but they are not exposed 
to the outside and merely afford Q 
a few executives a view of what 
transpires in the warehouse be- 
low. And office quarters also pro- 
vide a sound-proof room for a bat- 
tery of clattering IBM machines 
which are constantly accumulating 
data on company business 

In the warehouse, the vastness 
of expanse under roof impresses 
dealers, with some aisles narrow- 
ing to an apparent pinpoint as 
much as 500 feet away, since the CERAMIC LINER JUGS 
warehouse is 500 by 300 feet on 
the outside dimensions of the “L” 


Orders requiring speedy atten- The Best Selling Jug in the South and Southwest 
tion get just that in the warehouse 

At the time of the CC Hardware Check these high priced features that have always 
formal opening, three young order been found in the low priced CHAMPION LINE. 
clerks were using bicycles, with — ens HARSOR LUE UGH BI . renapen 

¢ ._— skets » . ew | nner toppers for 
nonen bar baskets oe the Sa taled dames Wahi ATURE RETENTION ; 
clerks had attached a cow bell to sich end etteactive & WIDE MOUTH for easy loading 
his “wheel.” This was possibly a & Clean and sanitary CERAMIC and cleaning—your hand will fit 
safety measure, so that the con- liner—will not siein—TEMPERA nside 
tinuous clanking of the bell would TURE SEALED ® LOW K-FACTOR cork insulation 5 
warn of his rapid progress along ® Sturdy Prime STEEL construction for highest efficiency 
the aisles and prevent collisions 
Bicycle clerks served principally A 7 E 

eyele clerks. served principal WHAT'S NEW? | 


on rush and “will call” orders, so 






that the merchandise would be Check these fectures that are added by our NEW TWO PIECE 
ready for the customer by the time CONSTRUCTION. 
he traveled from display room to @ Sturdier—two piece construction permits the use of continuously flew 
’ eliminates the long breast, an in 9g nes which affords smarter sty 
warehouse herent weakness in the older sty ng and unbroken curved surfaces 
-~ . nian Lerire ng. Only one spinning seam need be @ Functional Design the squat + 
Three of the other order clerks sckiak"an Wx Gauliaes cae Renettonst Garten — the cane ol 
were making their rounds on roll- This means a stronger jug that ty will not tip over and will fi? un 
, s " hold up longer der the boat seat mn shelves, and 
er skates, pushing super market- ies Game tetenis aah te 


@ Streamiined two piece nstruction der moc 


type shopper baskets ahead of 
them. Since their travels to as- 
semble orders of merchandise a- 
mount to miles in one day, these 
young men requested permission 
to use skates. Skates are not an 
innovation, but CC officials be- 

eve bicycles may be AVAILABLE IN A CHOICE OF FOUR MODELS 

With such vast stretches of 
aisles, it was impractical to in- 
stall conveyor machinery, and a 
fleet of small trucks moves the 
merchandise into and out of the 
warehouse. 

Burden of handling most of the 
merchandise falls on four trucks 
Two are fork lifts, capable of hoist- 
ing a loaded pallet about ten feet 
and two others are of the low-lift 
type. All four are powered by stor- 
age batteries, which are recharged 
each night. 

Outside, a loading dock, 200 feet 
long, will accommodate 15 van See your jobber or write to us for further information. 
trucks at one time. This makes it 
possible to park a trailer in the ETAL N U Ss R Ss N e 
morning, load it during the day M I D T IE ' I ° 
and send it into the territory that 1420 E. 20th Street, Indianapolis, indione 
night. 

Corpus Christi Hardware now 


Two other lines Give you Complete Coverage of Every Need and 
Price Demand. 


ALL AMERICAN—Enameled stee ned jugs 
SPORTSMASTER—Delure two coat white porcelain enameled stee! liner jugs 


No. 45 One-galion 
plein mode weight 
cy bs 


Ne. 75 One-galion 
with leat proof faucet 
weight 6 bs 


Ne. 85 One-galion 
with spout in shoulder 
weight 6, Ibs 


Ne. 95 Two-galion 
with leat proof faucet 
weight bs 


Individually pocked in 
6 fest disploy 
corfons 
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DECORATED 
BUILDING PAPER 
fer 
BEAUTIFUL WALLS 











RED BOW DESIGN 


Tack 7t 0x Paste 7 


There's a bright beautiful Wallrite design 
for every room in the house 
Manufactured Exclusively by 


FLEMING & SONS, INC. 


Dallas, Texas 


(NEWSPAPER MATS identical to this are available to dealers) 
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has nine counter salesmen and 46 
traveling salesmen to deal with 
customers in and from a territory 
extendifg generally northward in 
a half-circle radius of 250 miles 
And to support this territory, the 
firm now maintains a fleet of de- 
livery trucks and vans 

Shipments of merchandise to the 
warehouse, principally in carload 
lots, are received from a railroad 
pur which permits spotting of 
cars on the side of the “L” opposite 
the loading dock 

In a brochure distributed at the 
formal opening, the company 
points out that a singular twist 
of fate in 1906 was responsible 
for Corpus Christi Hardware en- 
tering the wholesale field 

In that year the president of a 
small hardware company dis- 
charged Edwin F. Flato, bookkeep- 
er, for making a donation to char- 
ity during absence of the presi- 
dent. Employees resented this dis- 
missal and the result was a stock- 
holder’s meeting, at which the 
president was discharged and Fla- 
to, the bookkeeper, was installed 
n his stead. Although not now as 
active as in years past, Edwin 
Flato continues as president of the 
company which in 1910 he was 
instrumental in changing from a 
retail business into a wholesale 
concern. E,. Franklin Flato is ex- 
ecutive vice president, Oscar J 
Koepke is vice president, Robert 
H. Flato is secretary-treasurer and 
Joe F. Wood is vice president with 
especial interest in the hardware 
and sporting goods fields 

Others in key positions are Ray- 
mond A. Holland, assistant man- 
ager and buyer for hardware and 
sporting goods; G. H. (Buddy) 
Hamil, manager of the automotive 
division; D. L. Hart, manager of 
the plumbing and heating division, 
and A. D. Tilley, manager of the 
electrical division 

W. M. Renick is credit manager, 
L. C. Carter is general office man- 
ager, Dennis Rollins is warehouse 
manager and Thomas D. Kenney 
is traffic manager 


. 


Palm Beach Convention 
(Continued from page 88) 


Wage Control Problems 

Promoting Farm Equipment 
Sales 

Educational] Work with Em- 
ployees 

Methods of Pricing Orders 

Handling Returned Goods and 
Credits 


SOUTHERN HARDWARE for APRIL, 1952 





Specialty Selling 
Retirement Pension Plans 
Major Appliance Sales and 
Service 
Operating Under a Budget 
System 
Promoting Dealer Mail Orders 
Wholesalers’ Advertising . = 
= YOU SHOULD STOCK 
Analysis of Customer Ac- 
counts 
The general convention enter- 
tainment program will include an 
elaborate water show on Tuesday 
night, informal dancing each night, Ww 00 D SC R A p .PE Q Ss 
golf tournament on Tuesday, and aoe e1aese eee 
special entertainment programs for TET, 
the ladies on Tuesday and Wed- MPUCEABLE BLADES 
nesday afternoons 
The convention schedule will al- 
so include the annual meeting and 
annual dinner of the Old Guard 
and the semi-annual luncheon 
meeting of the X-Club 
Officers of the Southern Whole- 
Sale Hardware Association are: 
president, Fred C. Barksdale; first 
vice-president, Charles E. Nash; 
second vice-president, R. M. Mil- 
ler; treasurer, H. B. Horsey; man- 
aging director, T. W. McAllister 
Members of the executive com- 
mittee include: W. H. Terstegge, 


SCRAPE IN Conners 
Edwin F. Flato, J. W. Hasson, H 
L. DeLoach, C. E. Hamilton and 


, } 4 
i | j 
C. E. Roberts 


Officers of the American Hard- 
ware, Manufaetusers Assocation | FLETCHER Wood Scrapers 


include president, Richard L. 








rs 





badly ge gee ecaignan yee @ THEY SELL . . . quality is built right into FLETCHER Wood 
"poe re a Scrapers. Your customers quickly recognize this fact. 
T Stone; secretary -treasurer, 
Arth L. Faubel 
ices ae @ EASY BLADE CHANGE . . . models 250 and 300 have the 


This will be the fifth year, start- 
ing with 1940, that the convention 
has been held in Palm Beach. But 


next year it will be taken to the 
other side of the association terri- @ PLENTY OF MODELS ... scraper sizes |" to 2!/," (blades 


tory—to Dallas, Texas up to 3") provide the right size wood scraper to fit any job in 
e any price range. 


instantaneous blade release (!0-second blade change). Other 
models also have simple blade release. 


Snaeet Wire Se ning @ EASY TO DISPLAY . . « free displays for counter or window 
are furnished with assortment purchases. 

(Continued from page 92) 

@ EXTRA PROFITS .. . a bonus profit with each assortment in- 


er salts which will be referred . 
; , —— creases the value of your investment. 


to in detail farther on 


@ EXTRA BLADES ... purchasers of FLETCHER Wood Scrapers 


Copper Screenin . 

— oan like sleek painted will return to your store for extra blades. Be sure to stock them. 
steel a en “23 but weno are Write for complete descriptions and learn how much profit each 
nowadays opper screening is exortment cares for yee. 
softer than bronze and therefore 
more susceptible to damage from HOW IS YOUR STOCK oF 


bouncing balls, jabbing elbows 9 ee 

carelessly leaned rake handles and \Ay FLETCHER GLASS CUTTERS? 
the like. Exposure tests have 

shown that pure copper screening TH . FL ETC by ER i. TER R Yy COM PANY 
is only slightly superior to bronze 


vantage of pure copper, even in 596 SOUTH STREET _ FORESTVILLE, CONNECTICUT 


‘n resistance to corrosion; the ad- 
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‘Tops 


IN QUALITY! 


“Since 1857" Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offers the most complete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 


Write for your free copy 
of the Klein Pocket Tool 


Guide today! 
DISTRIBUTED 


THROUGH 
JOBBERS 


Foreign Distributor: 
International Stand- 
ard Electric Corp., 
New York 


wr LE INS 





BELMONT AVE CHICAGO 18 ILL 











that respect, is aimost infinitesti- 
mal, not enough to offset the su 
periority of bronze in strength 
and rigidity 

Rigidity, by the way, is an im 
portant attribute to look for in any 
window screening. Stiff, rigid 
screening handles better in the 
wiring of window, door and porch 
screen frames: it cuts straight and 
true without an) 
knife or 
through adjacent wire 
lie straight, with the wires in per 
fect alignment with the frame 

Stiff wire screening will hold 
its shape when cut to even the 
smallest dimensions, with or with 
out the selvege left on, It can be 
tacked into screen frames without 
any bulky “hem” or necessity of 
folding it back upon itself for tack 
ing. And rigid metal screening will 


jumping of th 
back and forth 
and it will 


shea! 


stretch out perfectly flat, free 
from wrinkling or “puckering 
when it is tacked into a wooden 
frame 


Cladded Aluminum Screening 


Due to a wealth of practical ex 
perience with aluminum alloys in 
the aeroplane field during the war 
plus extensive laboratory research, 
concentrated directly on insect wire 
type of aluminum 
being marketed 
which is radically different from 
the old pre-war product 

This new 
from what is known as 56S cladded 
cladded 1 
where the 


screening, a 
screening 1s now 


screening is woven 
aluminum 
meant a type ofl 
core 15 composed of one set of ele 
for strength and 


wire. By 
wire 


ments, designed 
ductility (satisfactory weaving and 
wearing qualities), and an outside 
coating of somewhat different 
chemical analysis, designed to pro- 
tect the from deterioration 
ipon exposure to the weather 
The cladding is not perceptible 
to the naked eye not, in other 
wire visually composed 


core 


words, a 
of two 

cladding 
and around the billet before it is 
formed into rods and then drawn 
into wire; that perfects a bond be 
two segments which |! 


separate sections The 


element is poured over 


tween the 
so Close that it would take a pow 
That 


success and 


erful microscope to detect it 
secret of the 
which 


is the 
popularity 
luminum screening enjoys over the 
old solid-wire product 

Cladded aluminum 
screening is a commercially stand 
ard item. Mesh sizes and 
are the same as for bronze and 
galvanized, but the standard wire 


present-day a- 


insect wire 


widths 








CONSUMERS 
SPACKLING COMPOUND 


FOR REPAIRING 
HAIR-LINE CRACKS, HOLES 
IN PLASTERED SURFACES 


For pre-painting preparation—the 
“crack-proof” plaster 





smooth way to 
walls, seal open joints ond cracks in 
woodwork, fill nail and screw holes, 
smooth rough wallboard, cover checks 
and knots in wood. Can be sand- 
papered to velvet finish. Will not shrink 
or fall out. Available in 1, 5 Ib. cans; 
100 Ib. drums; 300 Ib. drums. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


iS1S N HADLEY ST $7. LOUIS 6. MO 








aluminum jis .013 
instead of .011”. To withstand the 
tension and whipping action in- 
weaving operations, a 
heavier wire must be used for 
cladded aluminum screening 

In the comparatively short space 


diameter for 


volved in 


since the close of 
cladded 
climbed 
where it is practically 
n popular 


of six years 
World War II, the 


screening has 


ale of 
aluminum 
to a point 
on a par 

acceptance 


with bronze 


Other Kinds of Insect Wire 
Screening 


Monel wire screening, which for 
merly enjoyed wide popularity a- 
long the Atlantic Seaboard, is no 
considered efficient and is 
off the market for use 
n the Continental United States 
Considerable quantities of monel 
however, are still being 
the Hawaiian 


longer 
practically 


screening 
made and shipped to 
Islands 

Extensive experimental work is 
being done on insect wire screen- 
ing made of various newly popular 
metals and such, for ex- 
ample, as titanium screening, but 
none of them has yet reached a 
commercial marketing stage 

(Mr 


this series will appear 


allovs 


second article in 


in May.) 


Bacon's 
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Increased Sales 
(Continued from page 93) 


Approximately 60 percent of his 
sales, exclusive of Saturday, are 
made to home-owning housewives 
many of whom have minor house 
repair problem Martin usually 
has a solution, and his advice has 
helped win the confidence of a 
large number of such customers 

Set back from the highway 
about 50 feet, Martin's store offers 
a spacious parking area in front. A 
75-foot strand of colored electric 
lights drape over the entrance to 
the parking area and approach to 
the store. These are visible to 
motorists approaching from either 
direction, at a distance of several 
hundred feet. The full-length plate 
glass windows carry special mes 
ages, painted in bold lette: 

About 50 motorists stop each 
day to purchase merchandise, Mar- 
tin said. Some of these are tran 
sients from neighboring counties 
who find city parking difficult 

What Martin enthusiastically 
calls the “traftic counter” is a 
flat-top table, 16 feet long. three 
feet wide with shelves under 
neath Small merchandise i 
grouped on its top. Though he 
originally planned glass separators 
for the table top, the fast move 


ment of tock and the care with 


which customers replace items to 
their proper group has led him to 
abandon the partition idea. He at 
tributes the exceptional sales from 
the traffic counter to its unique 
roomy, grouped display, and it 
closeness to the service counter 

In designing other display 
land he held the top shelf below 
eye level, to bring the merchan 
dise closer to the customer and to 
provide an unobstructed view of 
the entire store 


+ 


Selling Spinning Tackle 
(Continued from page 95) 


A spinning outfit may be ob- 
tained for as little as $25 at retail 
But the average price of an ade- 
quate outfit consisting of rod, reel, 
lines and lures is approximately 
$50 

It doesn’t make sense to sell a 
cheap combination that will soon 
backfire on the dealer when a 
good, complete set can be moved 
for the same price as a good fly 
or bait outfit. There is more prof- 
it for the dealer in the better e- 
quipment The dollar sale and 





Sell the Spiral 
crew Driver. 


that's enclosed... 
for long life, safety 





boost hand tool department 
profits with this Greenlee 
high-quality tool 


Here's the Spiral Screw Driver that immediately 


takes the customer's eve. It's easy for him 
to see how well he's protected fingers can't 
get pinched when working with this fine 
tool. And since it is enclosed it stays dirt a 
grit free for long vears of good service. A gla 
at the Greencee Enclosed Spring R 


Spiral Screw Driver also tells that it is of hig 


quality through and through. All parts are 
made to stand up under hard use inside and 
outside sleeves and nose of stainless stecl, 


drive nuts of phosphor bronze, other parts of 

high strength aluminum and st Hard 

Wear handle of attractive, durab 
plastic Made in small and medium siz 

individually packed with three sizes of 

bits in handsome package. Get complete 

details on this sales-maker now. 


= | 
GREENLEE 





STOCKED BY LEADING WHOLESALERS 
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GREENLEE TOOL CO., 1824 HERBERT AVE., ROCKFORD, ILLINOIS 
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Keep after 
this brand 










with its little 
“trade” man 





> 


, 4 
famous to 
so many people 





They're worth waiting for! (Though 
today’s shortages have made them 
scarce, the situation is improving.) 
Keep identifying your store (with the 
popular, practical Bassick display) as 
headquarters for Bassick ‘“Diamond- 
Arrow” and “Diamond-Dart” casters 
and rubber cushion 
glides. First in cus- 
tomer preference 
and satisfaction. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 
ville, Ont. 













margin is greater and the customer 
will be better satisfied in the long 
run. 

A spinning ree! cannot backlash 
simply because its spool is fixed 
This no backlash feature is one 
of the big reasons for the sensa- 
tional growth of spinning. It is 
claiming the beginners and novices 
for this reason. It is enlisting the 


top-notch bait casters who have 
struggled with only fair success 
to use “% and 5/16-ounce lures 


with longer rods and lighter lines 
It is a sure-fire method of catch- 
ing fish that answers the problem 


of any angler who doesn’t have 
the time to become a good fly or 
bait caster. This makes any fish- 
ermen novice or expert -~a can- 


didate for a complete spinning out- 
fit. 

The average spinning outfit for 
Southern fresh waters should con- 
sist of a 64%2- or 7-foot medium to 
light action rod, a reel with 
an extra spool, 2 spools of line (4 
and 6 or 8-lb. test), snap swivels 
plastic keels, at least six lures, a 
plastic bubble use in casting 
the smallest dry flies and popping 
bugs, a % or “% snap-on casting 
weight for use in casting stream- 
er flies, bucktails and other un- 
der-water fly-rod lures 

Yes, with simple improvising, 
pin-fishermen may _ successfully 
use lures from No. 20 dry flies to 
‘ and even ‘e-ounce’ casting 
baits. Thus, it is the most versa- 
tile of all fishing rigs. It actually 
is the most effective way of catch- 


for 


wigglers. It is 
creek 


big- 


ing panfish or red 
useful for offering 


large 


just as 
chubs or shiners to 
mouth bass 

This newly-found fun for fisher- 
still below its peak. This 
and summet! will be 
fishermen than ever before 
continually growing per- 
of them will be equipped 
with a deadly “coffee-grinder”™ 
that knows no mistakes 


men is 
spring there 
more 

and a 


centage 


oa 


Potted Plants 


(Continued from page 100) 


women shoppers in the store has 
increased month by month 

When Goodman purchased the 
already-established hardware busi- 
ago, he began 
effort to at 
tract more women customers into 
the First, he installed a 
complete dinnerware department 
ranging from 


tock 


two years 
a concerted 


ness 
making 


tore 


featuring choice 


low-price sets to fine open 





NEW MAGIC non Bilt 
_f ’ 7 tatty 
aN 


Brass and 
SPARKLING ppt Du] 


Stainless Steel 
Cookware— 

BRIGHT EX 0 
IN . 





SECOND! 


wiPt OW RINSE Orr 


WIPE ON AND | 


RINSE OFF! f 
No Rubbing—No Scrubbing 


Seal of Approvel— 
U. S. Testing Co 


MONEY-BACK GUARANTEE 
ON EVERY BOTTLE 


89°. COPPER BRITE, INC. 


$] 49 FULL 
ove PINT 1109 N. Poinsettia Place 
FAIR TRADED Los Angeles 46, Calif 








china and glassware. Then, he 
converted a former farm tool dis- 
play fixture into a “housewares 
and kitchen gadget section,” com- 
plete with shiny copper, alumin- 
and stainless steel cook- 
Also, he set up a large 


umware 


ing ware 
toy department, to attract moth- 
ers 

While each of these changes 


helped to increase the number of 
women coming into the store, not 
one, or even the combination, was 
effective enough to get the desired 
results. After many such experi 
ments, Goodman decided upon the 
potted plant department, after 
talking with a local nurseryman 
and several local customers 

The results have been highly 
satisfactory, he said, and in addi- 
tion to showing a consistent profit 
in itself, the potted plant depart- 
ment continues to bring in women 
shoppers 


* 
Garden Shop 
(Continued from page 100) 


ample of her soil or the diseased 
plant. We make effort to 
find the cause of her We 


every 
troubles 
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want her to garaen as successfully 
as she had hoped to. Furthermore, 
we want her to feel that we stand 
behind every sale that we make. If 
she doesn’t get results, she has a 
right to come to us and find out 
why.” 

Rockville Supply Co. offers a 
large supply of bushes, evergreens 
and trees suited to this area, and 
it will send its own nurseryman 
to help a customer plant them 

“We ourselves make an effort 
to keep abreast of developments 
by reading garden magazines and 
stocking up on effective new prod- 
ucts that we are likely to have a 
call for,” Veirs said, “for one of 
the magazine-reading gardeners 
will come in and ask for that par 
ticular kind of seed or fertilizer or 
spray. These people want quality 
products that are supported by na 
tional names. And if they have 
read that a certain grass seed will 
give them better lawns, that is the 


seed they will ask for—and no 
other.” 
A supply of hand and power 


garden tools, such as rakes, garden 
cultivators, onion hoes, spades 
garden tractors, lawn mowers, etc. 
are stocked, and assistance is given 
the customer on what tool she will 
need. Throughout the summer 
there is a good, steady sale of gar 
den hose 

Garden supply sales promote 
sales in other departments also 
Veirs pointed out. “Many of these 
people who raise their own vege- 
tables now put them up for year- 
round use in home freezers, and 
they call on us for pressure cook 
ers, pots and pans, glass jars, 
paraffin and other needs for can- 
ning and preserving.” A 20 per 
cent increase in other departments 
might be attributed to garden sup- 
ply customers, he pointed out 

Throughout the gardening sea- 
son, this successful garden shop 
maintains a $2,500 stock of garden 
supplies 


oO 


Leading Volume Line 
(Continued from page 104) 


requires a life preserver where 
fishermen use boats. Life pre- 
servers at most large lakes can be 
rented for 25 cents. Good ones can 
be bought for less than $5 at the 
store. By pointing out the ease in 
which a life preserver can pay for 
itself, Doerr ha increased hi 
sales 


In fact, he has continued to in 


SOUTHERN HARDWARE for APRIL, 


Cash in on the 


BIG MARKET for 





TM 





i 





1952 








LOCK UNK CHaIn 






COMPLETE LINE NATIONALLY ADVERTISED 


T™< means big chain sales the country over. That's because 


distributors have a Complete Line 


everything from sash chain 


to 1%4" TM Alloy Steel Chain, plus a full selection of chain 


attachments. The big TM Line 


is nationally advertised. Hard- 


hitting ads pave the way to volume sales for you. This effective 


program is backed by a highly trained factory sales force 


ready to help you and your organization with any chain prob- 


lems your customers may present. Investigate your profit 


opportunities with this established line of TM Quality Chain, 


Send coupon today for details. 


S. G. TAYLOR CHAIN COMPANY, Hammond, Indiana 


Tarson Mane 





SOSH EEE 
. 

S.G. TAYLOR CHAIN COMPANY 7 
Department 25, Hammond, Indiana . 
Rush details on Complete Line of TM Chain. © 
. 

. 
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- 

Address . 
. 
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nail holding 
hammers 





Made of the finest materials. 
Clear hickory Never-Slip-Grip y/ 
handle specially designed for 
comfortable effortless nailing. 

For more hammer sales order 
some Cheney Nail Holding Ham- 
mers from your jobber—now. 


werner CHENE 
gretee const ww 8.8 8 


Soles Representatives 





HAMMER 
core 
* 


Y 
JOWN GRAHAMECO Inc New York. N 


SANFORD BROTHERS Chattencoge Tenn 








ineert heed of Oriwe nal where de 
T slot « with claw end of 


ee ee 
hammer fece a6 wiwel 








crease his sporting goods sales 
each year I checked my pur- 
chases for 1951 the other day, 
Doerr explains, “and was sur- 
prised to see how much I had 
bought and sold. If someone had 
told me that I had bought that 
much, I wouldn't have believed 
him 

In the hunting line, he stocks 


For his regular 
Federal 


well known brands 

supplies 
stamps. Doerr likes 
week-end duck 


past season he 


customers, he 
duck hunting 
to get away for 
hunts himself. Thi 


made six trips during the first 
month 
He fishes and hunts a lot with 


his family and also with his clerk 
Willard Haynes, who has been 
with him four years and who does 


a good job of selling, too. Doert 


and Haynes usually hunt or fish 
once a week 

One of Doerr’s favorite fish 
tories involves Haynes. And he 
maintains its true 


“We were fishing in Cold Creek 


one day,” Doerr recalls. “Our par- 
ty caught the limit in crappie, then 
decided to fish for bass. In less 
than 30 minutes, within a boat's 
length, we caught 30 bass, weigh- 


ing about two pounds apiece. We 
couldn't string them fast enough 
just tossed them into the boat 
Finally, I had them all on the line 
and put the line over the side of 
the boat. The line broke and all 
the fish went to the bottom 

My daughter cried, ‘Now, no 
one will ever believe us when we 
tell about this!’ With that, Haynes 
jumped into the water—it wa 
over his head—and went down for 


the fish. He brought the line up 


and it still had 29 bass on it. Only 
one had slipped off 
I believe if I fished for a 


hundred years, I'd never have such 
luck again.’ 

One of Doerr best 
mounted and prominently dis- 
played in his fishing tackle de- 


catches is 


partment. He quickly explains 
that the mounted bass isn't a 
record. But it is an eye-opener 


a seven-pounder taken from Sardis 
Lake in Mississippi 


Doerr has always been sports- 
minded. However, his sporting 
goods and hardware business de- 


veloped from a sideline. He had 
been with the appliance service de 
partment of the Memphis branch 
of Sears, Roebuck and Co. for nin« 
vears when he opened a radio re 


pair store in 1945. After buying hi 


building, Doerr found he couldn't 
fill it up with radio parts and 
equipment. So he took on some 





the 
SALAD BOWLS 
EXPERTS USE 





FIVE complete distinctive lines to 
enthuse all classes of trade. Bowls 
finish— 


choicest 


in the exclusive Parrish 
the finest made — in 
woods; also popular priced lines 
of beautiful quality for home and 
professional use. Complete lines of 
woodenware backed by more than 
half a crafts 
manship. 


century of wood 


Write for illustrated folder and 
price list that shows the way to 
sales and profits. 


J. SHEPHERD PARRISH CO. 


205 W. Wacker Drive Chicago 6, Ill. 








hardware and sporting goods. This 
has developed into the main part 
of his business, although the radio 
service still is important 

Its sort of like fishing for 
crappie coming up with a 
surprisingly big bass 


and 





CONVENTION DATES 





Alabama Retail Hardware As- 
sociation, annual convention 
and trade show, March 30- 
April 1, 1952. Headquarters, 
Hotel Whitley, Montgomery, 
Ala. Secretary, Mrs. Euna G 
Ramsey, Room 203, 1926 - 4th 
Ave., Birmingham, Alabama. 


Hardware Association of the 
Carolinas, annual convention, 
June 9-11, 1952. Headquarters, 
Hotel Charlotte, Charlotte, N. 
C. Secretary, Mrs. Sally C. Mas- 
ten, 118% E. 4th St., Charlotte 


2, N. C. 

Florida Retail Hardware Asso- 
ciation and Georgia Retail 
Hardware Association, annual 
joint convention, May 19-21, 


1952. Headquarters, Geo. Wash- 
ington Hotel, Jacksonville, Fla. 
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PERMANENT- MOLD 
CASTINGS 





. » THE STRONGEST NAME IN 


ROTARY POWER MOWERS 


Lazy Boy's permanent-mold cast- 
ings are FIVE TIMES STRONGER 
than ordinary castings, and per 








Average casting 
Ve" thick 


fectly balanced for easy mowing 
Gasoline or electric models, all 
trimmer type to save work, with 
famous make engines. ball]-bear 
ing wheels, and all-around 
safety design. STOCKED AND 
| lozy Boy casting 
Va" thick SOLD BY BETTER HARDWARE 
JOBBERS 





For name of jobber nearest 
you, write today to Dept. $ 





3907 BROADWAY 
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& RANCH, Ine. 


KANSAS CITY, MO > 





KIDS Go FOR 


Draper- Maynard 
“LITTLE LEAGUE 


BASEBALL EQUIPMENT 


Approved by Corl E. Stotz, President of ‘Little League 


*® TOPS in Quality, Design! & COMPLETE Line 


* BIG in Repeat Soles! . Sells “Team Market! 


DBM “tittle League” 
OFFICIAL BASEBALLS 


Little League” basebolls sell fast 
A sure-fire profit builder. 


DBM “tittle League” 
GLOVES AND MITTS 


Famous for quality—over 100 years! 
Priced right—styled right . . . means 
quick turnover, steady volume. 


DBM “tittle League” 
BASEBALL EQUIPMENT 
Professional style, designed for 
Little League performance. 

Order the complete DRAPER-MAYNARD line 


from your Wholesale Distributor right 
Owoay. 





THE DRAPER-MAYNARD (O., 4861 Spring Grove Avenue, Cincinncti 32, Ohie 
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Secretary, W. W. Howeli, Box 
183, Waycross, Georgia. 


Louisiana Retai] Hardware As- 
sociation, annual convention, 
April 20-22, 1952. New Orleans, 
La. Secretary, David O. Mans- 
field, Box 1696, Jackson, Mis- 
sissippi. 


Mississippi Retail Hardware 
Association, annual convention, 
June 15-17, 1952. Headquarters, 
Buena Vista Hotel, Biloxi, Miss 
Secretary, David O. Mansfield, 
Box 1696, Jackson, Mississippi 


Southern Wholesale Hardware 
Association and American 
Hardware Manufacturers Asso- 
ciation, annual! joint convention, 
Palm Beach, Florida, April 6 
10, 1952. Headquarters, Palm 
Beach Biltmore. T. W. Mc- 
Allister, 814 Metcalf Bldg., Or 
lando, Fla., managing director, 
SWHA. A. L. Faubel, 342 Madi- 
son Ave., New York 17, New 
York, secretary, AHMA 








: . WHOLESALER 
You triple your chances of making a sale when you stock all 


three Cortland Insect Wire Screenings. Homeowners prefer To 
Cortland Brand because it comes in three popular price ranges NEW S) 
... Gives years of service and insures a better screening job. 





Cortland Brand Wire Screening is fine for windows, doors, (Continued from page 76) 
porches and breezeways . . . has been a favorite screening for 

over 75 years. It meets U. S. Department of Commerce Na- Ellis Harrington Joins 
tional Bureau of Standards’ specifications. In 18 x 14 mesh, Sheffield Clark & Ce. . 


24” to 48” widths, 100 linear foot rolls. Extra wide widths 
also available. 

Because of material shortages, you ma 
immediate delivery on all types of t 
Screening. However, place your order now . 
your jobber as quickly as we can. 


ELLIS HARRINGTON has joined the 
not be able to get sales organization of Sheffield 
ortland Brand Wire Clark & Co., well-known manu- 
. we'll supply facturers’ representatives selling 
to the wholesale hardware trade, 
with headquarters in Nashville, 





GRAY-WICK Popular, all-purpose wire Tenn. He will make his head- 
screening. Doubly protected against corrosion by electro-zinc quarters in New Orleans and 
galvanizing and “‘glare-proofed'’, enameled finish. his territory will include Lou- 

isiana, Arkansas, Mississippi, and 

BRONZE Rust-resistant. Unaffected by parts of South Alabama and Flor- 
weather, salt air, acids, gases. Stronger, longer-lasting than ida 


copper screening. Bright or dark bronze 


“antique” finish. PREE MERCHANDISING KIT! 





ALUMINUM Won't 
rust or stain because it's made of 
aluminum clad wire. Strong and dur- 
able. Weighs less than half as much Contains colorful folders and 
as steel insect wire screening. streamers to identify your store as 

Wire Screening Headquarters. Also 
Poultry Netting, Nail and Brad 
window streamers. Send for your 
kit today! 


NAILS & BRADS * HARDWARE CLOTH 


_— POULTRY NETTING 


WB 
WICKWIRE BROTHERS, INC. 





CORTLAND, N. Y. 





Ellis Harrington 
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Old Hi Says 





when you're selling tackle 


a Tackle Salesman 
can net you most 





Your H-I man sells fishing tackle, and nothing else 
Tackle is not “just another line” for him-—it's his busi 
ness. Doesn't it make sense, then, to rely on him for 
selling advice, help in selection of the tackle that sells 
best in your area, and for display and merchandising 
ideas ? 


He has sound backing, too. He can show you the larg- 
est line of fishing tackle in the world— 29,000 items 
that include tackle for every fisherman and every kind 
of fishing. He—and you—are backed by the industry's 
outstanding national advertising ...a tie-in merchan 
dising program that's easy, economical and effective. 


Let your H-| man—and the value-packed H-! line— 
build your tackle volume this year. See him soon—or 


write us direct for his name. 


<S 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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Light 
BUILDERS 
HARDWARE 


} 
' 


a, GRIFFIN 


For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware .. . 

quality produced by 

Griffin. 





ay 


5 
Piswery DOOR NEEDS THREE! 


—( | RIFFIN- 


CManufacturing Company 


ERIE + PENNSYLVANIA 
THE 8. S$. ALDER COMPANY 
45 Werren Street 
New York 7, N.Y 
HARVEY D. RUSH & SONS WALTER S. JOHNSON A SONS § ££. H. FARRAR 
4638 Nichols Port woy 917 St. Chortes / venue 6637 Gell Drive 
Kenses City, Missouri Atiente, Georgia Doties 5, Texes 








WILBUR H. DAVIS 4. C. GLOVER CHARLES L. LEWIS 
1639 W. Forge Avenue 2611 Gerrison Bivd 1355 Merket Street 
Chicoge 26, Iilinois Bolt:more 16, Merylend Sen Francisco 3, Coif 
GEORGE A. GREGG ROY |. ROGERS ®. F. Severs 
17134-6 Wyoming Avenve 1620 Gerfleid Street 4524 East 60th Street 
Detroit 21, Michigen Denver 6, Colorado Seottie, Washington 
AUSTIN & EDDY INC WwW. C. MEIBAUM & CO t. G. PULLER, 2 


115 Brood Street 
Boston, Massachusetts 


6954 Olectho Avenve 644 Wellington Rood 


St. Lowis 9, Missouri Jochson 6, Mississippi 
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HOLD-E-ZEE 


The Original 
Automatic Grip 


SCREWDRIVERS 


easy because Hold-E-Zees 
hand- 


un- 


have everything 
ground bits, insulating 
breakable handles 


vanadium blades, the famous 


chrome- 


Gripper yet retail for no 


more than ordinary screwdriv- 


ers. Take these ready profits! 


MODELS FOR 
ALL TYPE 
SCREWS 


ORDER THRU YOUR JOBBER 
POINT-OF-SALE 


Se DISPLAYS 
WIN 4-COLORS 











INDUSTRY NEWS 





(Continued from page 74) 


he was operating three factories, 
one at North Easton, one at Bain- 
tree, and one at West Bridgewater. 


Today O. Ames Co. has two 
plants in Parkersburg and one in 
North Easton, as well as five 


handle plants located in West Vir- 
Pennsylvania, and Indiana. 


Inia 


o 


Howard Mull, Warren 
Tool Executive, Dies . 


HOWARD MULL, vice president :n 
charge of sales, Warren Tool Corp., 
Warren, Ohio, suffered a fatal 
heart attack on December 22. He 
was 63 vears of age and had been 
with the Warren Tool 
30 years 


associated 
Corp. for 





Howard Mull 


From 1920-1922, Mr. Mull 
manager of the railroad depart- 
ments of the Reliance Manufactur- 
ing Co. and the Warren Tool & 
Forge Co. In 1922 he left the Re- 
firm to devote his time ex- 
the Warren Tool & 
Forge Co. as vice president in 
of railroad sales. When the 
reorganized and became 
Mull 


was 


liance 
clusively to 


charge 
company 
the Warren Tool Corp., Mr 
erved as sales manager. 


* 


Jacobsen Begins Dealer 
Sales Training Clinies . 


On FEBRUARY 25, 1952, Jacobsen 
Mfg. Co., Racine, Wis., began the 
first training program for 
dealers in the history of the power 


sales 


mower industry. Attending the 11 | 
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Here's a 
clothesline \ 
pulley with real 
soles pull”. Its 

deep-grooved design, 
stoiniess steel axle, and 

Stanley quality construction assure 
years of trouble-free, noiseless service. 


— 















Toke the “sag” out of your 
sales with this popular 
Stonley “pull-tite” line clamp 
@ pull on the end of line 
tightens it. Ideal for 
tightening clotheslines, 
tennis and volley 
boll nets, or 
tent lines using 
No. 8 or 10 
cord. 


STANLEY 
Clothesline Hardware 


Stock these fast-moving wash-day 
favorites. Remember, customers 


know and buy Stanley quality. 


The Stenley Works, New Britain, Conn. 


[ STANLEY ] 


Reg. U.S. Pot. Off 
HARDWARE ® TOOLS ® ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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SOUTHERN | 


woop 


SCREWS 


(Slotted or Phillips Head) 


iq 


are your solution 


There’s plenty of wampum to be made in selling 
fastenings. But how can you be sure the line you 
handle satisfies your customers brings ‘em back 
for the repeat purchases that mean exfra profits! 


That’s where we come in! When you sell Southern 
screws, you're sure of complete customer satisfaction 


and repeat business. Here’s why. 


All Southern screws are absolutely, uniformly per 
tect. Our unique inspection routine guarantees that 
no faulty fastenings no chips or blanks can 
leave our plant. The rugged single-thread construc 
tion of Southern screws keeps them from twisting 
or breaking while being driven. They're quick 
starting, fast-driving, tight-fitting And they're 
made ot the very finest selected steel or brass wire 


” ” 


Sizes range from 4," No. 2 to 4” No. 20 in steel 
and 4” No. 16 in brass. Slotted or Phillips heads. 
Write today for our catalogue. 


FACTORY WAREHOUSES 


a r Street 


SOUTHERN 


SCREW COMPANY 
110 Rickert St 


Statesville, North Carolina 


> © © 6 @ 


+ 
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SS cS 


\ LEADERS 


I amiss wicks ore pre- 
ferred by more deal- 
ers in America then 
any other brond. They 
are the choice of cus- 
tomers everywhere be- 
cause of their superior 
quolity and depend- 
able service. 


ee a ae 


GLASWIK The leader in 
reputation and distribution. 
The original spun gless wick 
and the only wick thet is free 
of wire. Outlasts several! ordi 
nary wicks 


FLAMEMASTER America's 
leading asbestos wick. Woven 
of wire reinforced high grade 
\ asbestos yarn 


Me ee ee 
































BESWIK A woven asbestos 
wick thet gives long depend- 
able service. Economical in 
price but equal in quality to 
other wicks. Attractive dis- 
play cartons make « favor 
able impression on customers 


TOP NOTCH Perfectly woven 
of highest quality cotton fitted 
into a metal carrier. Fits Perfec 
tion, Miller, Nesco and other 
cook stoves and room heaters 
A good “repeater.” 





FASTHEAT “Accordion fold” 
construction makes FASTHEAT oa 
universal wick fits any stand 
ard range burner. It is « fast 
seller and strong repeater 


WRITE FOR COMPLETE 
DESCRIPTIVE LITERATURE 


ROOM 503, 
GENERAL OFFICES 


ATLAS: 
ASBESTOS [im 
COMPANY B= 
NORTH WALES, PA. 


30 YEARS OF PROGRESS IN ASBESTOS TEXTILES 
NN SS SSS 8 98'S 8 8D 


Cee eh hehe eM a eh heh 
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hand him 


CHANNELLOCK 
and hell Buy ! 


CHAMPION 
DEARMENT 








For Chaennellock 
or sold 
hannellock pliers have been known for years 


And who wouldn't? 
liers are the finest to be bought 


as a highest quality tool made by Champion 
DeArment, long recognized as synonomous 
with quality and craftemanship 
Check the features Longer Wearing, 
Closely Spaced Adjustments, No Wear on the 
Joint Bolt, Self Cleaning these plus the skill 
and experience of more then 65 years make 
Channellock Pliers outstanding 
When your customer relies on your judg- 
mont you can recommend Channellock pliers 
proudly. Hand him Channellock and he'll buy 
nd remember, Champion DeAr- 
ment makes Channellock. Send for Catalog 


DS today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pe. 
Channelioch piers are listed in the 
Yellow Pages of most Telephone 
Oirectores under Tools 
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meetings held on that date were 
137 dealers and their salespeople 

Each night, until April 24, the 
program will be repeated and as 
of February 26, over 360 
clinics had been definitely 
uled, indicating that over 
people would learn to sell 
power mowers, it was announced 

The clinics are nationwide and 
are designed to help dealers or 
forceful power mower 


sales 
sched- 
8,000 
more 


ganize a 


selling program and to build ef- 
fective garden products display 
around Jacobsen mowers 

¢ 


Wood Appoints Peabedy 
Assistant Sales Manager 


THE Woop SHOVEL and Tool Co., 
Piqua, Ohio, has announced the re- 
cent appointment of William D 
Peabody as assistant manager of 
sales 

Mr. Peabody has covered sev- 
eral midwest states for The Wood 
Shovel and Tool Co. since July, 
1949, serving hardware and indus- 
trial wholesale accounts. He will 
continue to contact the trade, as 
well as assume his new duties, in 
the Piqua office 





William D. Peabody 


Prior to his association with 
Wood, Mr. Peabody was for four 
years sales manager of The Anchor 
Manufacturing Co. of Piqua 


o 


Fishing & Hunting Div. 
Te Hold Chicage Session 


THE FISHING AND HUNTING Divi- 
sion of the National Hardware 
Show will hold a Chicago Session, 
August 4-7, at the Chicago Coli- 
seum, according to Frank Yeager 
managing director of the Show 
A nationwide survey of the fishing 
and hunting industry helped deter- 
mine the time and place for the 
second Trade Show, he said 

The seventh National Hardware 





Nail Down 


METAL WARE 


ELECTRIC LANTERNS 


SAFEWAY 


Travelite 
No. 958 












Beams! Twin Switches ~ 
Red flasher cau 

nons trafic, while 
side spot beam 
provides pow 

erful service 
lhaht. Pivor 
Base 
























Focal adjust 
ment. Throws 
powerful spot-beam 
or floodhght by curn 
ing lenshead 

- Pivot base — 
(ia light stays ‘put 
f at ANY angle 
Plastic handle 






7 Turn night 
inco day’ Twin 
lights — extra 
brilliant side 
hieht with top 
flaod light 
Pivot base 


- 


spots light 
ip of down 


$4.50 


Meet the great Form, Sports, and Moter- 
ing demand for Electric Lanterns with 
these three EMPIRE styles. Nationally 
Advertised, this populor trio will keep 
your stock rolling—your profits growing. 


The METAL WARE Corp. 


Two Rivers, Wisconsin 
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MECHANICS’ TOOLS and 
HARDWARE SPECIALTIES 


Tools’ that your customers will purchase. Order 
today from your jobber, or write for catalog. 


» CULTIVATOR 
—— No. 270 
: Reinforced tines 





Also furnished in long 
handie, 35 ong 


(Ne. 270-4-H.) 


No. 215 
GARDEN 
TROWEL 
6" Blade 


Biade made of |6 ga. bright cold-rolled stee!. Malieable iron shank 





fastened to blade with extra strong rivets. Part of biade is enameled 


bronze Polished hardwood handle 


te . DIBBLE No. 218 
Wood handie smoothly sended 
Finely shellacked finish Polished 
ron point 


GUARANTEED «+ SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS—NEWARK 3, N. J. 














TOUGH TRANSPARENT PLASTIC 
TAKES THE PLACE OF GLASS 


= - 
STORM WINDOWS 
STORM DOORS 


> new material stands 


up under ony wear and tear—in any 
weather. Clear as glass! Easy to install. 
Saves user many dollars. Priced right for 


|S greater volume. Excellent profit margin. 
x " ~~ 
= > 























New merchandising display moves it fast. 
Write for details. 


SEE THESE OTHER WEATHER-TESTED 
woresns WINDOW and DOOR MATERIALS 





™ 
—, 











GLAZ-SCREEN NU-V-GLASS GLAZ-FABRIK 
Heavily reinforced bright No gum, resin, won oF Has BO threads per square 
gclvonized wire em- poroffin used in manvfac inch. Cure impregnoted 
bedded in dwable plastic ture. Reinforced with over with speciol weother re 
Thousands of uses. Highly 16 miles of tough cotton sistont formula The morket 
competitive price. Ask cord in every 100 yord for Gloz-Fobrik is growing 
ebout the profit opportun: roll. Here's the fostest-mov by leops ond bounds. Be 
ties of fost-selling Gioz ing glass substitute ma sure to write for free 


Screen. Write todey! terial on the morket catalog sheet 


SEND FOR FREE CATALOG SHEETS WHICH GIVE 
FULL INFORMATION and PRICES 


SOL-O-LITE MANUFACTURING CO. 
4305-B West North Avenue «+ Chicago 39, Ill. 
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INCREASE 
HAND SAW PROFITS 


with Rockwell/ 
















\—~ MUMBER 33: 
26" straigh beck, four gouge 
teper ground, two stroke bevel 
filed, hondie—beech, full 
carved mahogany stomed, four 
nxkel piloted screws and medo! 
bon piom finah med off Avail 
able 5\%4-8-10 pt. Pocked 
“ dozen to o corton. 













MUMBER 22: 

26” streigh beck, 

two gouge toper ground, 

one stroke bevel filed, handle 

—beech, mohogony stoned, 

@rip corved only, three natel 

piloted screws and medaliion 
plein finsh, med off Avail 

able 54-8-10 pt. Pocked 

dozen to o corton 


\ 7 


















BIGGEST 


SELLER EVER! 
Rockwell “Gem” 
Blued Steel Finish, 26’; 
8 point, 4 gauge 
taper ground. 


Only $38 























< NUMBER 11: 


26° straight beck 
fiat ground, stroigh filed 
hoandie—beech, mahogony 
steimed, no corving, three ncke! 
plated screws and medoliion 
in finash, no luming off Avoil 
eble 5\%4-8-10 pt. Pocked 
twelve to o master carton 







Xt Finer in Appearance > Superior in Quality 
= Cusening ny fe Pformance 





Rockwell Tools, Inc. 


FORMERLY ONLEN.BISHOP MANUFACTURING COMPANY 
Subsidiory of ROCKWELL MANUFACTURING COMPANY 
1314 KINNEAR ROAD, COLUMBUS 12, OHIO 


99 yeas OF FINE QUALITY SAW MAKING 
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Ask For Them By Nome 


Bolts... Nuts... Rivets 
... Screws~have provided 
their users with the same 
dependable uniform quality 
and accuracy of finish for almost 
a Century. 


For Greater Security... 
Fasten Fast with Clark Fasteners 


CLARK Pros Rout Cp 


MILLDALE, CONN. 
BOLTS +- NUTS 
RIVETS - SCREWS 


Get Them From Your Local 
Jobber or Distributor 


























Select any 3 of these 4 Lively 


GZD Electric CHAIN SAWS 


Selling from $99.50 to $130.00 
Model 116120 — De Luxe Hond 


Chain Saw 12 inch capacity 
Model 11812 
Chain Saw 12-inch capacity 


Model 1612 


sow of itekind. Weighs only I! Ibs 






Standard Mand 





Newest 


Model 11E18 


The smallest chain 
n the Moll Line 


with 18-inch 





cutting capacity thet con sow t 


mber twies 
List Price $130.00 





ite length 


Get this big . JT 
Window Display Kit Bg ih 
—plus printed matter wil 


4.pound MAII 
¥ 

wt down 36-inch 
diameter TREE 


& newspaper mats ~ yO 


WERE ARE YOUR 
LIVE PROSPECTS: 


This ‘Deal’ Sets You Up As An AUTHORIZED 
MALL Electric Chain Saw Dealer 


Formers Home & Estote 

Owners Resort Owners — 
Almost onyone entering your store is a ‘‘hot’’ prospect for an easy-to 

Tree Surgeons Arborist: — opercte, oll-cround useful MALL Electric Chain Sow. Pocked with power 

Builders Heating, Plumb and stoming — instant response to a flick of the trigger switch. Models 
' ctl i eed 

Sem, Glecteten? ond Gontene ‘© exoctly meet every cutting n 

tion Contractors Munici ORDER 3 — choice of models — one for window display, one for inside 
display, another for stock. At your nearest Mall Branch — or direct from 


polities, Pork Boards, etc 
the factory 


MALL TOOL COMPANY 7714s. chicogo Ave. © Chicago 19, Illinois 


40 Factory-Owned Werehouses, Coast to Coast, To Serve Our © s and Th ds of Dealers 
PROFIT THROUGH MALL DIRECT FACTORY-DEALER DISTRIBUTION PLAN 
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Show scheduled for October 6-10, 
to be held in the Grand Central 
Palace, New York City, is now well 
over 90 percent sold out for 1952 
A special package plan, with spe- 
cial price inducements to manu- 
facturers exhibiting in both the 
New York and Chicago Show, will 
be offered 


on 


J. E. Stone, Stanley 


Executive, Passes . 
JosePH E. STONE, retired vice 
president of The Stanley Works, 


New Britain, Conn., and a former 
New Britain city official, died 
February 4 after prolonged ill- 


He was 77 years old 


ness 





Joseph E. Stone 


In 1929, Mr. Stone was named 
a member of a committee ap- 
pointed by the U. S. Chamber of 
Commerce to choose members of 
the “Business Clinic.”” He served 
is president of the American 
Hardware Manufacturers Associa- 
tion in 1929 and was appointed to 
the Connecticut Interstate Com- 
merce Commission in 1935 


* 


Correction 


IN REPORTING the recent appoint- 
ment by Olin Industries, Inc., of 
general managers of its five new- 
ly created operating § divisions 
SOUTHERN HARDWARE errone- 
ously listed W. S. Allen as general 
manager of the Explosives Divi- 
sion 

Mr. Allen should have been 
identified as the general manager 
of the Electrical Division with 
headquarters at New Haven and 
with plants at New Haven and 
East Alton 

N. A. Hamilton is general man- 
ager of the Explosives Division 
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Buckew’ T AWN MOWERS 


The power mower market is still expanding; but buyers 





HAND LAWN MOWERS 





are more selective. Deulers know that demand is rapid- 


lightened by modern alioys, 
toughened by modern steels, 
improved in many woys, BUCK. 
EYE Hand Mowers continve to 
dominate the field by fine per 
formance and economical pric 
ing, just os they hove done for 
many yeors. 
eR 
profitable to handle. 
You can't offer your cus- Six wolking models, 20", 24” 
tomers better values end 28” single cut; 48° cut 
Five models, each with with troller units. Also rid 
many feotures, to fit ing models with wider cuts 
every type of lawn A line thet you con stock 
core. Be sure to ask 
for porticulars 
on the BUCKEYE 
Hand Mowers. 







plete confidence. 


Information 
on request 











so 


ly switching from mere engines, gadgets and glitter to 
an insistence on real performance. 


modern engines, moterials and design with 
plenty of practical lawn mower experience 
That is why dealers find them increasingly 


ond recommend with com 




















BUCKEYE Power Mowers satisfy customers LAWN 
and build reputation becouse they combine 4 


MOWERS 















PLEASE 
ADDAESS 
Dept. \m.55 


MANUFACTURING COMPANY 
SPRINGFIELD, OHIO 
Ae ee oe ee ee ee ee ee eY 








WANT TO TAKE THE LEAD 
~.—— CARRY THE LEADER! 


HALE 


Nationally advertised in 
The Saturday Evening 
Post and Good House- 
keeping a top- 
of-the-line quality 


WHALE 
CLOTHES LINE 
extra-tough, 
solid braided cot- 
ton, smooth, 
glazed and pliable. 


CAL YOUR JOBBER 

ABOUT THE COMPLETE 

SAMSON LUNE... 

All nationally advertised 

— Tite-Rope, the wire- 

centre, plastic-coated clothes 

line; Spot, Phoenix and 

Aetna sash cords; venetian 

blind, awning, marine cords. 
or 


write US for Free Samples 
and Complete Information. 


CORDAGE WORKS 
BOSTON 10, MASS 
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svor ANTI-RUST 


GUN CASE TREATMENT 


(You treat the case instead of the gun) 


@ No greasing before storage 4 oo 2 Fivid 
Ounces 


@ No wiping before use 


Guns, tools, etc., are clean and ready for instant use on removal 
from case. No time-consuming oiling required before re-storag@, 


Scientific Rust Proofing—A One Treatment Lasts One Year 
new and highly successful —Each bottle contains suffi- 


chemical preparation for cor- 
rosion-proof storage of guns, 
tools, instruments, fishing 
tackle, marine gear and steel 
products of all kinds. 


cient chemical to treat one gun 
case or an equal area for one 
year. Guns, tools, etc., may be 
removed from the case or box 
and replaced as often as de- 
sired during this period. 








Sure Shot is o rust inhibitor and arrester. Prevents further rusting when 
some rust is clready present. Mokes the gun case or tackle box the safest 
ploce for corrosion-resistant storage. 


MONEY BACK GUARANTEE 
@ Nationally advertised. 


@ Each carton of 12 botties is an attractive 
counter display. 


@ Standard discounts. 
Write for date and cotalog sheet. 


BAYPORT CHEMICAL CO. 


Dept. $.16 Linden Hills Station M polis 10, Min 
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Dazey Introduces New 
Vacuumatic Can Opener 


The Dazey Corp., St. Louis, Mo., 
makers of Dazey kitchen helps, has 


introduced the new No. 90 series 
vacuumatic can opener 
The removable, wall-type can 


opener, with its vacuum bracket at 
tachment, adheres firmly to any non 


é 


surface 





porous such as stainless 
teel, enameled metal, tile and plate 
means of a scientifically de 
vacuum cup. There are no 
drill, or bolts and screws 
mounting the new unit 


glass by 
signed 
holes to 
needed for 


= 


Montague Offers Fiber 
Glass Bait Casting Red 


A new variation on the fisherman's 
need for a bait casting rod will 
be offered in solid glass by Montague 
Rod & Reel Co. Montague Falls, 
Mass 

To sell for $4.95, the new rod ‘No. 
3G4) offers metal guides and tip top, 
cork forward grip, and precision en- 
gineering and workmanship. It is a- 
vailable in 3%, 4% and 5 ft. lengths 


° 


New Pyrex Skillet with 
Detachable Handle ... . 


The Consumer Products Division 
of Corning Glass Works, Corning, N 
Y., has introduced a 7-inch 
Pyrex brand skillet 
available a detach 
able metal 

The new 
doubles as 


new 
Flameware 
with or without 
holder 

skillet, which 
a shirred egg dish, com 
bines utility, streamlined styling, and 
ease of handling, and it is recom 
mended for fried or scrambled eggs 


also 
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omelettes, bacon, sausage, ham 
burgers, cubed steak and chops 

Designed for use in the oven also, 
the skillet is ideal for baking in 
dividual pies and cakes, tomatoes, or 
special dishes 

Feature of the skillet is the easily 
detached metal holder. By removing 
the skillet from the top of the stove 
or oven, and detaching the handle, 
the skillet becomes an attractive 
serving dish to take hot food from 
the stove to the table. Ease of clean 
ing, non-absorption of odors or 
flavors, and transparency are also 
featured 


* 


New D-M Spring and 
Summer Sports Catalog 


Draper-Maynard’s new spring and 
Summer catalog for 1952 now is 
available through wholesalers hand 
ling the Draper-Maynard line. The 
new catalog features “The Lucky Dog 
Kind” of spring sports equipment, in- 
cluding baseball, Little League soft 
ball, MacGregor golf balls, MacGreg- 
or tennis and badminton equipment, 
and miscellaneous items 


srrias 
ane 

SUMMER 
1os? > 





New Wheelbarrow Dispiay 
Offered by Animal Trap. . 


A new wheelbarrow counter dis- 
play for Trump garden tools has been 
announced by the Animal Trap Co. of 
America, Lititz, Penn. Measuring 12 
x 6 x 6 inches, the display is made 
of molded pulp and finished in four 
colors. The body of the wheelbarrow 
has raised lettering, and holes in 
the earth-like load hold each of the 
five Trump garden tools: cultivator, 
transplanter, trowel, weed cutter and 


fork 





meay 


display 
tools, to 
tools 


The Trump wheelbarrow 
is available free, without 
dealers selling Trump garden 
from their wholesalers 


° 


Stevens Introduces New 
Line and Surface Level . 


The E. A. Stevens Level Co., New- 
ton Falls, Ohio, announces an im- 
proved Model No. 600 Stevens line 
and surface level. This economy mod- 
el is made of heavy sheet aluminum, 
and the rolled and stamped body is 
designed to withstand unusually 
rough usuage, the manufacturer an- 
nounced. The present method of se- 
curing the level vial in the cylinder 


body is said to maintain accuracy 
longer. Level is indicated when set 
on 3” long base or suspended by line 


hooks 
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YOURS IN FIVE SIZES 
@ — FROM 20¢ TO 40¢ 











FISH FLOAT FOR CASTING OR 
JUST PRESS 'N TURN STILL FISHING 
« \ @ BRILLIANT RED AND WHITE 


@ BRASS CAP FOR CASTING 


\ i OR STILL-FISHING 
~ 1 ~ @ LIGHT WEIGHT 

i = ' 

Ye a | / @ HARD PLASTIC 


938 W. Walnut St. 
e Milwaukee 5, Wis. 


FRABILL MFG.C 














35 S Second Stree! ao dl Le oe) 





MFRS. OF RED ARROW NON-JIGGLE TANK BALL. 
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' Quality at Every Point! 





SWEDISH 


When you sell wood chisels— why 
not offer your customers the best 
Famous Gensco Swedish wood 
chisels cost no more thon better 
domestic brands, yet they offer 
the finest quality, point for point, 
of any chisel you con sell 





BLADES HEAT-TREATED 
TEMPERED SHARPENED 
HONED 


BEVEL EDGE FOR 
STRAIGHT CUTTING 
AND CHIPPING 


EACH BLADE DELIVERED WITH 
PROTECTIVE PLASTIC COATING 
to protect the fine biode from rust or 
chipped edges. Strip it off for instant 
use 


SPECIAL INTRODUCTORY DISPLAY OFFER 


To help you get started, Gensco will give you o three-color point 
of sole display boord of Duron and wood absolutely free with the 
purchase of only 16 chisels (| each of |! sizes plus | extra of 5 
most popular sizes). We'll glodly tell you the jobber thot stocks them 
in your oreo 






WRITE FOR PRICES 





GENSCO TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO., INC. 








1806 North Kostner Avenue « Chicago 37, Illinois 
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Merchandising Kit for 
Wieckwire Products . . 


A new dealer merchandising ki‘ 
containing colorful posters and fold 
ers is being made available by Wick 
wire Brothers, Inc., Cortland, N. Y 

The kit includes eye-catchin 
posters featuring all three of these 
Cortland-brand products: insect wire 
screening, poultry netting, and nails 
and brads 

Dealers may obtain one of the new 
merchandising kits by writing to 
Wickwire Brothers, Inc., Cortland 
N.Y 


* 


New Slugger Year Book 
Published by H and B.. 


Hillerich and Bradsby’s annual 
baseball publication, “Famous Slug 
gers Year Book” for fans and players 
throughout the nation again contains 
64 pages including pictures of th 
past season's outstanding slugger 
records, hints on how to bat and 
highlights of 1951 outstanding ba 
ball event: 

H and B recently released thei 
1952 edition of “Official Softball 
Rules.” 

The two books may be obtained 
from dealers handling sporting goods 


makes storm sashe 
and is an ideal screen door silencer, 


manent 


National Guard Offers 
Jack Frost Weather Strip 


New Jack Frost weather strip now 
is being manufactured by National 
Guard Products, Inc., 540 Jackson 
Ave., Memphis, Tenn. makers of 
metal mouldings, weather stripping, 
ornamental screen door grilles, and 
window guards 


COW oyte-z 
HEAT iy cA 
aa — . 





The weather strip, made of wool 
felt and rust-proef white metal, is 


easy to apply with hammer and 


snips, and it may be used to weathe: 


strip any type of door or window, 
either double hung or casement. It 


weather-tight 


it was announced 
Jack Frost weather strip, a per- 
installation suitable for 
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G. N. Coughlan Co., 
W. Orange, WN. J 





doors, windows, and around any 
area requiring insulation, is available 
in 18-foot rolls, complete with nails, 
sufficient for an average size window 
or door, The rolls are packed in at- 
tractive individual cartons, it was an- 
nounced 


7 


New Chick Feeders Offer 
Adjustable Heights. ... 


Chick and growing flock feeders 
with legs adjustable to three heights, 
so that they grow with the flock, are 
being introduced by the James Mfg 
Co., Fort Atkinson, Wis 

The dual purpose feeder, shown 
at the top in the picture, can be used 
for baby chicks on up through the 
growing stage. The hopper is 48 inch- 
es long, 5% inches wide, and holds 
about 13% quarts of feed. Its slanting 
sides and turned-in top edges save 
feed 

The four-blade reel may be set 
at six different heights. This feature, 
together with the adjustable hopper 
height, makes the feeder grow with 
the flock 


“ 





The galvanized steel feeder, showm 
at bottom, is 48 inches long, 4 inches 
wide, and about 2 inches deep. It 
holds 642 quarts and has the same 
swinging legs that can raise the hop- 
per to 3% inches above the floor, ac- 
cording to the manufactures 


o 


Shakespeare Presents 
New Spin-Wonderods . 


The Shakespeare Co., Kalamazoo, 
Mich., has added three new gluss fi- 
ber spin-Wonderods to its 1952 line- 
up, providing a series of six spin- 
Wonderods that will range in retail 
price from $13.50 to $41.50. 

Two of the new rods are six feet 
in length, and one, an ultra light rod, 
is being built in a one-piece style (No. 
1264); the other in a two-piece (No. 
1265) ferrule-jointed model. These 
will be permanently finished in Gold- 
enrod and will have stainless steel 
spinning guides attached to the rod 
with green resinated nylon. A 10- 
inch rear cork grip with aluminum 
locking rings is used on both rods. 
Suggested retail for the one-piece 
Wonderod is $13.50, while the two- 
piece will list at $16.50. 

The other new model is a 7-foot, 
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Sanelle 


HAS ALWAYS BEEN OUR MOST 
SATISFACTORY STEP ON CAN... 
THE ONLY ONE WE HANDLE! 








’ SOLD EXCLUSIVELY 
THROUGH THE 
INDEPENDENT 








12, 14, 16, 20 qt SIZES = 
White Red Yellow ¥Z 
Order from your jobber . a 
MASTER METAL PRODUCTS. Inc. MODEL $-12 


359 Chicago Street Buffalo 4.N.Y Hgt. 15°. Die 10" 














with the 
famous 





THEY CAN'T LEAK 
trotefic Foot ond Check Volves 
end leakage troubles, sove their 
cost mony times over in service 
calls. ideal for jet type pumps 
Ask for Bulletin 203 


order from your jobber 


STRATAFLO 


PRODUCTS, INC. 
FORT WAYNE 1, INDIANA 
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“With a PARKER COPING SAW, 
| never have to wait’’ | 


Wits Parker Coping Saws on your counters, | 
there’s plenty of truth in the caption above. You 
don’t have to wait to turn over your stock. | 
Your customers can choose a Parker or Trojan 
Coping Saw from eleven price ranges and styles. 
Each one “never has to wait” on your counter. 








Fry te | Parker | xc 


PARKER MANUFACTURING co. 


WORCESTER 1, MASS. 


end ACKERMANN- STEFFAN DIVISION 
Man.tactures of Famovs Trojan Coping, Jig and Jewelers’ Sew Blades 


139 











Display and promote Auto-Lite— 
the line of carbide Sportsman 
Lamps that sells on sight the year 
‘round. The first choice in the 
South since 1914, you will find it 
pays to feature dependable Auto- 
Lite products “standard equip- 
ment” with the Southern Sports- 
man for more than 37 years 


rnished 
with 4” ribbed 
reflector. Burr 
ing capacity 4 
hours. Rust 


118s MODEL 
F 






107 MODEL 
7” plated re- 
flector. 4 hour 
capacity. Pat 
ented Ball 
Dropper in- 
sures steady, 
even flame at 
all times. An 
all-purpose 
lamp 


117 COM 
BINATION 
Consists of 115 
M ode! Auto-Lite 
Lamp with a 

irdy brown 
loth adjustable 
hat with metal 
attachment A 
real special this 
year 





875 MODEL 
Will burn 6 
hours on one 
full charge f 
carbide and wa 
ter Furnished 
with 7” plated 


reflector and 

nvenient fold 
ing handles 
T 








Ideal for camp- 
ing 
( tact y r jobber today or write 
s for a strated catalog and 
the name y nearest whole 
saler 











UNIVERSAL 
LAMP CO. 


Springfield, tilinois 





140 





two-piece unit in the medium price 
range, designated to parallel the ac- 
tion of the top deluxe spinning Won- 
lerod. It (No. 1285) has a sea green 
finish with resinated Nylon winds, 
stainless steel guides and supported 
up top and nickled brass ferrules 
The grip is 13-inch cork with 1-inch 
aluminum locking rings. It is priced 
to retail at $22.50 

Shipments on all spin-Wonderods 
are being made to the trade now. 


* 


Nesco Intreduces New 
Multi-Merchandiser . . 


A new, revolving merchandise dis- 
play unit has been introduced by 
Nesco, Inc., 201 N. Michigan Ave., 
Chicago, II1., to display Nesco matched 
kitchenware. The new multi-merch 
andiser occupies only one-tenth th« 
space usually required by decorated 
ware display, it was announced. The 
wire stand constitutes a complete 
self-selection sales center, packing 20 
ft. of shelf display into two feet of 
floor space 





Regular purchase price of Nesco’s 
merchandiser is $15., and it is sold 
also in combination with various 
size orders of Nesco decorated kitch 
enware 


° 


New Steel Hog Feeders 
Announced by Jamesway 


Two Jamesway steel hog feeders 
with rotary action were announced 
by the James Mfg. Co., at the annual 
sales meetings held recently at Fort 
Atkinson, Wis Mount Joy, Penn., 
and Los Angeles, Cal. Both feeders 





FOR SALE—OKLAHOMA 


Hardware and sporting goods store, town 
200,000; approximate volume $150,000: in 
ventory approximately $75,000 Uptown 
stor completely modern and attractive 


Entrances on two streets, 8 year lease to 
go ¥ rent Dun & Bradstreet rating 
B-1.1/2. Will sell stock and fixtures or will 
sell stock and rent fixtures. Consider trade 

r income property. Box 659, SOUTHERN 
HARDWARE 806 §©Peachtree St NI 
\tlanta 5, Georgia 





Wanted: Sales Representatives 


Manufacturer of nationally known 
line of medicine cabinets wants rep- 
resentatives for States of California, 
West Virginia, Florida, lowa and 
Kentucky. Liberal commissions. Idea] 
Cabinet Corp’n, 7722 Joy Road, 
Detroit 4, Mich 








ire now available through James 
way dealers. 

Unique feature of the Jamesway 
feeders, built in six bushel and 15 
bushel sizes, is the agitator inside the 
feed hopper that rakes down to the 
idjustable feed opening when the 
barrel is rotated by the hogs’ rooting 
iction 

The six bushel feeder accommodates 
20 pigs, and the 15 bushel handles up 
to 50 pigs. Both are designed for 
creep feeding inside the hog house 
and for starting pigs 

The feeders are galvanized for re- 
sistance to weather and strengthened 
with double angle steel bracing. A 
toggle bolt that locks between brac- 
ings regulates the controlled feed 
opening into the cast iron trough base 

The six bushel feeder is 224 inches 
in diameter and 26% inches high 
The large rotary is 30 inches in di- 
ameter and stands 45 inches high 


. 


Scharf Intreduces New 
Protractor Level. .. . 


The J. H. Scharf Manufacturing 
Co., Omaha, Neb., has begun pro- 
duction of a new level with a built- 
in protractor. Called the Protractor 
Level, the new unbreakable level 
is made of extruded magnesium and 
is one-third lighter than aluminum 

The level measures drop per foot, 
ind a turn of the dial gives the angle 
or drop per foot needed. Also, it can 
be used to measure angles, such as 
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CIAL SIZES 


Whatever your Washer needs may be, 
we can fill them! For more than 25 
years we have been faithfully serving 


the hardware trade. 

Our Washers are Master Products. 
Flat, clean cut, hand sorted— no scrap, 
no slugs, no miscuts. 





U.S. 5. WASHERS « 5. 4.8. WASHERS 
RIVETING BURRS « SQUARE WASHERS 
EAPANSION PLUGS « MACHINERY BUSHINGS 
AIRCRAFT WASHERS + Discs 
LIGHT STEEL WASHERS + COPPER W As5tins 
BRASS WASHERS « ALUMINUM WASHERS 
STAINLESS STEEL WASHERS © Etec 
and over 12,000 ects of took for special washers 


ODUCTS -o. 


EB ™G Cleveland 5, Ohio , | 















Woodruff LAWN SEED Yourp BUY. 


- -- because it grows better! 
- - = because it’s adapted 


FOR THE SOUTH payies 


















Southern Evergreen (for sunny areas)— 
@ superior mixture that provides a healthy, 
rich lawn. 

Southern Shady (for shady areas)— 
Woodruff’s best Southern mixture for use 
where shade is heavy and growing conditions 


poor. 
Woodruff Seed for Better Lawns! All chin. 45 inch 


long, strong welded link, 
cadmium plated 8 fixed safety 
& Sons, lac. snaps, center swivel for rotary action. A fisher- 


Su i cnese man’s favorite everywhere! 
Main Office, Milford, Conn. FRABI LL MFG. C 938 W. Welnut Si. 


Atlanta - Dallas o Milwoukee 5, Wis. 
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Moke this a 


PEERLESS 


Yeor 





with 
PEERLESS 
Super Value 


FREEZERS 


Famous triple-action freezing for 
fast, easy operation and fine 
textured, delicious homemade 
ice cream. Quality constructed 
thruout. Totally enclosed, easy- 
running gears. Streamlined de- 
sign. A durable freezer and a 
super value for stepping up your 
sales in ‘52. Write for complete 
information. 


Household Sizes: 
Hotel Sizes: 


2 to 10 Ors. 
12 to 20 Ots. 


Features: 
ah ea GEARLESS Can TOP 
‘ 
+ eer 





tasy & asstwaut 


naekd OOO 
KRaPte 


1. 


The PEERLESS FREEZER CO. 
WINCHENDON, MASS. 


Ask Your Jobber 
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the angle of roof rafters or truss 
members, or to determine the correct 
angle needed before such members 
are erected. Provisions have been 
made also for quick setting of ‘4 
inch per foot drop, valuable for 
plumbers and sheet metal workers 

The new level is available in seven 
sizes, from 24 to 72 inches, and the 
units are replaceable, should 
broken 


vial 


they be 


» 


True Temper Introduces 
New Display Stand. .. 


True Temper Corp., Cleveland 15, 
Ohio, has introduced a new island 
display stand that fits any interior 


display yet is easily movable on four 
Ruggedly 
stand is 


constructed 
rigidly 


large casters 
of steel plate, the 
braced and bolted 











The unit holds 10 long-handle tools 
and provides hooks for hanging such 
tools as garden shears, with top shelf 
for displaying small tools, grass seeds, 
etc. All tools are displayed with heads 
down for greater safety. 

The display stand, finished in green 
with bright yellow trim, is available 


from True Temper distributors 


2 


Stanley Introduces New 
Carbide Tipped Blade . . 


Stanley Tools, New Britain, Conn., 
builders’ and 
1995 
use with 


has announced a new 
roofers’ specialized tool, the No 
carbide tipped blade, for 
the Stanley No. 199 knife, offering 
faster, cleaner score-cutting of min- 
eral surfaced roofing and siding ma 
terials 

This new blade is said to approach 
diamond hardness for long-life 
ting. Used singly in a trimming knife 
Stanley No. 199), the carbide tipped 
blade scores mineral surfaced roof- 
ing and siding, asbestos cement flat 


cut 


sheets and shingles, corrugated as- 
bestos cement roofing and siding, and 
other abrasive composition siding and 
roofing materials. 

When combined in the same knife 
handie with a trimming knife heavy- 
duty blade (No. 1992), two-blade ac- 
tion is provided. First, the carbide 
tipped blade scores the mineral sur- 
face on roofing and insulating sid- 
ing; then by turning the knife over, 
the regular heavy-duty blade cuts 
through the remainder of the ma- 
terial under the mineral surface. The 
carbide tipped blade stays sharp. It 
is individually packed in a plastic 
envelope with instructions 


. 


New Easy-Service Carton 
For Puritan Sash Cord. . 


A cafeteria-style, octagon-shaped 
carton now houses Puritan sash cord, 
product of Puritan Cordage Mills, 
Inc., Louisville, Ky. The same carton 
is used for Southgate, Kendale and 
Regal sash cord in sizes 6, 7 and 8 
The only difference is an identifying 
sticker affixed to the carton. A 12- 
inch measuring mark is printed on 
top of the carton to facilitate small 


sales 





Sash cord is coiled in the new Pur 
itan carton in position for easy pull- 


out and stays clean until used. It 
vends best when set flat, but may 
be set on a side on the shelf, if de- 


sired, it was pointed out 


e 


K-D Introduces New 
Pocketsize Nailpuller 


K-D Manufacturing Co., 526 N 
Plum St., Lancaster, Pa., has intro- 
duced a new pocketsize nailpuller, 


K-D No. 90, that pulls up to tenpenny 
nails 

Only 12 inches long, the nailpuller 
is small enough to carry in a 
pocket, and can reach hard-to-get-at- 
places where a conventional puller 
or pry bar is too awkward to man- 
age, it was announced. Counter 
acting jaws and upright member 
are made from tough tool steel, 
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FITLER 


SERVES THE SOUTH 


. 
A ROPE FOR EVERY NEED 
“WATERPROOFED” 


ata 





@ Manila Rope @ Sisal Rope 
@ Lariat Rope @ Fishing Rope 
@ Transmission Rope 


For 148 years the South has been a consistent 
user of FITLER ROPE. Look for the Blue and 
Yellow Registered trade mark on the outside of 
5," diameter and larger sizes and on the inside 
of all smaller sizes of Fitler Brand Pure Manila 
Rope. 


THE EDWIN H. FITLER CO. 
Philadelphia 24, Pa. 








The famous WRIGHT rooster trodemerk meons 
repect sales from experienced wsers. This colorful 
rooster trademerk gives your hexegone! netting stock 
ettractive displey 

Southera Repr ‘ 

D. C. HORNIBROOK — E. L. HORNIBROOK 

Box 176 Avondale Estates, Go. 
LAWRENCE BALOWIN & SON 
306 Carondelet Bidg. New Orleons 12, Le. 


6. WRIGHT wire co. 
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EAGLE’S 


Complete 
Line of 


OILERS 


Put these colorful, 
sales-making Eagle 
display cartons to 
work on your store 
counters... they 
build steady, profi- 


able business. 


EAGl . There are Eagle Oil- 
MIOCEY @iLers 

reese ers of every type for 
a an mt every use — House- 
— hold, Harvester, 
Hydraulic Pump. 
Copperite and the 
modern, all-purpose 
pistol-grip pump oil- 
ers—*#33 and #66. 


Display the quality 
Eagle Oilers and see 
how fast they sell 
right out of their 
attractive cartons 
Only Eagle has the 


Complete Line 


MANUFACTURING COMPANY 


Wellsburg 
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Give your customers better 
results by selling them VICTOR 
hand and power hacksaw blades 
and flexible-back band saws. 
You'll get better sales results, 
because those customers will 
come back for more. 

They'll appreciate, too, hav- 
ing copies of the timely, author- 
itative VICTOR Metal-cutting 
Booklet. Be sure you have a sup- 
ply on hand. We're making sure, 
with consistent advertising, that 
your customers know about them. 


Sold only through recognized distributors 


VICTOR °”" 


SAW WORKS, INC. * Middletown, N.Y., U.S.A. 


Maters of Hand and Power Hack Saw Blades, 
Frames and Metal Cutting Band Saw Blades 
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tempered to take hard service. The 
gripping edges of the jaws are flat to 
avoid clipping a nail, yet powerfu 
enough to pull nails with or without 
heads 

A bushing on the center rivet pro 
vides strength and free action. The 
handle and rocker are plated in 
bright, rust-proof finish 

With a net weight of 11 ounces, the 
No. 90 nailpuller lists at $1.59 


eo 


New Magi-Braid Fly Line 
Retains Even Surface. . . 


The new Magi-Braid fly line, re- 
cently introduced by Western Fish 
ing Line Co., Glendale 4, Calif., is 
finding wide acceptance among ex- 
perts, according to Dave Lippey, pres 
ident 

Magi-Braid fly lines have no coat- 
ing, so that the outside of the line 
does not crack, chip, peel or become 
gummy. Tapers are woven in, yet 
the exterior of the line presents a uni 
form, even surface 

The line is said to shoot farther 
to handle better, and to last longe: 
ind the company backs these claims 
with a money-back guarantee. Made 
by a new process which braids ny 
lon monofilament, yielding unusual 
flexibility and wear resistance, the 
line is available in single tapers, 
double tapers and levels in all stand 
ird weights 





Packed with the line is Magi- 
Braid’s new float compound The 
special construction of the line pet 
mits the compound to enter the pores, 
and it is then protected from being 
rubbed off by the guides, permitting 
the line to float longer without re 
dressing 


New Centinela Clamp fer 
Werk-Holding Jobs. ... .- 


A newly-perfected principle in 
lamping, which is said to change all 
conventional work-holding methods, 
has been introduced by the Centinela 
Industrial Supply Co., 11930 Ingle- 
wood Ave., Hawthorne, Cal 
Trade-named the Saxton Clamp, 
the new unit is case hardened and 
combines the best features and 
strength of a drop forged C clamp 
and a tool-maker’s parallel clamp, 
it was announced. A torque convert- 
ing ball-bearing trunion eliminat 
distorting, twisting action and ab 
sorbs vibration 





The jaws of the Saxton Clamp can 
be quickly opened and its lightweight 
makes it ideally suited for women 
An added feature is the three dif- 
ferent grippling faces which are built 
into the clamp to accommodate all 
types of holding jobs 

The new unit is available in five 
lifferent sizes: 1%, 3, 6, 9, amd 12 
inches. Further information is avail 
able from the manufacturer 


t 


Waltco Products Offers 
Get-Acquainted Special . 


Waltco Products, 2300 West 49th 
St., Chicago 9, IL, is offering a new 
Get-Acquainted Special in the form 
of a sturdy display rack, valued at 
$12.50, plus one each of the follow- 
ng Waltco glass rod Goldcaster 
casting rods, DG-104, lists at $12.95; 
DeLuxe, Cork and Tenite Glasscast 
er, DLC-103, lists at $11.95; Pistol- 
Grip Glasscaster, GL-101, lists at 
$10.95: DeLuxe Tenite Glasscaster 
DLP-102, lists at $9.95; Glasscaster, 
HYC-101, lists at $8.95; Hydro Glass- 
caster, Hy-100, lists at $7.95; Spin- 
caster glass spinning rod, SP-106, lists 
at $13.95; Flycaster glass fly rod, FL- 
106, lists at $19.95; heavy glass boat 
rod ‘a substitute available where 
item is not carried in stock), SW- 
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Rule Quality at its Best 
MERSHON Wiican nie i 
RULES 


“SURE GRIP"' SHELL PACKS 


The one and only waxed rubber belt shell pack for 
carrying rifle and pistol shells with no danger of 
loss. Shells are instantly available—protected from 
nicks and scratches. Packs fit any belt up to 2” 
wide. List Price ea. $1.95. 








- 2 . 
VARMINTER “ SELL THEMSELVES 


For 218 Bee, 22 Hornet 
and al! shells from 22 toe 

ther x Eegle Rules are precision made for preci 
ra A = a meesurement and life. Produced bye ver 
rifle cielsts who make eo better wood fold 

rules. using precise eutometic ao de. 
STANDARD SPECIAL signed and developed by Es fo, Bale. o- 
ferred by particular craftsmen, nen tage Roe 


For all shells from 25 to | For 38 pistol or short cart- have eye appes! end buy appeal 
30 caliber. ridges from 35 to 4! can Setiniienen Seaisemngleasesienn 


cone, @ ROYAL EAGLE 4 Demet of a Rate 

© ALL AMERICAN @ COLUMBIA ® ARROW 
@ EXTENSION RULES 

@ ENGINEERS’ RULES 

@ FOURFOLD RULES 


Mershon C my querenteed necessities ore sold through 
I fe ee ee 


Task! : “eps Bae 


Q EXCLUSIVE MFGRS OF “WHITE LINE” PRODUCTS SINCE 935 @ ONLY EAGLE RULES HAVE RIVETED STRIKE-PLATE JOINTS © 
GLENDALE. CALIFORNIA « EAGLE RULE MFG.CORP NEW YORK 59, N.Y. 














LARGE 
For 300 Magnum, 348 
Winchester, 35 Reming 
ton and similar types. 






































BEST RAKE NEWS IN YEARS! 


GOLD MEDAL PRODUCTS FLAT WIRE 
by BROOM RAKE 


GEO. H. MAUS, INC. 
Amsterdam, New York with one-piece 














. > 
interlocking 

Cane Poles, Sectional Poles, Nets, Swivels, . 

ane Poles Sect ole Nets Swivels construction 

Calcutta Poles, ‘Cane Peel Furniture, Bamboo 

Blinds and Cocoa Mats and Matting. Com- Customers take one look at the 

: vastly improved construction of this 

pletely guaranteed quality over fifty years lead- broom rake and buy it! You can sell it 

: » Se U7 os . with complete assurance that it will give the 

ing the field. Write for particulars. customer useful service for the life of the steel. 

\ \\ gee Cee 





made of high carbon, tempered cold 
rolled flat wire with rounded edges 
Sie « OF nteriock into the (8 
geuge shee! neck The cover plate ix 
permanently secured to the frame by 
both horizontal! and vertical tabs. The 
semi-circular depression in the plete 
positively traps the tines they cen 
never become loose This same plate 
extends into the body of the ferrule 
adding materially to the strength 








h nesi 
Sao, Eo 
Magnel ite | 


Vv a 
LEVELS Ba V3 


LIGHTER 
than ALUMINUM 


Ads. roti athe Gant Smee Viel 

. * ctiene : 

Pilee © ¢ eum aee Wire Products f\ OBE Company 
Depens- 2715 North 24th St SRAND Birmingham, Ale 


Sizes from 12 te 72 od, Accurete 
Ime edie 


J. H. SCHARF MFG. CO., OMAHA, NEBR 












The Handle is No. |! hardwood, clear 
ecquer finish, 42° long, packed 6 to 
bundle. Heads packed 6 to re-ship 
ping carton. Combined shipping 
weight, 23 Ibs per dozen 















Member, American Hardware Manufacturers Association 
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yin y Plastic Glazing for from Arvey Corp., 3462 N. Kimball 


Small Greenhouses . Ave., Chicago 18, III 
| The economy of construction pos- o 
sible with plastic glazing has enabled 
sidan home-owners and farmers to build . 
their own greenhouses and lean-tos, New Kindle-Kwik for 


according to Arvey Corp., Chicago, Quick Fire-Starting. . 


I 
Kindle-Kwik, a new product de- 


signed to eliminate wood shavings 
or splinters in starting a fireplace 
fire, has been introduced by Kindle 
Kwik Co., Chicago, Ill. The cello 
phane bag will burn for 30 to 40 min- 
utes, igniting logs almost immediate 
ly. It also is recommended for bar 
becue pit or camp fires, as well as a 
safety flare on the highway 

Kindle-Kwik offers no danger of 
explosion or spontaneous combustion 
Priced to list at $1.50 per display 
carton of 12 cellophane packaged 
units, the new product is packaged 
six cartons per shipping case, weight 

R-V-Lite and Vimlite all-purpose 17 Ibs 
window materials are easily cut with 
ordinary scissors and nailed down 
with wood strips. A 50-foot roll of 
36” R-V-Lite is sufficient for the 
lean-to greenhouse shown, approxi 
mately 9 feet wide, 5 feet deep, and 
9 feet high, with ventilating root sec 
tions hinged to the ridge pole. Two 
yards of 36” R-V-Lite will make the 
two panels of the standard seed 
frame illustrated 

Both R-V-Lite and the translucent 
types of Vimlite transmit the ultra 
violet rays of sunshine, and let in the 


HH HA AK 

































sun's radiant heat, by their inherent 
; 105, lists at $16.95; Stubcaster casting insulating quality 
rod, S-101, lists at $5.95 The two products are shatterproof, 
These represent a $132. value at list, flexible and easy to handle. They 
it was announced, but the complete keep out cold and heavy rains and 
package-display rack and rods cost withstand careless handling and 
the retailer $58.78, the manufacturer abuse, it Was announced 
unnounced Additional information is available 








TROWELS 


MARSHALLTOWN TROWEL COMPANY + MARSHALLTOWN, IOWA 














NEW COLUMBIANA "ALL-IRON” 
PITCHER SPOUT PUMP UKELELES, GUITARS, VIOLINS 


@ Here are some of the outstanding features and other string instruments 


that make Columbiana the preferred name in 
hand pumps for the sate world 
*%—NON-DRIP SPOUT * 
— se beeen sen BEARER 
1-PREEZE A 


S CUTAWAY BASE its pleci 
bucket directly ras - Moke extra profits by han- 


Designed for wells and cisterns up to 25 feet 


Seer ts 10h” bie bon oF’ waltded entteder dling these additional lines. 


pump is 18)" high, has @ polished cylinder 
diameter and a !'% suction connection for 
standard pipe tap. Finished in handsome green 


Fig. 19, No. 2 ename! Write today for complete information CONTIN ENTAL M 
Esteblished 1888 U Ss | cS 
Columbiana PUMP COMPANY OrnvON OF €. @. Com, eB 


COLUMBIANA, OHIO, U. S. A. 146 Mariette St., N. W. Atlanta 3, Ga. 




















146 SOUTHERN HARDWARE for APRIL, 1952 








Pores Meena 





APRIL, 1952 


FARM EQUIPMENT 


Section of SOUTHERN HARDWARE sped my ag 














ACCU RATE 


TRUE 
[1 HOLES MG tt Tae 


BO 









BUILT PRODUCTS 
Work Better - Last Longer 


ir unique method of punching and countersinking 
a SINGLE hot operati ans better, tighter fit 
on the belt between tool and standard 


Made of Special Analysis 
Super Tough, High Carbon Stee! 






SOLD UNDER 
THESE FAMOUS 
TRADE MARKED BRANDS 


“E — re 


peo Ae coer 3 
“plowmasTeR = 


For greater service, longer life, 
more acres of work than ever - 
before — specify tillage tools es 
made by “EMPIRE” . the > 
best in the field for 112 years on 
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“SELL THE LINE WITH READY TRADE ACCEPTANCE” 


THE EMPIRE PLOW COMPANY 


s, 3 
Our Second C Calary O4 Progress 





CLEVELAND 27, OHI0 
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RESULTS OF ONE YEAR EXPOSURE TEST 
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72 | \eeme / 


* PRODUCT 


Good as New 


Competitors Imitation 
Gone to Pieces 


Competitors Imitation 
Gone to Pieces 


# PRODUCT 


Good as New 


TOP 
A” QUALITY 
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Company owners here close out 


a sale for a new tractor 


with a 


leading farmer whom they had 
previously contacted in the field. 
By contacting a key farmer in 
each community firm sold 56 new 
tractors in its first 14 months in 


business 


By Ress Holman 


To promote new 


equipment they 


SELL A KEY FARMER 


T° INCREASE SALES of new equip- 
ment, first sell a key farmer: 
in each community, then use these 
first buyers as a “base” upon 
which to expand sales throughout 
the trade territory 

That is the method by which 
Roy Rowlette and Wendell Porter- 
field, farm equipment dealers in 
Murfreesboro, Tenn., took on a 
new line of equipment, never be- 
fore sold in the section, and suc- 
cessfully established their line 
despite the heaviest of competition 


Roy Rowlette maintains close 

contact with customers. Here 

he talks with farmer who has 
need for immediate service 


eee in each 


themselves up as the 
Implement Co 
these dealers, in the first 14 
months, sold 56 new tractors, 
about 40 trade-ins, plus a variety 
of attachments for the new units 
In order to establish their 
equipment in the face of competi 
tion from seven previously-estab 
lished lines, these dealers had to 
have a carefully devised plan 
“Our strategy.” Rowlette ex 
plained, “was first to try to sell a 
tractor to one well-known farmer 
in each community. This would 
give us a number of satisfied users 
scattered among future prospects 
in our territory. The first buyer in 
each community would serve as 
both a demonstrator and a booster 
in helping us close other sales in 


Setting 
Murfreesboro 


his neighborhood 

Rowlette told of how he located 
and sold the farmers who he 
knew would be of the most help in 
expanding his line in their respec 
tive communities 

There was one farmer, for ex- 
ample, who did a large amount of 
custom work for neighboring 
farmers. Upon learning that this 
prospect was about ready for a 
new tractor, these dealers recog- 
nized the value of having this 
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community 


farmer own a tractor of their line 
Porterfield, before becoming a 
dealer, had much custom 
work in the county. He had used 
and traded many makes of trac- 
tors before buying a tractor of the 
line he now sells. Having worked 
all over the county with his ma- 
chines, Porterfield was recognized 
as an able mechanic and a reliable 
authority on tractors. This helped 
him sell this particular farmer 

After closing the deal, the cus- 
tom work the buyer did for his 
neighbors served as an excellent 
means for demonstration, and a 
number of additional ‘sales re- 
sulted 

In another 
wealthy farmer 
amount of machinery 
selected his purchases carefully 
with an eye to economy and ef- 
ficiency of operation. Though dif- 
ficult to sell, these knew 
that this farmer's purchase of ,one 
of their tractors would be the. best 
possible recommendation. After 
much discussion of the. trade-in 
value of one of the customer's old 
units, the deal was closed. Later, 
this farmer bought a tractor plow, 
cultivator, mower, manure $pread- 

(Continued on page 174) 


done 


community was a 
who used a large 
but who 


dealers 
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Promoting Power Mowers 


.--for those extra profits 


a THE FARMER all the equip- 
ment that you can for his fields, 
but don’t forget his front yard. 

That is the advise of F. A. Ben- 
nett, manager of Wade Hardware 
Company, farm equipment deal- 
ers in Clarksdale, Mississippi 

“Most farmers have extensive 
lawns in front of their homes,” 
Bennett explained, “and today 
most of them want to keep their 
lawns as attractive as possible. Cut- 
ting these lawns with a hand mow- 
er would require more time than 
the average farmer can spare, and 
he can't afford to detail one of his 
hands for this work—especially 
in view of the shortage of farm 
labor. His best solution to this 
problem is a power mower, and 
we have been able to earn sub- 
stantial sideline profits by furn- 
ishing farmers in this area with 
the type of power mowers they 
need,” 

This 34-year-old firm sells an 
average of 75 power mowers year- 
ly to farmers, as well as convent 
ional hand-propelled mowers, ac- 
cording to Bennett. The hand mow 
ers are purchased by farmers with 
relatively smal] yards and a few 
feel that the purchase of a powel! 
mower will impose too great a 
strain on their purses 

While the company sells three 
models of mowers, 18, 21, and 24 
inch blade, Bennett finds that “the 
21-inch mower outsells the other 
two models by a fairly wide mar- 
gin, because the 18-inch model re- 
quires a bit too much time to cover 
a large lawn, and the 24-inch size 
is too large and costly for most of 
the rural customers in this partic- 
ular area.” 

Aside from being an important 
source of extra profits for the 
store, power mowers help build 
sales in other departments by at- 
tracting residents who would not 
ordinarily visit the company, 
which is located on a not-too-well- 
traveled side street at the eastern 
fringe of the Clarksdale business 
area. 
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Salesman Ruben Nelson explains to a customer the proper meth- 
ods of operating. servicing and adjusting a power mower 


“We promote power mowers 
thoroughly through periodic news- 
paper advertising and by means 
of three and four-color envelope 
stuffers which we mail out with 
monthly statements two or three 
times a year,” Bennett said. “The 
newspaper advertising often at- 
tracts farmers who eventually re- 
turn and buy a tractor or some 
other piece of farm equipment 
from us. We feel, therefore, that 
power mowers can be credited, 
indirectly, with many of these 
sales.” 

Power mowers are sold on cred- 
it to regular customers, but pay- 
ments must be completed within 
30 days 

“Otherwise,” Bennett said, “we 
might find that we had merely 


loaned out some of our mowers 
during the summer. Since power 
mowers receive thir heaviest use 
during the summer there are al- 
ways some customers who might 
decide to buy a mower on credit 
in the spring, then allow us to re- 
possess the machine in the fall. 

“We do not give any warranty 
on the continued performance of 
the mowers, but we do guarantee 
the machines against defective ma- 
terial,” Bennett said 

This guarantee is taken very 
seriously, each mower undergoing 
a thorough inspection of all mov- 
ing parts as well as an actual test 
cutting before being turned over to 
the customer. The customer usually 
is invited to watch the inspection 

(Continued on page 176) 
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2 field reports about an IH product 
that helps maintain International Harvester leadership 


McCormick tow Coer bottoms 
with REPLACEABLE Spearhead points 


outlast conventional shares 3 to 1 


rma FROM PAUL FRYE, 
DONOVAN, ILLINOIS 


“I made the Spearhead point 
test last year in 40 acres of 
hard plowing. I plowed 
clover sod 7 inches deep in 
heavy black loam. The ground 
was so hard and dry that all 
my neighbors had given up 
plowing. I know that if I'd 
used conventional shares, I 
would have had to replace at 
least three sets, to one of Spear- 
head points.” —Paul Frye. 





“They sure can take it in hard plowing,” Paul Frye (left) tells 
Walter J. Buege of Sheldon Implement Co., IH dealership at 
Sheldon, IIl., as they check wear on Spearhead points. 


4 FROM GEORGE D. WILLIAMS, 


BROOK, INDIANA 
y “Last fall I plowed 40 acres 
of hard ground—silt loam and 


gumbo—with Spearhead 
points on my McCormick 
Plow Chief bottoms. Twenty 
acres were in alfalfa and clo- 
ver,and 10 were in sweet corn 
ground. I compared the wear 
on Spearhead points with con- 
ventional shares. Based on 
actual held test comparison, I 
know that Spearhead points 
outwear and outlast conven- 
tional shares three to one.””— 
George D. Williams. 





“No more share sharpening for me," George D. Williams 
(left) tells Milton Storey of Baird and Storey Implement Co., 
Morocco, Ind., as they check performance of Spearhead points. 


Development of the Plow Chief 
bottom with exclusive replaceable 
Spearhead point and matching 
share blade is the answer to a 
need for low cost plow shares to 
eliminate share sharpening. Ten 
years of development and testing 
by International Harvester engi- 
neers provided this answer... 
proof that research pays dividends 
in better 1H products for the Amer- 





ican farmer. ; ~ 
PROOF of superior performance of Plow Chief PROOF of longer weer: although the points 
bottoms and Spearhead points is in the quality on both the conventional share (top) and 
of the my job—quick penetration; fast, Spearhead point (bottom) wore down ap- 
clean plowing; level, even-depth furrows; good proximately the same, the Spearhead point 
= trash coverage. plowed three times as many acres, in similar soil. 


INTERNATIONAL HARVESTER 


international Harvester products pay for themselves in use — McCormick Farm Equipment ond Formoll Tractors . . . 
Motor Trucks... Crawler Tractors and Power Units... Refrigerators and Freezers — General Office, Chicago |, illinois, 
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To gain the most from the cost 
of applying additional water, 
the irrigation program must be 
coupled with good agronomic 
practices. Irrigation should be 
used on the best land available 
and with a crop of sufficient 
value to make it pay. It is no 
substitute for good soil man- 
agement, Sprinkler irrigation 
is the most commonly used 
method of irrigation in the 
Southeast 








Melping farmers select a proper 


IRRIGATION SYSTEM 





Mr. Kummer 


— HAS BEEN a steadily in- 
creasing interest in  supple- 
mental irrigation among farmers 
in the Southeast. Supplemental ir- 
rigation as practiced in the South- 
east is just what the name implies 
It supplements the natural rainfall 
during periods of moisture de- 
ficiency 

Rainfall records at Auburn, Ala 
show that over a 50-year period 
there were 92 four-week periods 
with less than one inch of rainfall 
and 183 three-week periods with 
less than one inch rainfall. In 1948, 
a nearly normal year with respect 
to rainfall (56 inches), there were 
9 fifteen-day periods with less 
than one-half inch of rainfall. It is 
obvious. therefore, that even in 
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By F. A. Kammer, Head 
Department of Agricultural Engineering 
Alabama Polytechnic Institute 
Auburn, Ala. 


a normal year, there will be peri- 
ods of 2 to 3 weeks duration when 
crops are deficient in moisture 
To date, the greatest interest in 
supplemental irrigation has been 
shown by growers of highly spe- 
cialized crops, such as truck crops, 
nursery stock, and pastures for 
dairy production. In a few in- 
stances, irrigation is used for field 
crops and pastures for beef cattle 
The first question usually asked 
in considering the possibilities of 
an lrigation system is its cost 
Certainly, the first cost is high 
The first cost of portable sprinkle: 
systems in-this area has varied 
from $50 to $100 per acre, depend- 
ing upon the distance of the water 
source from the field to be irri- 
gated. Other factors entering into 
first cost are, the shape of the 
field, the elevation with respect to 
the water supply, the type of 
power used, and the design varia- 
tions among systems. The cost of 
irrigation, which includes opera- 
tion cost, labor, and depreciation 
on equipment, ranges from $1.50 
to $2.75 per acre-inch of water ap- 
plied. The Dairy Department at 
Auburn reports a cost of $1.50 to 


$1.60 per acre-inch with pasture 
irrigation. Obviously, therefore, 
the cost of irrigation must be com- 
pared with possible returns before 
it can be labeled prohibitive or 
profitable. In general, the higher 
the value of the crop to be irri- 
gated, the higher will be the re- 
turns. 

On the Agricultural Engineering 
Farm at Auburn in 1950, corn 
with irrigation produced 101 bush- 
els while unirrigated corn pro- 
duced 51 bushels—irrigation be- 
ing the only variable. In a coopera- 
tive experiment between the De- 
partment of Agronomy and the 
B.P.1.S.A.E. at the Tallassee Plant 
Breeding Unit, Tallassee, Ala., the 
protein production of corn was in- 
creased 30 percent by irrigation 
The Mississippi Agricultural Ex- 
periment Station reports an in- 
crease of 20 bushels and the South 
Carolina Experiment Station an 
increase of 30 bushels of corn per 
acre through irrigation 

The Tennessee Experiment Sta- 
tion reports an income above cost 
of $203.09 per acre for irrigated 
pastures as compared with $141.79 
per acre without irrigation. This is 
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MODEL *VAC” 
WITH 
REGULAR 
FRONT END 






—and all at only a trifle extra cost. 





when it hits stump or stone. 





This is the story that Case dealers . 


This is news that Case advertising in the farm papers is giving to millions of 


. and only Case dealers .. . can tell. 


farmers. It’s news that challenges proof—and it invites proof by personal dem- 
onstration. It’s news of a development that makes the Case “VAC” the answer 
to just about anything that any farmer can ask of a low-cost tractor. It’s choice 
of cultivation up front or behind . . . dual or single front wheels or adjustable 
axle . . . mounted or trailing tillage implements. Either way . . . with new adjust- 
able axle or tricycle front end . . . the Case “VAC” is the tractor that hustles 
the field work, helps with the chores, handles 100 jobs. With exclusive one-minute 
Eagle Hitch and all the mounted implements it makes practically every farmer 
a prospect for the Case dealer. J. 1. Case Co., Racine, Wis. 
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all the close-coupled 


. all the adaptability of 


All the advantages of a 4-wheel tractor ... 
compactness of short wheel base . . 
adjustable front wheel tread . .. plus easy steering, look-ahead 
cultivation with front-mounted cultivator! You get then ALL 
with the new adjustable front axle on the Case “VAC” Tractor 


Economy Tool Bar latches onto Eagle Hitch in one minute, 
makes a fine rear-mounted cultivator. 
shovels, spaced as you like to suit wide variety of crops. Also 
takes planting units. Eagle Hitch comes on all “VA” Series 
Tractors, hooks up most implements in a minute—and usually 
you stay right on tractor seat. Full line of Latch-On Imple- 
ments includes exclusive Case Break-Away Plow that unhitches 


Takes sweeps, teeth, 














In selecting an irrigation system first consideration must be given to the 
available water supply. The three major sources of irrigation water are 
flowing streams, ponds and underground water 


a net increase after deducting all 
costs of $61.30 per acre. It costs 
$20.32 per acre to apply 13 inches 
of water including operation, ir 
terest, and depreciation. The Dairy 
Department at Auburn obtained 
40 percent more grazing days for 
dairy heifers on irrigated fescue 
and alfalfa than on unirrigated 
fescue and alfalfa 

According to the best informa- 
tion available at this time, it ap- 
pears that in the Southeast one- 
half acre per cow of irrigated good 
pasture is sufficient to carry the 
operator through the most critical 
periods. That, of course, is assum 
ing that he has sufficient improved 
grazing acreage to supply his 
normal demands when rainfall is 
adequate 

To gain the most from the cost 
of applying additional water, the 
program must be coupled with 
good agronomic practices. Irriga 
tion should be used on the best 
land available and with a crop of 
sufficient value to make it pay. It 
is no substitute for good soil man 
agement. Usually, fertilizer appli 
cations must be increased so that 
more plant food can be utilized 
when water is no longer the lim 
iting factor 

A number of logical steps must 
be followed before an irrigation 
system can be designed 

The first consideration is the 
available water supply. There have 
been instances where farmers 
have purchased systems and then 
found that they did not have 
enough water during dry seasons 
to cover the acreage for which 
they bought the equipment. The 
three major sources of irrigation 
water are flowing streams, ponds, 
and underground wate! 
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Small streams seem to offer the 
best possibilities, if they have 
adequate flow during the dry 
season. They are usually readily 
accessible to the good pasture land 
and the stream banks, in most 
cases, are not too high, so that the 
cost of lifting the water from the 
stream is negligible. It is im 
portant, however, to measure the 
flow of smal] streams in the driest 
periods when the water is needed 
most for irrigation 

Large streams or rivers 
have plenty of water but often 
present problems. High 
banks mean high pumping heads 
and high pumping costs. Frequent 
fluctuations in the stream level 
necessitate quick removal of the 
pumps when the water rises. In 
such cases, the pump should be 
mounted on a floating platform 
(barge) or access roads must be 
provided to the pumping site 

Ponds are excellent sources of 
water for irrigation if the water 
shed, the size, and the depth are 
sufficient to furnish irrigation 
water after evaporation and seep 
age losses. Under favorable condi- 


usually 


serious 


tions, some pond have been found 
to yield sufficient water to irri- 


gate three acres for each surfacs 
acre of the pond 
Underground water (wells) can 


be used with confidence only in 
the Lower Coastal Plain. Wells in 
most other sections of the state 
usually do not yield enough water 
for irrigating appreciable acre- 
ages. Exceptions to this may be 
underground streams occurring in 
the Limestone Valleys. In general, 
it is safer to depend on streams 
and surface reservoirs for irriga- 
tion water in areas other than the 
Lower Coastal Plain 


What are some of the factors 
which must precede the purchase 
of irrigation equipment? 

First, the soil must be con- 
sidered. The soil factors which are 
important to irrigation design are 
Infiltration rate, permeability, and 
available water holding capacity 
These terms simply mean that we 
must know (1) the rate at which 
water enters the soil, (2) how fast 
each layer of soil will let the water 
through the profile, and (3) how 
much water can be stored in the 
root zone for use by the plant 

Why is the infiltration rate im- 
portant? 

It tells us how fast we can ap- 
ply the water to the land. For ex- 
ample, some soils in Alabama 
have an infiltration rate as low as 
0.2 inches per hour while others 
will take water at a rate of four 
inches or more per hour. Obvious- 
ly then, applying irrigation water 
at a rate faster than it can enter 
the soil, will cause runoff. This 
means erosion and wasted water 
and energy for pumping 

Permeability or percolation is 
important because it tells us how 
fast each soil layer will let water 
through and thereby permit it to 
move to depths below the root 
zone where it is no longer avail- 
able to the plant. These two fac- 
tors, the rate of infiltration and 
the rate of percolation, will affect 
the design of the irrigation sys- 
tem, the size of sprinklers re- 
quired, and the length of the irri- 
gation period to insure adequate 
penetration 

After that, it must be deter- 
mined how much water can be 
stored in the effective root zone of 
the profile for use by the plant 
This is called the available water- 
holding capacity and is used to 
determine the frequency of irri- 
gation or the shortest period be- 
tween applications 

Other factors are topography to 
determine the slope of the land for 
locating laterals and main lines 
elevation changes for controlling 
sprinkler discharge variations, and 
maximum differences in elevation 
between the highest and lowest 
points for computing the horse- 
power requirements of the pump- 
ing unit 

The most practical and econom- 
ical source of power for pumping 
should also be determined. When 
electric power is used, location of 
the nearest transformer, phase, 
voltage, and maximum permissible 
load are important. 

For pumping units using in- 

(Continued on page 178) 
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Small talk, some may say. But they'd be wrong. 
For to us in industry, to talk “nuts and bolts’’ is to 
discuss the basic design and construction of a product. 


And we do a lot of that at John Deere. 


But even though it were taken literally, it still wouldn't y 
be small talk—not to us, anyway. Because anything and everything 
that goes into John Deere equipment is an important subject 


around here. That, of course, grows out of the well-known 


John Deere policy of building Quality into everything that bears the name. 


sa an A a 


Naturally, maintaining such a policy calls for a lot more 

than talk. That is why a corps of skilled specialists who are 

also practiced skeptics—men who know metals and all their 
characteristics and who are willing to take nothing for granted— 
check constantly to make sure that every part measures up to the high 
standard of serviceability farmers have come to expect of John Deere 
equipment. They apply test after test at every stage of manufacturing, 


from that of raw material to that of finished product. 


Then, and only then, does a piece of equipment merit 
the final stamp of approval—the insignia which everywhere symbolizes 


Quality in its strictest sense—the trademark of John Deere. 


—«— SS 


JOHN DEERE © MOLINE © ILLINOES 
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years have dealt 


— PAST TEN 
a sickening blow to the art of 
Salesmanship today 


salesmanship 
has been referred to as a stagnant 
art, and much as a salesman would 
hate to there few 
today who could claim salesman- 


admit it are 


Ship of a calibre comparable to 
the pre-war era 

Few indeed are the young men 
who have entered the field 


in the past ten years who have any 


sales 


concept of what it takes to sell 
They have never seen the day 
when a farmer held tightly to a 
dollar—when you started cold with 


with a prospect, overcame his ob- 
created a desire for own- 


convinced him 


jyections 
ership, and finally 
that his precious dollar should be 
invested in farm machinery 

No, there have many 
surplus dollars waiting to buy, and 
the easy selling that goes with sur- 
plus dollars has robbed us of many 
salesmen worthy of the name 


been too 


The Challenge Year 


1952 will present the challenge 
Perhaps we can get by in 1952 
without a return to hard-hitting 
salesmanship, but to my way of 
thinking, 1952 will neither be a 
banner year nor a profitable one 
for the dealer who does not recog- 
nize that now is the time to sell 

If you could spare a day or two 
calling on farmers and dealers, as 
I do, we would gamble that you 
would come up with the same con- 


*Excerpts from a talk given by Mr 
Sweeney before the annual conven- 
tion of the Tri-State Hardware and 
Implement Association 
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Wanted: 


ALESMEN! 


*By L. M. Sweeney 
Vice President. Sales 
The Massey-Harris Co. 


clusion that we did. The world is 
hungry for salesmen, not only hun- 
gry, but ready to respond with a 
rich harvest of orders! 
The wide 
dealer 
to make 
results 


What 


open to the 
“You've got 
want to get 


door is 
who realizes 
calls if you 
needs more 
than ever Is Salesmen 
who would rather ride a tractor, 
tend a helping hand with the milk- 


this industry 


salesmen 


ing, or talk with prospects across 
the fence row rather than wait 
for prospects to come to them 


Salesmen who show a genuine in- 
terest in the customer's problems, 
and machinery that will 
do the better and cheaper 
Salesmen who have enthusiasm for 
their product, and can make a man 


suggest 


job 


want that product so much that 
he isn’t willing to compromise on 
any other, regardless of price. A- 
bove all, we need salesmen who 
know that there’s only one way 


to get the business inthe long run 
and that is to spend 100°, of thei 
time on calls, calls 

Do we need to be good salesmen 
in 1952? If you believe all of the 
newspapers, newsletters, market 
reports, etc some of the re- 
ports would make you believe that 
America’s farmers just don’t have 
enough pockets to hold all the cash 
in their possession 

But somehow, the reports fail 
to tell the full story. Sure, the 
farmers’ cash receipts are up, but 
little, if any, attention is given to 
the other side of the picture. Cost 
of farm production, taxes and 
farm labor are at an all-time high 
Many of the items that the farmer: 
must buy to carry on his oper- 


calls 


ations have sky-rocketed, and, af- 
ter all, the only thing that counts 
is what the farmer has left after 
paying his operating costs 

Easy sales are made when the 
farmer has a surplus of cash that 
he can readily use for farm ma- 
chinery purchases, but many items 
besides farm machinery are clam- 
oring for the surplus cash that is 
supposed to exist in the hands of 
our farmer customers. Who is going 
to get this business? The answer, 
to my way of thinking, is the sales- 
man 


First Claim 


Of all the retailers in your town, 
you rightfully should have first 
claim on the farmers’ surplus dol- 
lars. Until the farmer is mechan- 
ized to the fullest possible extent, 
farm machinery should be his first 
consideration 

I know it won't always work 
that way, and automobiles and 
home freezers and furniture, will, 
in many cases, have prior claim 
over farm machinery But isn't 
that a reflection on our ability to 
sell our product? Would farmers 
convince us that they have all the 
machinery they need if we were 
on our toes? No Sir! As long as 
there is a farm machine that will 
do the job more cheaply and ef- 
ficiently, no farm has all of the 
equipment it needs 

Certainly today, farm machinery 
is a better buy than ever. The last 
figures which we have seen would 
indicate that farm machinery 
prices have risen less than 70% 
since 1939. You are all familiar 

(Continued on page 181) 
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SUPE MN ha 


Smatliest model in the Super Six line, the 
Atlas eliminates the PTO and front mounted 
pumps on Ford, Ferguson, John Deere M 
and MT, Case VAC, International C and 
Super C tractors . . . an elimination that 





can save farmers as much as $100! 
The Atlas attaches to 1 and 2-plow Standard 
and Universal tractors. Your customers 
will like the built-in stabilizers to balance 
off-center loads . . . the clear-vision feature 

. 5-minute mounting and dismounting with 
only four pull-pins. Its lifting height is 
10 ft. to bottom of fork, maximum capacity 
1100 lbs., weight 400 Ibs. less attachments 


You know the importance of “brand” j,, the tractor POO OS EE ee 


you're handling. So it is with loaders. Super Six has ~ 
a well established reputation for quality with farm Supe Sa Senior 


ers ... with the implement trade . . . and with trac- 
tor manufacturers. Easy on tractors, Super Six 
loaders have built-in stabilizers to balance off-cen- 
ter loads. They're powered by most single and 
double-acting hydraulic systems or power take-off 
pumps, and adaptable to six labor-saving attach- 
ments. Adjustments and repairs are infrequent. 
You just sell a Super Six and forget about it, Best 
of all, your Super Six account can be an important For universal tractors 
source of profits for you 


Get Full Specifications . . . ask for the New Super Six Bulletin 


the outstanding row 





crop loader 






Spe Sir Chief 





Spe Sf Master 





The rugged loader for heavy Advanced design —cantilever 
duty standard tread and frame—for large standard 
universal tractors. tread and universal tractors 














UYPEL UY MANUFACTURING INC. | civic" 
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Meyer Introduces New 
Hay Conditioner Models 


Meyer Mpc. Co.,. Morton, Il., an- 
nounces the new 1952 models 
of the Meyer Hay Conditioner, the 
machine which makes it possible 
to put up hay 24 hours earlier, re- 
taining 90 percent more leaves 
with 300 percent more Carotene 
(Vitamin A) and more protein in 
the hay. Since dew makes no dif- 
ference, hay may be cut two 
hours earlier, it is claimed 

The power mower cuts a swath 
of hay, while the swath previously 
mowed is picked up by the rotator 
drawn through the conditioner 
where the stems are cracked, and 
then fluffed on the ground. The 
wind and air dry the flat split 
stems as rapidly as the leaves 

The new conditioner is made in 
three models, one with mower and 
hydraulic mower lift, one with 
mower and conventional lift, and 


one without mower. All models 
have improved scrapers, steel cut 
gear afety clutch, and other re- 
finements, it was announced 


e 


Power Machines in Use 
At Record High Level . 


NUMBERS OF MOST 
chines in farm use are now at rec- 


power ma- 


ord high levels 

Preliminary 
1, 1951, show that there were 3, 
940,000 tractors of all types on 
farms. This is about 1.5 million 
more than in 1945 

Preliminary figures from the 
1950 Agricultural Census and other 
reports provide a basis for estimat- 
ing machine numbers for 1951, and 


estimates for Jan 


for revising estimates of recent 
years 

From 1948 to 1951 tractor num- 
bers increased by about 960,000, 
or an average annual increase of 
about 320,000 units. This was the 
largest increase so far reported for 
any 3-year period 

Farm motor trucks, estimated 
at 2,280,000 for 1951, exceeds the 
1945 number by about 790,000 un- 
its 

Numbers of farm automobiles, 
on the other hand, have shown lit- 
tle change since 1930. It is believed 
that on many farms automobiles 
are being replaced by motor trucks 
especially pick-up trucks 

The number of automobiles, and 
to a lesser extent tractors and 
motor trucks, would have been 
larger in 1951 but for the reduction 
in the number of operating farms 
since 1945 

More than 800,000 
were estimated to be on farms on 
Jan. 1, 1951 than double 


combines 


more 





the 1945 number. The combine is 
now used for more than 85 per- 
cent of the total small grain har- 
vest 

The increase in number of me- 
chanical field-type corn pickers 
from 1945 to 1951 was more than 
200 percent. From 1948 to 1951 
about 225,000 corn pickers were 
added to farms, The increase in 
this 3-year period exceeded the 
total mumber on farms in 1945 

Number of farms with milking 
machines on Jan. 1, 1951, is esti- 
mated at about 650,000. Increase 
in number of farms with milking 
machines was especially large from 
1944 to 1948—a 275,000 increase 
during this 4-year period 


os 






Farmtec Intreduces 
Seeding Machine Line . 


FARMERS TOOL & EQUIPMENT CoO., 
8541 Amelia St., Oakland, Cal., an- 
nounces a completely new design 
in seeding machines that elimi- 
nates all gears, sprockets, chains 
and feed cups 

Adaptable to all sizes of the 
Farmtec Harrowplows and pulver- 
izers, the new seeding machines 
can be mounted on all makes of 
tractors and driven with power 
takeoff or by land wheel 

The seeding machine has only 
three working parts. Every known 
kind of grain or grass can be plant- 
ed with the one hopper, and both 
grain and grass seeds can be mixed 
and sown at the same time with- 
out any danger of separation 

The new line is available in 
sizes from 6 to 16 feet for mounting 
on tractors and tillage implements 
and for all 11 Farmte« 
Harrowplows, from 4’6” to 13’6” 
Mounting brackets and various 
assemblies are furnished 


sizes of 


drive 
with each model 
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BFO—Nerrew duets fer row crops 

can be reversed te chenge weed 

from 6% te 13% imches fer easter 
ng on bed rons 

UF0—tiagle tent whet te» eanow 
reps con be er sod es 
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Here the EB Disc Plow and BF Trac- 
tor take @ big bite out of plowing 
costs. One-Point Hitch provides 
fest coupling, easy handling, avto- 
matic leveling. 


Big jobs are easy for the powerful 
BF Tractor. Its tremendous lugging 
power and speed ranges handle 
the MM HARVESTOR 69 right in 
stride. 


Wa. WZ 


Here's a money making combination that cuts job 
time, lightens work, pays off in real dollars and cents 
savings. It’s the profit-building team of an MM 
Avery High Torque BF Tractor and MM Avery 
Matched Machines. 


BUILT TO PROVIDE MORE POWER ON LESS FUEL! 


The High Torque engine of the BF Tractor produces 
more lugging power to do the job easier, at lower cost. 
This greater twisting force goes to work to handle 
jobs at lower engine speed, in higher gear. That 
means minimum fuel consumption, less wear on mov- 
ing parts. 

MATCHED MACHINES INSURE PERFORMANCE 

WITH “TRU-DRAFT” DESIGN 

Exclusive automatic leveling of MM Avery Tru 
Draft machinery offers positive assurance that tools 
operate at their pre-set depth. Front-mountings and 
tool-bar hitches along with a fast, new, One-Point 
Hitch allow close-to-tractor operation for easier han 
dling and shortest headlands. 
These advantages plus genuine MM UNI-MATIC 
hydraulic depth control and many other MM Avery 
quality features spell BIG TRACTOR VALUE for 
the Farmer-businessman. 


Zuality Control in MM Factories Assures 
Dependable Performance in the Field. 


MinmeaPous Mocine 


v v 
a*S8°S MINNEAPOLIS-MOLINE 


MINNEAPOLIS 1, MINNESOTA 


SOUTHERN FARM EQUIPMENT Section for APRIL, 1952 


x 


age 


BF and MM Avery Tru- Draft Mower. 
Exctusive Miracle Mowing ection 
prevents cutter bar from “riding up”. 


Any seed gets a better start planted 
with the AL Trv-Draft Lister Planter. 
Subsoil opener, planting boot and 
covering shovels ere — 
mounted on lister boom 











Atlantic Steel to Build 
New Atlanta Warchouse 


ATLANTIC STEEL Co. will con- 
struct a new half-million dollar 
warehouse and office building at 
the corner of Northside Drive and 
14th St. for its warehouse division, 
according to Robert S. Lynch, 
president 

The new building will be needed 
to accomodate the increased pro- 
duction to result from Atlantic 
Steel Co.'s new electric furnace, 
which is expected to be in opera- 
tion soon. The location is only a 
short distance from the new West 
By-Pass and is adjacent to U. S. 
Highway 41 and the Southern RR 

The structure will have 67,200 
square feet of warehouse and fa- 
cilities space and 6,700 square feet 
of air-conditioned office space. It 
will be located on a_ nine-acre 
tract now being graded. The build- 
ing will be 45 feet high. Three 
railway cars may be loaded or un- 
loaded in the building's interior 
at one time. Dock loading facili- 
ties will accommodate seven large 
trucks 

In addition to warehousing steel 
products for distribution through- 
out seven Southeastern states, the 
division will offer shearing, flame- 
cutting, sketch plate burning and 
hack saw cutting equipment fa- 
cilities to metal fabricators and 


users 


Birney and French 
Promoted by M-M.. 


cps PROMOTIONS in the sales de- 
partment of Minneapolis-Mo 
line Co., Minneapolis, Minn., were 
announced recently by Frank N 
Langham, general sales manager 

M. E. Birney, assistant manager 
of the division office in Kansas 
City, Kan., was named division 
manager, effective January 1. He 
succeeds Mr. Langham, whose ap- 
pointment as general sales man- 
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ager was announced early in 
January 

O. J. French, Jr., formerly sales 
supervisor in the division office in 
Kansas City, was appointed dis- 
trict sales manager for the areas 
served by division offices located 





©. J. French, Jr. 


in Hopkins, Minn.; Fargo, N. D.: 
Omaha, Neb Salt Lake City 
Utah; Stockton, Cal.; Winnipeg, 
Manitoba; and Regina, Saskatche 
wan. In this position, he succeeds 
Harry R. Colvin, who was recent- 
ly appointed general 
sales manage! 

Mr. Birney was an implement 
dealer from 1930 to 1937, when he 


assistant 





M. E. Birney 


became a salesman for M-M with 
headquarters at Alva, Okla., and 
later at Enid, Okla. For a year he 
was manager of the Amarillo, 
Texas, branch office, and for two 
years he was sales supervisor with 
headquarters at Kansas City. He 
was named assistant division man- 
ager in 1949 

Mr. French started with M-M in 
1940, as a junior salesman. In 1949 
he became sales supervisor at the 
Kansas City office 
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Massey-Harris Re-elects 
Directors at Meeting 


AT THE ANNUAL stockholders 
meeting of the Massey-Harris Co., 
held in Racine, Wis., February 20, 
all members of the board of direc- 
tors were returned to office. Re- 
elected to the board and represent- 
ing Massey-Harris Co. Ltd., were: 
E. R. Burgess, vice president, gen- 
eral manager, Canadian Division; 
C. N. Appleton, vice president and 
secretary; W. W. Mawhinney, vice 
president, general manager, Export 
Division; R. H. Metcalfe, vice pres- 
ident, General Administration; and 
E. P. Taylor, C. W. Webster, L. J. 
Burlingame, J. A. McDougald, and 
M. W. McCutcheon 





H. H. Bloom 


Also re-elected to directorship 
at the meeting, and re-appointed 
officers of Massey-Harris, were: J. 
S. Duncan, chairman of the board; 
H. H. Bloom, president; C. P. Milne, 
executive vice president; J. H. 
Garrick, vice president and treas- 
urer; C. E. Krause, vice president 
(purchasing) and secretary; E. A. 
Adams, vice president, engineering 
and research; K. H. Krause, vice 
president, manufacturing; L. T. 
Ritchie, vice president, merchan- 
dising services; and L. M. Sweeney, 
vice president, sales. 

Other company officers re-ap- 
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CAMPBELL__<=>_ 

| is 

FOR EVERY NEED = | 
| CAMPBELL <> _ 













Campbell offers you a complete line to supply 
your customers’ every need. Campbell 
manufactures chain for practically every purpose. 
Each type of chain is engineered and designed 


for maximum efficiency and life on the job. 


Campbell Chain is nationally advertised — 
nationally recognized for its superior quality. 
Campbell gives you complete merchandising 


to help you get more chain business. 






There (a we weak link in the Campbell line 


CAMPBELL CHAIN Gonang 


ry seed—INDUSTRIAL, MARINE, FARM, AUTOMOTIVE 








Chain for eve 





SOUTHERN FARM EQUIPMENT Section for APRIL, 1952 161 














pointed for 1952 were: L. W 
Petersen, assistant secretary and 
traffic manager; L. J. Wolf, assist- 


ant treasurer; and C. H. Stewart, 
comptroller 
H. H. Bloom also was elected 


a member of the executive com- 
mittee of the board of directors, 
Massey-Harris Co. Ltd. He has 
been associated with the firm for 
more than 35 years and has filled 


many important executive posi- 
tions 
K. H. Krause is a new member 


of the board of directors. His ex- 
perience with the company dates 
back to 1919, and he has served 
in managerial capacities in the 
U. S., Canada, and Europe 


+ 


Love Tractor Appoints 
Welcher to New Post. . 


Love Tractor, Inc., Eau Claire, 
Michigan, announces the appoint- 
ment of Rex J. Welcher as execu- 
tive vice-president and general 
manager, effective January 1, 1952, 
placing him in complete charge of 
all phases of management 

Mr. Welcher was associated with 
Love Tractor, Inc. from 1943 to 
1947, severing his connection as 
general manager at that time to 
become a farm equipment distrib- 
utor 

With the appointment of Mr. 
Welcher, J. R. Love will devote 
his time to the development, test- 
ing and introduction of new im- 
plements. 

Love Tractor also announces the 
appointment of Robert L. Jones 
as sales manager, also of its selling 
division, Lift Tools, Inc. Mr. Jones’ 
more than 20 years experience in 
the farm machinery industry in- 
cludes eight years with an agri- 


cultural finance company and 
executive positions with leading 


farm equipment manufacturers 
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Cobey disc harrow 


New Dise Harrow 
Announced by Cobey 


A NEW HIGH standard of discing 
efficiency is claimed for the Cobey 
Hydra-Flex disc harrow  pro- 
duced by The Cobcy Corp., Galion, 
Ohio. Three of the farmer's most 
troublesome discing problems are 
said to have been solved by fea- 
tures such as retractable wheels, 
easy angling of the disc gangs, and 
flexibility of the frame, plus flex- 
ibility of the disc gang mounting 

The rigid resistance to large im- 
bedded stones has 
overcome by a combination of flex- 
ibility in the frame and mounting 
of the disc gangs. When a disc hits 
an obstacle, this flexible design 
permits a rocking action of the 
gangs, which in effect is similar 
to the knee action of the front 
wheels of an automobile 

The variable angle feature of the 
the Cobey Hydra- 


or roots teen 


disc gangs on 


Flex Disc 
regardless of varying soil condi- 
control of penetra- 
tion depths is also offered by the 
easy angling, which can be adjust- 
ed in steps from 0 to 20 degrees 

A touch of the Cobey hydraulic 
control lever brings down the roll- 
er bearing, rubber tired wheels 
This action lifts the whole assemb- 
ly (frame and disc gangs) free 
and clear of the ground for easy, 
swift transportation from field to 
storage or to another field by trac- 
tor or truck 

The Cobey Hydra-Flex Disc 
Harrow is available with either 
plain round or cut-out discs 


. 


assures uniform discing 


tions. Close 


Kromer Introduces New 
Boomless-Type Sprayer. 


O. W. Kromer Co., Minneapolis 
11, Minn., announces a new low- 
cost boomless type sprayer. The 
special nozzle, designed by Spray- 
ing Systems, sprays a swath up to 
30 feet in width without the use 
of booms, and is composed of a 
cluster of five nozzles which are 
arranged on a semi-circle to pro- 
duce a uniform spray pattern 
Simple to operate, the unit is espe- 
cially designed for high gallonages 
on coarser spray jobs 

Kromer’s new barrel 
be removed from the tractor by 
loosening three bolts and is de- 
signed so that it will support two 
rigidly, even when one is 
empty The universal barrel 
mounting will fit most tractors 
without alteration 


rack may 


barrels 
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Looking Ahead with a Massey-Harris 


Nobody Wants to Stand Still 
in a Moving World 


There was a time when the Chinese civilization 
was the most advanced in the world — centuries 
ahead of others. Then China and her peoples 
ceased to advance. It wasn’t long until most of 
the rest of the world passed her up. 


Today, no American would want to trade 
places with a Chinese citizen. It has even become 
a common American expression to say, “He 
doesn’t have a Chinaman’s chance.” 


What is true of nations is true of individuals 
and companies. 

We, at Massey-Harris, deeply sense the im- 
portance of continual advancement. It has been 
our aim to lead the way with improved products, 
improved services, improved dealer relations. 

Leading the way is not always easy. Many 
products and improvements introduced by 
Massey-Harris met with a certain amount of 
skepticism at first because they were ahead of the 
crowd. Today, these advanced-designed products 
and improvements are on farmers’ preferred lists. 
Meanwhile, Massey-Harris has earned a reputa- 


Mole 72 


SOUTHERN FARM EQUIPMENT Section for APRIL, 1952 


tion for forward-thinking and aggressive plan 
ning 


Farmers have learned to “look to Massey- 
Harris for the latest.” As a result Massey-Harris 
is today the fastest-growing full-line implement 


concern in North America. 


Naturally, Massey-Harris dealers have profit- 
ed from this policy. More and more, dealers find 
it pays to look ahead and plan for the future 
with Massey-Harris. 


The MASSEY-HARRIS COMPANY 
Quality Avenve * Racine, Wisconsin 
Branches in Ationte, Ge.; Botevic, N. Y.; Columbus, Obie; Dalles, 
Texes; Denver, Cole.; Des Moines, lowe; Farge, N. O.; Kansas City, 
Ken.; Memphis, Tenn.; Minneopelis, Minn; . Mebr.; Portland, 
Ore.; Racine, Wis; Stockton, Collf. Sub-brenches: Enid, Okle.; 
Grand Forks, N. 0.; Harrisburg, Poe.; Les Angeles, Collf.; 1. Lewis, 
Me., Wichite, Ken 
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"From report of farm 
sprayer 
released by Dept. of 
Commerce, Bureou 

of the Census 









Based on Latest U. S. 


overnment Figures* 
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NOW—ALMOST 
COMPLETELY 

PRE-ASSEMBLED 

AT THE FACTORY 


= OMFORT- 








MULTI-PURPOSE 
FARM SPRAYER 
TM. Reg 






Patent Pending 


“33 Different Makes on the Market! 
Yet ComPory- SPRAYERS Account for 
20% OF ALL SALES! 


There must be good reasons why -GOMFORF dealers get 
such a “lion's share” of farm sprayer sales! Farmers will 
tell you it’s because -GOMFORE gives them all the important 
features of quality sprayers—at far less cost. They like 
its rugged construction, its simple operation, its quick 
adaptability to all farm spraying jobs. And they buy 
GOMFORZ Sprayers at tremendous savings! In 3 years 
GOMFORF has set the standard of farm sprayer quality 
Cash in on this booming market. Write for full details 
today! 








SELL THE LEADER! SELL COMFORTS 
AMERICA’S FASTEST SELLING FARM SPRAYER! 










HERE'S WHY 


ComForr 


LEADS THE FIELD 

® All 
elbow 

© Famous ‘GOMFORF Booms 
plus TeeJet interchange 
able nozzles 

® Hooks on any tractor 
loosening just 2 bolts 

® Booms fully adjustable 
from driver's seat 

eSim p le, trouble 
spraying system 

@ Exclusive -GOMFORE Mani- 
fold for finger-tip spray 
control. 

@ High capacity, adjustable 























controls at driver's 


by 


fr ee 


pressure P.T.O. gear 
pump. 
® Engineered for all neces 


sary attachments 





oo 


LO 


ifn 


further PROOF 
of COmMFOrr. Leadership! 


Surveys of COUNTY AGENTS, AGRICUL- 
rTURAL ENGINEERS, and DEALERS Show 
GOMFORFE Has the Features Needed in a Farm 
Sprayer 





“s 
















Men who know sprayers approve -GOMFOR? 
Sprayer features! Surveys conducted among 
leading farm experts reveal that EOMF OR? 


Sprayers have all the features needed for easy 

handling, effective spraying, economical opera- 

tion. Among the 8500 dealers surveyed in 9 

leading farm states, those who reported chose 

GOMFORF Sprayers by more than 2 to 1. Get 

the facts! See you, can profit 
9 


too. with 


how 





the sales leader for ‘52 


CoMFory- Equipment Company 
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Cheairs Porter says, “Most of Our Best 
Customers Read Farm and Ranch 
Southern Agriculturist” 


Mr. Porter went on to say, “I have checked 
over the Maury County subscription list of 
Farm and Ranch-Southern Agriculturist and I 
am greatly impressed with the number of our 
leading farmers who subscribe to your maga 
zine. Over 75% are good customers of ours 
These people are among the best farm fam- 
ilies in this territory 


In our trading area there are 12,724 farms of 
which 9,317 are electrified. T hese families 
are the backbone of our business. From the 
outset in 1907, the farmer has been our best 
and most consistent customer. In the early 
Stages our billing was every six months. 
Electrification and crop diversification have 
changed all that. Now our billing is on x 
40-day basis and without the farmer we would \ 


be out of business 


Even during the de pression it was the farmer 


who kept us going. Town families stof ped : j 
buying, but not the farmers. They had to keep | 
buying to operate their farms without : 
their business we would have closed our doors 4 
; 
National advertisers doing business in areas : 
like ours should realize that the farmer is the H 
man to be sold. When over 75° of your 
bscribers are our customers it stands to 


reason that we will do more business on 
products which are advertised in Farm and 
Ranch-Southern Agricalteria 


Special Notice to Sales Managers, Adver- 
tising Managers and Media Directors. 


What Mr. Porter has to say about the South 
ern Farm Market is fully substantiated by 


ee 





Cheairs Porter is the President of the successful hardware firm of Porter the agricultural statistics in the 1950 census 


Walker Hardware Co., Inc., of Columbia, Tennessee and is also a farmer in We are preparing a state-by-state digest of 
this community. Founded in 1907, Porter Walker Hardware Co., Inc., is now these figures as they are released. We will be 
the largest hardware firm in the Columbia trading area and depends, toa major happy to mail them to you as they come 
degree, upon its 12,000 farm families for a flourishing, prosperous business off the press 


gm <o 

“ a + 

° “ ay a 

Just sign the coupon fo > ot 
é v7 we 
. 4 we 
AN AND and mail it to us. on F gt 
a * oP 
a“ or ‘ 


SOUTHERN AGRICUITURIST © xcs 





NASHVILLE, TENNESSEE ote 
rae ¥ - - 
More Southern Farm Families read Farm and o”. yn? we - 
? 


h-Southern Agriculturist th ther pub- “ . 
Ranch-Southern Agriculturist than any other pu a wy wo so 


: . a + 
lication . . . circulation guarantee — 1,290,000. o™ er = 
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New Additions to Myers 
HN Ejecte Pump Line . 


F. E. Myers & Bro. Co., Ashland, 
Ohio, has announced full produc- 
tion on two major additions to its 
HN line of Ejecto water systems 
and pumps 

The additions are 1% and 2 h.p 
motor sizes with full variations for 
specific The variations in- 
clude a shallow well Ejecto pump, 
a deep well twin-type and a deep 
well packer type. The 2 new horse- 
power sizes are a continuation of 
Myers’ present line of HN Ejectos 


uses 





which include '%, 4%, % and 1 hp. 
sizes, and offer all of the features 
of the smaller systems but are de- 


signed for greater head and ca- 
pacity. 
The new units are designed for 


higher capacities than the smaller 
systems. The Ejecto assembly used 
in the 1% and 2 h.p. pumps are 
all bronze and are available for 
single or two pipe installation, 
shallow and deep well. The single 
pipe or packer type is made for 
use in 3 and 4 inch welis, the two 
pipe or twin type for use in 5% 
inch or larger wells. 














> —<- Seis 


Grapple Fork Buck Roke Push off Stacker 





Loader Boom Monure Bucket Dirt Bucket 





WAIRADMB 


Pitch Control 





For the haying season a New Iota Hy 
draviic looder is the farmers most 
versatile tool. It operates ao buck roke, 


grapple fork, of push-off stocker — 
to help get hay in quicker, with less 
effort. Changes are easily made from 
one attachment to another. Has many 


other year ‘round vses 


[een 
FARM EQUIPMENT COMPANY 
10 


agvi MANUFACTURING CORPORA 


COLOWATER, OHIO 


Angle Dorer Biode Dorer Blade Snow Scoop 
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To permit a minimum of stock, 
the new units and ejecto assem- 
blies are packaged separately, so 
that one basic pump unit and sev- 
eral Ejector packages make it pos- 
sible to meet any well condition 
within the range of the pump, of- 
fering immediate delivery for any 
consumer needs 


Barnyard Equipment Group 
Helds Chicage Meeting .. . 


HE FIRST annual meeting of 

National Barnyard Equipment 
Council, held at Chicago, January 
25, 1952, was the largest meeting 
of choretime equipment manufac- 
turers ever held. In addition to 
members of the Council, manufac- 
turers of barn equipment, barn 
cleaners and poultry equipment 
were on hand to hear Senator Al- 
len J. Ellender, chairman of Sen- 
ate Committee on Agriculture; 
John F. Smith, vice president of 
Inland Steel Co.; Herman C 
Aaberg, American Farm Bureau 
Federation, and B. Franklin Bills, 
sales counselor, all of whom were 
featured speakers 

Reports of officers and commit- 
tee chairmen showed a fine year of 
achievement for the Council, par- 
ticularly in its work of acquaint- 
ing control officials of the import- 
ance of labor-saving equipment in 
meat and milk production 

Lowell H. Swenson, Hawkeye 
Steel Products, was re-elected pres- 
ident. N. J. Smith, Pax Stee] Prod- 
ucts, was named vice president, 
and R. C. Hudson, H. D. Hudson 
Mfg. Co., was re-elected treasurer 
These and the following members 
were elected to the Executive 
Committee: C. A. Hanson, James 
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Get the jump 


4 


Son competition with these... 
WS 


/ 
/, . 


semi-movunted 


Available in Hydraulic 
or hand lift 





trailer-type 


Available in Hydraulic 
or Mechanical lift 





No matter what a customer's preference in mowers 
may be, the New Ipta Dealer with these 2 outstand- 
ing types is in a position to satisfy every mower de- 
mand. Both semi-mounted and trailer types are built 
to mow in the closest quarters and cut square cor- 
ners. Both have safety cutter bar release to prevent 








lota Line 








The sign of a good product 
eae Where you find this sign 
- you find a prosperous 

| dealer with the full New 


damage from hidden objects. Both can be hitched 
or unhitched in a matter of minutes. 

Get the jump on competition NOW! Get prospects 
acquainted with these 2 mowers—they'll want noth- 
ing but New Ipea 


oye. 


NEw [pEa 


FARM EQUIPMENT COMPANY 


Bee ott 


AVCO 
SUBSIDIARY 1 I MANUFACTURING CORPORATION 


COLDWATER, OHIO 


SORT ROS & 
4) he 















TOP PERFORMANCE AT LOW COST! 
Yes, that’s what you get in Lombard’s New Bow Chain 
Saw. Basically it’s the same saw that has been setting the pace 
during the winter cutting season in Northern and Central states, 
plus a sturdy bow attachment specially designed for rugged 
Southern requirements. 

It’s powered by a sensational easy-starting ‘light weight 
motor which has set amazing performance and economy records 
on thousands of Lombard’s straight bar saws. Cuts more wood 
per dollar investment. 

Phone or wire us today for more information about the 
hottest item in the Chain Saw field. 


DISTRIBUTOR OPPORTUNITY IN SOME AREAS. 











MODEL 3-16 
Straight bar 


PRICE $965, 


Model 3-20 
Price $271.50 
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Only Dearborn Dealers Can Sell 
the Many Advantages of 






The dealer with the franchise to sell the Ford Tractor 
and Dearborn Farm Equipment is selling more than 
a fine line of farm machinery products. 


He's selling a better way of farming—FORD Farm- 
ing. Better because it represents the application of 
mechanized power to a vastly wider variety of jobs 
than is ordinarily possible. 

From 20% to 80% of the working hours on American 
farms are taken up by chore work that calls for lifting, 
digging and tugging that are heavier drudgery than 
much field work. 

Yet, no matter how useful they may be in the field, 
few tractors are of much use for chore jebs. Most are 
tov big—too hard to handle—cost too much to run—or it 
takes too long to change from one implement to another. 


But it’s a different story with the versatile, adaptable, 
economical Ford Tractor and the wide variety of 
specially-engineered, quick-attaching Dearborn Imple- 
ments designed to work with it. All the way from heavy 
plowing to hog-dipping, this tractor and implement 
combination brings relief from drudgery—savings of 
time and money—better, lower cost production. 


Ford Farming means the better, easier, lower cost 
way to make the widest possible use of tractor power on 
any average farm. And only Dearborn dealers can sell it. 

This is another reason why the Ford Tractor has 
become a most popular model on today's tractor 


market. It is another basic selling advantage 
which holders of the Dearborn Franchise command 


BARNYARD JOBS 





HEAVY LIFTING FARM IMPROVEMENT 


DEARBORN MOTORS CORPORATION 
Birmingham, Michigan 

- aS National Marketing Organization for the Ford Tractor and 

FARM EQUIPMENT Dearborn Farm Equipment 
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coe APH 


1% GAL. 
CAPACITY 
















No. 820 
FLAME SPRAYER 
w. 4 end pl ly 





portable, shoots a flame 
of more than 2000° heat 
20 to 24 inches. Tank is 
seamless tubing, | gol. 
cop. Burner hos remove 


able burner block. 








BRAND NEW 
MODEL No. 110 


Here's the great new lightweight No. 110 sprayer by Chapin. 
This tank model is a small capacity, 1% gal. Is easily carried 
by pump handle. Tank is electric seam welded, Armco Zinc- 
grip galvanized for rust resistance. Other features 
are dome top, die-cast handle and top for quick 
closure, 12” brass extension tube, and funnel top 
for easy filling. Ideal for the lady gardener and 
for concentrate sprays. Get a good supply. They're 
sure to be in great demand. 





No. 560 


Continuous HAND SPRAYER 


For oll spraying purposes. Extra wide 
2%” jor opening. Glass jor. Rated capac- 
ity 24 ounces. Removable brass nortle 
and seamless copper liquid tube. Pump 
size 14% x Tha”. 


R. E. CHAPIN Manufacturing Works, Inc. 


100 Chapin Street 
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Batavia, N. Y. 





Mfg. Co.; John C. Reed, Farmer 
Feeder Co.; C. C. Jolly, The Jolly 
Co.; B. J. Brower, Brower Mfg. 
Co.; J. S. Pleune, Clearwater Tank 
Co.; ard K. N. Walters, Illinois 
Culvert and Tank Co. 

W. Floyd Keepers is executive 
secretary and maintains the Coun- 
cil’s offices at 330 S. Wells St., Chi- 
cago. 

* 


Everite Appoints Lane 
Seutheast Salesman . 


THE APPOINTMENT OF C. M. Lane 
as salesman in the Southeast has 
been announced by Paul Emery, 
sales manager of the Everite Pump 
& Mfg. Co., Lancaster, Penn. 





Cc. M. Lane 


Mr. Lane has covered this terri- 
tory as a representative of the Nor- 
folk branch of George G. Lee Co. 
and has retail experience in the 
Chattanooga area. During World 
War II he served in the engineer- 
ing branch of the U. S. Army. 


° 


Fairbanks-Morse Reports 
Larger Net Profit. . . . 


BOTH THE NET sales or billings 
to customers and the net profit of 
Fairbanks, Morse & Co., Chicago 
5, Ill., for 1951 were greater than 
the results attained in 1950, the 
company’s recent annual report 
disclosed 

Net sales or billings to customers 
totaled $116,087,596, an increase of 
$30,663,728, or nearly 36 percent, 
over the $85,423,868 reported for 
the year ending December 31, 1950 
Net profit was $4,905,556, after all 
charges including Federal taxes, 
an increase of $1,065,309, or 27 
percent, over the $3,840,247 given 
as the total profit a year ago. 

The net profit on the basis of 
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ay is something 
pecial this year 


Ey x 
National 










pete Month 
Publicity for National Wate 


} er Systems Month is 
building real pump interest in your < 
in on all this free-to-you nation st iblicity and 
advertising, with your own timely promotion t 
Past years have shown bigger ad better pumy ' 
sales records in May — make it bigger than ever f 
n 1952 


splay Promotion- . 
Profits 


Special Gould 
Guarantees E 


Simple. effective, profitable . . 
packaged promotion, based on 
new Balanced-Flow water syster 
to bring extra profits. 

Call your Goulds distributor, or 
below for full details of this g 
building plan! 









The New Balamet 





nae” GOULDS PUMPS INC., Dept. SH-1, SENECA FALLS, N.Y. 
j 
Yes, let me see your special offer. Have nearest Goulds distributor give 
complete details on your new, sopeeta Gramaben dad Gaia ; MAIL 
designed for Water Systems Month. ; 
“ +; #COUPON 
Some aes Gee tL 
Address _ SIERE: » : TODAY 
; 
-—— ™ 
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SERVICE 


THE GREATEST SERVICE ORGANIZATION 
OF ITS KIND IN THE WORLD... 


Nearby there is a Briggs & Stratton service organiza- 
tion, factory trained and supervised, and with a stock 
of genuine Briggs & Stratton engine parts ready to serve 
you. These organizations offer 
complete Briggs & Stratton en- 
gine service tune up, repair, 
and rebuilding with original 
Briggs & Stratton parts. 

Only Briggs & Stratton main- 
tains such complete, world-wide 


authorized service facilities. 





Briggs & Stratton Corporation, 
Milwaukee 1, Wisconsin, U.S.A. 


In the automotive field, Briggs & Stratton is the recognized leader 


and world's largest producer of locks, keys and related equipment 
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] the 1,199,190 shares of no par val- 


ue common capital stock now out- 
standing is equal to $4.09 a share, 
compared with $3.20 a share a 
year ago on the same number of 
shares. The stock was split two- 
for-one by stockholders at a meet- 
ing December 12, 1951 

Colonel Robert H. Morse, Chair- 
man, declared in his letter with 
the report, unfilled orders on De- 
cember 31, 1951 totaled $55,805,- 
498, compared with $45,546,305 a 


year ago 


. 


Comfert Introduces 
New Broadjet Sprayer 


AN IMPROVED five tip nozzle for 
spraying either wide or limited 
areas at high speed has been in- 
troduced by Comfort Equipment 
Co. The new unit is adaptable to 
various spraying patterns by 
blanking off one or more of the 
five nozzles. One plug and one 
blank are included with the unit 





4 


According to the manufacturer, 
the unit is excellent for weed and 
insect spraying of small grain 
crops, pastures, roadsides and or- 
chards. A universal bracket is 
furnished for easy mounting to 
any tractor. It is designed to op- 
erate from the Comfort Special 
Spraying Unit 

Complete details are available 
from the Comfort Equipment Com- 
pany, 2609 Walnut, Kansas City 
Mo 


e 


Wood Offers New Model 
Rotary Cutter and Mower 


TWO NEW MODELS of the Wood 
rotary cutter and mower have been 
announced by Wood Brothers Mfg 
Co., Oregon, Il]. Changes incorpor- 
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@ Sales are zooming on the Deming 
“CUSHIONETTE”. . . the entirely NEW auto- 
matic water system with permanent self- 
contained air pressure control...an 
EXCLUSIVE Deming feature! 
The powerful, multi-stage centrifugal pump 
maintains its HIGH EFFICIENCY throughout 
the entire range of pressures! 
The “CUSHIONETTE” is really COMPACT .. « 
only 16 inches diameter . . . and only 21 
inches high . . . with a capacity range up 
to 685 gollons per hour! 
Here is a complete, packaged water system 
. ready to hook up to the well and the 
house connections. 
National advertising and free sales helps for 
Deming Distributors and Dealers are boosting 
sales everywhere. 


Write for complete information NOW! 


THE DEMING COMPANY 


519 BROADWAY . SALEM, OHIO 





= CUSHIONETTE 


embe 





newest 


Fig. « 





_ of the 





































DEMING line of Water Systems 















Fig. 
562 
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WISSOTAS 
NEW Aye“ 


FARM UTILITY TOOL 









OPERATES IN ALL POSITIONS, VER- 
TICAL, HORIZONTAL OR UPSIDE 
DOWN. HANDLE SWIVELS IN ARC 
AROUND THE JACK, ETTING 










AWAY FROM INTERFERING O8- 
STRUCTIONS. 
The patented ant potent 





pending 
fectures moke it the most valuable 










FARM TOOL! 
Yes the NEW Used as a 
Wissota Hydraulic Wagon Box Lift 
Farm Utility Too! is the NEW 
different. its ex Wissota Farm 











clusive swivel han Utility Tool 
die gets away from used in con 
any interfering obstruction, end its ali-position junction with Wissote Wagon Box Lift Frame 


Easily and quickly fitted into frame for lifting and 
dumping al! types of wagon boxes. The Mode! 
J2.5 Farm Tool has 5,000 pound capacity—plenty 


operating construction features give it amazing 
versatility and make it the handiest, most useful 
of farm tools! Easily, quickly, economically accom 


plishes dozens of difficult repair and lifting jobs of extra power to make the job easy and 
on the farm smooth 
Easily ond quickly pulls ond In upside down 
spoces froctor wheels position grobs 
ond lifts in 
fow, hord ens 
to gef of 


oloces. Lifts 
ihe @ toe 
ock 


Quickly pulls 
old pulleys 
geors, sprockets, efc , Ng aey* 


MOST PRACTICAL ELECTRIC TOOL AND SICKLE GRINDER FOR ALL FARM GRINDING JOBS... 
MAKES AWKWARD JOBS EASY AND SIMPLE TO HANDLE! 


Wheels project in front of motor housing allowing 
100°. accessibility to front and sides of wheels 


@ Sections, Ensilege Knives and oll awkward 
grinding jobs on ony grinding from the front 

of grinding wheel con easily be handied. 

Heevy Duty 1 3 H.P. removable motor 

Grinding Speed easily chenged by vorying pulley 

size 

This is the heavy duty grinder the former wants 

and is priced te sell. Also furnished with 2 

wheels without sickle holder 





>» 


1% 








All WISSOTA Sickle Grinders con also be supplied 
with the heovy duty Sictle Holder SH7 for 7 foot bors 
Will shorpen a 6 without reclamping 
- fits WISSOTA grinders now in the field 

A COMPLETE LINE OF TOOL AND SICKLE GRINDERS . HAND POWERED, BELT DRIVEN AND 
ELECTRIC POWERED. ALSO A FULL oonean come QUALITY ABRASIVE WHEELS AND 


WISSOTA'S FULLY VITRIFIED, ACCURATELY DRESSED ABRA- 
SIVE WHEELS SAFEGUARD GOOD TOOLS, SICKLES, 
MOWING MACHINE SECTIONS! 

Sell WISSOTA . the wheel the farmer wants! 


business 


d NL > 
ee a 


foot section 


satisfy your customers by always supply 
They have better balance 
profitable sales 


Build your abrasive whee 


fast, coo! cutting Wissotea wheels are uni 
carefully tested. Priced competitively for fast 


nr special popular-sized assortments with attractive display 


ng sate 
formly made 
Available 
racks 


oose and 


Ask Your Jobber or Write Dept. S for Catalog Today! 


WISSOTA Wanupacturiug Co 
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ated in the new models — desig- 
nated as the 30B and 50B, for cut- 
ting 60” and 80” swaths—include 
six refinements over previous 
models. All make the machine 
simplier to operate, insure even 
greater durability than models 30A 
and 50A, it is claimed 

A heavier frame offers 25 per- 
cent increase in weight and 
strength; simpler height adjust- 
ment is provided by a single lever 
near center of the machine. Idler 
pulleys have been re-designed to 
assure proper height alignment at 
all times. 

Two type wheels are now avail- 
able. One option is the demount- 
able rim wheels, using 400 x 8 
tires. The new Notat blow-out 
and puncture-proof tires can be 
used with this wheel. The second 
type is the 15” automobile tires, 
ideal for inexpensive replacement. 





A new spray paint recently in 

troduced by New Holland Ma- 

chine Co., New Holland, Pa.. 

sprays farm machinery at the 

touch of a button and helps 

prevent rust while retaining the 
new finish 


Sell a Key Farmer 


(Continued from page 149) 

er, wagon, and corn planter. Soon 
the company sold three additional 
tractors and attachments to nearby 
farmers who were willing to go 
along with the judgment of the 
initial customer 

In another neighborhood a set 
of brothers, operating separate 
farms, were particularly good 
prospects. After selling one it was 
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Built Better to Sell Faster 







BUTLER 
Grain Bins 


That’s right. Butler Grain Bins are built 
better and they do sell faster. Here's 
how these two facts tie up. Farmers, as 
you know, are smart buyers. They want 
The Butler Long-life Junior Grain Bin has 1,000 bushels capacity. to be sure before they invest their money. ; ' 
Sturdy, galvonized construction cssures long-life service. They want to be sure that the grain bin 
they buy will positively protect their grain 
year in and year out. They want the bin 
to last longer with less maintenance. They 
know that Butler Grain Bins fill the bill. 














For over 40 years, farmers have been 
spreading the word about the top quality 
of Butler Bins. This word-of-mouth adver- 
tising helps you sell more Butler Grain 
Bins — faster. And Butler backs you up 
with consistent farm magazine advertis- 






They see... you sell ing to your farmer customers 
One of the best, proved ways for you to in- 
crease Butler Grain Bin Sales is to erect one There are the facts of how you as a 


neor your store. Formers see the top quality 


dealer can sell and profit with Butler 
Grain Bins. Proof that it works? There 
are more Butler Grain Bins in use today 
than any other make 


construction features throughout the bin 


ond you sell 















Mail (oupor NOW 






Address Dept. SX14 at office neorest you 
BUTLER MANUFACTURING COMPANY 
7394 E. 13th St., Kansas City JE, Mo 


BUTLER MANUFACTURING 


COMPANY Please send me complete information about Butler Grain Bins, 
Kensas City, Mo. 
Galesburg, tii Name - 
Richmond, Calif. Firm < 
Birminghom, Alo. id 
Minneapolis, Minn, 
City Ione Stete 
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chines well-spaced over the coun 
ty and are compiling a larger 
prospect list of customers than can 
serviced 


matter to sell the others 
and their combined judgment gave 
momentum to still additional sale 
in the community 


an easy 


adeauately be 


Rowlette pointed to these a After selling a key farmer in 
some typical examples of how the each community the next im- 
company worked to sell key men’ portant factor was to k ep these 
in every neighborhood. In some _ buyers satisfied. As these dealers 
communities, of course, they had point out, a sale that goes “sour” is 
to sell to any first-time buyer who worse than no sale at all. A dis 


would buy. But, regardless of who _ satisfied buyer not only will never 


he was, his use of the first tractor buy again, but his dissatisfaction 

of the company’s line in the terri will spread throughout the sec 

tory directly paved the way to _ tion, and his neighbors will get a 

further sales lot of information about where not 
The company now has its ma-_ to trade 





3 PRACTICAL 


ADVANTAGES 
Make This Disc 


OUTSTANDING 







EASY ANGLING 
OF FRONT and 
REAR GANGS! 


For most efficient 
discing, angle of gangs should be adjusted 
to each soil condition — and that's the 
kind of engineered construction you offer 
farmers in the COBEY Hydra-Flex Disc. 
Easily angled in steps from 0 to 20 
degrees — giving constant control of 
penetration depths. 


FLEXIBLE FRAME AND GANGS! 


Designed for level cutting —no ridging. 

The COBEY Disc frame is flexible, and disc gangs are mounted 
on the frame in a manner which allows them to flex, giving 
@ rocking action. Thus any gang will ride over most imbedded 
stones and roots, preventing damage to the discs. 


EASY, SPEEDY TRANSPORTATION! 
By touching the control lever, wheels are lowered hydraulic- 
ally. This lifts disc gangs from the ground so that the COBEY 
Hydra-Flex can be towed on its roller-bearing, rubber-tired 
e wheels from field to field at time-saving speeds. No bother- 
some loading or unloading — no dulling or injury of disc blades. 
The COBEY Hydra-Flex Disc is made in sizes to match any 
tractor. 
Every day the COBEY Line becomes more valuable, more de- 
sirable, more profitable to COBEY Dealers — because COBEY 
designs and builds implements of the most advanced type. 


Write today for ti 


THLAGE TOOLS 


sprocket 
end ROLLER 
PULVERITERS 
. 
Rotary wots 





UL CHERS 
7 
sprig TOOTH 
wareows 
* 
Disc narrows 
snd. Tender 





_) 
infor 


Delvxe ' 
yd. Lilt Type 


THE COBEY CORPORATION 
Galion, Ohio, U.S. A. 


Worse-Drewe 










POWER DRIVEN 
MANURE SPREADERS 
79+ tee. 
ze ten 190 Be 


SMALL SIZE 
Two. whet. 
TRAMERS 


HAULAGE AND TILLAGE PROBLEM 


Ht SPEED WAGONS 
WAGON GEARS 


WAGON BOXES 
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“A PROFIT MAKER FOR EVERY ACRE” 
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Consequently, when they sell a 
farmer, especially the first one in 
a community, one of the partners 
or a skilled employee delivers the 
machine and stays with it until the 
buyer thoroughly understands its 
operation. Since they have been 
unusually successful in making 
their first sales in communities to 
farmers who are skillful tractor 
operators they have had few com- 
plaints 

“We have been in business 14 
months,” Rowlette explained, “and 
so far we haven't had to supply as 
much as $100 worth of new parts 
for all the machines we have sold, 
and our customers have had to buy 
so little of our service work that 
we have had to depend almost en- 
tirely on new equipment sales for 
our profit. The less demand we 
have for service the first two or 
three years, the more our custom- 
ers will be convinced that they 
have good machines. This, in turn, 
will mean more boosters for our 
line.” 


e 


Selling Power Mowers 
(Continued from page 150) 


and test—made by shop foreman 
M. E. Drury—so that he will be 
convinced that the mower he buys 
is in good condition when it leaves 
the store 

Bennett likes to this in 
spection to power mower purchases 
because a number of buyers have 
created faulty operation of their 
mowers by feeding dirty gasoline 
or improper fuel into the fuel 
tanks 

“Some of them even try to run 
the machines on tractor fuel, al- 
though we always warn the cus- 
tomer to use only clean, automo- 
tive fuel,” Bennett said. “The book 
of we give with the 
machine also warns against this 
practice, but it that most 
of the owners either forget these 
warnings or ignore them. The en- 
gines are simply too small to re- 
sist any kind of trash which may 
get into the gas tank. When this 
sort of trouble develops, there is 
nothing to do but remove the car- 
buretor and clean out the trash 
Aside from this, most of the mow- 
ers have rendered good service. 

“We make a labor charge of 
$2.50 per hour for this work, be- 
cause we cannot afford to offer 
this service free, especially when 
the large number of these jobs 
handled during the summer 
months is considered. 


stress 


instructions 


seems 


SOUTHERN FARM EQUIPMENT Section for APRIL, 1952 
















NEW VARIJET Bullet- 
40 to 70% MORE WATER 
with LESS ELECTRICITY! 





Consistent advertising 
in these leading magazines 
helps you sell F & W! 


Re | 


with the sales advantages and 
the advertising to tell about ‘em! 


@ That's the unbeatable combination for volume and profits in the water 
pump business that every F & W dealer enjoys! 

Take the new F & W VARIJET, for instance. It is absolutely unapproached 
by any other pump for shallow-well use. It gives 40 to 70°, more water, yet 
reduces motor load and power consumption. No increase in horsepower or 
price, just longer life, lower cost operation. It’s an exclusive F & W patent! 
You enjoy comparable advantages in a full line of pumps for every need 

F & W is giving you more advertising power than ever in 1952 in both the 
big and profitable farm market, and in the rapidly growing suburban market 
in every town and city! 

With F & W in ’S2 you get everything it takes for your biggest year yet on 
water systems. So write us now for full details 


FLINT & WALLING MFG. CO., INC., 419 Ock Street, Kendallville, Indiana 








~~ 












F & W Multi-Purpose Jet F & W Multi-Stage Deep Well Jet 
Change from shallow well to deep well by mov Delivers extra capacity New automatic con 
ing jet off pump down into well. No extras to trol valve assures top performance under vary 
buy Available with or without vertical tank, or ing well conditions Change the rotary seal in 
a3 compact package unit. 2 HP motor 15 minutes with Speedichange cartridge 
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“A few of cur customers com- 
plain about this charge, but most 
of them realize that we could not 
handle this work at our own ex- 
pense. We hope to eventually ed- 
ucate our power mower buyers 
against use of improper fuel in the 
mowers to the extent that carbu- 
retor cleaning jobs will be re- 
duced.” 

Bennett or a company salesman 
always explains carefully to each 
power mower purchaser the prop- 
er methods of operating, servicing 
and adjusting the machines in or- 
der to assure long use. 


Help Farmers Select an 
Irrigation System ..... 


(Continued from page 154) 


ternal combustion engines, the 
economic possibilities of different 
fuels should be investigated. En- 
gines using natural or liquid 
petroleum gases are being sold in 
increasing numbers. Where the 
price of L. P. gas compares favor- 
ably with that of gasoline and if 


the engine is capable of utilizing 
the gas most efficiently, this type 
of fuel may well be considered 


Diesel engines are generally used 


for the larger installations. 

A complete map showing crops, 
acreage, and field boundaries will 
aid greatly in the design of the 
equipment. 

Farm operations ofte:. influence 
the schedule of irrigation as to 
whether or not it is feasible to ir- 
rigate at night, employ full-time 
irrigators, or move the lines with 
incidental labor in the morning, 
noon, and evening. The method 
used will affect the equipment ana 
design requirements. For the 
present, these factors must suffice. 

The Alabama Experiment Sta- 
tion, cooperating with the Soil 





Build Better Profits with 


Better SPRAY 


Original equipment manufactur- 
ers, chemical producers, and gov- 
ernment experiment stations pre- 
fer TeeJet Spray Nozzles .. . be- 
cause TeeJet Spray Nozzles are 
designed better, made better, and 
proved better by test in every field 
of farm spraying. 

Ask your wholesaler about the 
new ConeJet Tip that ends clog- 
ging troubles in cotton spraying. 
TeeJet Spray Nozzles are adver- 
tised in Progressive Farmer. Get 
free promotional material, too . . . 
Bulletins, Counter Display, Win- 
dow Streamer, Newspaper Mats. 
Write for Bulletin 58. 


3% 


SPRAYING SYSTEMS CO. 


3277 RANDOLPH STREET ¢ BELLWOOD, KLLINOIS 


NOZZLES 






lie eefel 


SPRAY NOZZLES 


onty TEEJET cives au 
OF THESE FEATURES 
¥ wee “y orifice tips 
EO ond MILLED 
for a ite and for exactly 
centered and contoured ori- 
fice openings 
nee) Y orifice tips 
most complete se- 
ri available onywhere, 
in every type ond capacity 


v 


from one golion per hour 
and up 
v Eleven different sproy an- 
gies from O° (solid stream) 
te 150 
Factory inspection and test 
of all nozzles ond tips be- 
fore shipment 


FOR COTTON SPRAYING 


The popular new Cone- 
Jet Tip for Teelet Nox- 
sles. Ends majer clog- 
ging troubles. Let wus 
send you Bulletin 6! 












INTERCHANGEABLE 
ORIFICE TIPS 
Say\ © > 
iy LAT SPRAY CONE SPRAY 
S ? 
% Oo 
SPRAY NOZZLES OWSC TYPE CONEJET 





for the best in performance fro 
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 Leefet- THE COMPLETE FARM SPRAY NOZZLE LINE 


tm nf ke Fey 
@ ' mS Ss 
FITTINGS 






THGGER TEEJET 


TYPICAL EQUIPMENT 












equipment and chemicals! 





Conservation Service, is now ob- 
taining pertinent information for 
many of the major soil types of 
the State. Studies on infiltration 
and percolation rates and available 
water holding capacities are being 
made in many areas and the infor- 
mation thus gained will be used to 
prepare local irrigation guides. It 
is hoped that additional informa- 
tion may become available on such 
important items as consumptive 
use and water requirements of the 
principal crops grown in this re- 
gion, fertilizer requirements of 
crops with irrigation, depths of 
root zones for different plants, ef- 
fects of different cultural and 
agronomic practices on irrigation 
efficiency, and others. 


Frequency of Irrigation 


The frequency of irrigation will 
depend on how long the water 
added to the soil profile and stored 
there for plant use will last before 
it is evaporated or transpired by 
the crop. In the Southeastern 
States where some rainfall may be 
expected at relatively frequent in- 
tervals, it is not advisable to re- 
place more water by irrigation 
than the crop will transpire in 15 
days. In most cases the interval 
between irrigations will be nearer 


10 days because of labor limita- 
tions, Sunday work, pump and 
engine repairs, or because of 
power failures. 


Irrigation methods are usually 
designated according to the man- 
ner in whieh the water is applied 
to the soil. Among these methods 
we have: 

1. Irrigation by surface flooding 

2. Irrigation through furrows 

3. Irrigation by sprinklers 

4. Subirrigation 

Sprinkler irrigation is by far 
the most commonly used method 





of irrigation in the Southeast. 
| Some furrow irrigation is used for 
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De Laval Introduces the Newest 
Member of Its Separator “Family... 














THE NEW DE LAVAL “600 SERIES” 
x SEPARATORS-STREAMLINED AND 
see | MODERN AS A JET PLANE!!! 


























' 
| New-type silent 
= positive Orive 
| | 
| > Here's another ‘‘easy-to-sell’’ for and models for every need . . . and price. | 
De Laval Dealers...the great new “600 Check these outstanding easy-to-sell ' 
| Series’’ World’s Standard Separators which features: Silent motor drive ...no gears— / 
medias | now join the rightfully famous De Laval no oiling! Highest skimming efficiency... 
lubneated fortife | World’s Standard, Junior Series and Elec- __ stainless steel bowl, supply can and covers 
tro Series. Thus De Laval Dealers have the ... two-minute washing. Beautifully fin- : 
newest, most complete line of ng to ished in black and silver-gray .. . 3 sizes, 
offer...in skimming efficiency . . . sizes motor drive only. 
Dns Seeeseesoeesoeces COSTES EHESESESEHEHEEHEEHEEEEEEEEEHHEEE HEHEHE EEEEEESE 
cede 
| _‘siemtiype deve | A SIZE t 
aa AND STYLE FOR ¢ 2 
—_———a —— : 
- EVERY NEED 
anne by a A — a. for woe = 


ance on thousands of dairies Simple. ef 

farms to give clean- a, sm ~ Level quality and = cient driving mech- 
est skimming. long- Dlcity and ency performance st low anism sutometicelly 
est service at lowest are Built into this price for smali herd = lubricated. May be 
cost. Stainless steel separator. Direct owners. Will pay for used for clarifying 
wherever milk motor drive themselves in the by adding clarifier 
touches. 3 sizes Never requires orling saving of buttertat bow! end tiewere 


Designed for “Tw 
Minute washing 
CORRE EERE EEE EEE EEE EEE EEE EEE EEE EEE EEE EEE EEE EEE EEE EEE HEHE! 
. 


: WRITE YOUR NEAREST DE LAVAL OFFICE 
You - FOR FULL DEALERSHIP INFORMATION 


CAN LOOK TO DE LAVAL 


i © gretictsle dostonttp that wit vi / Wis yf 
te thd he / Ane a nd ele a - Ye L a] Y. (a/] @ 
: . Why 


AND PURSE 








buy with...and who look to De Loval's 
Better Products for Better Farm Incomes 
ond Better Form Living. 
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Altho “dobbin” is getting a 
well-deserved rest on most of America’s 
farms ... his replacement, the gasoline 
engine must still be chosen with as 

much care as was formerly used in buying ‘Sant 


’ 


a horse. Passing every test for 
dependability, long life and thoroughbred 
construction . . . is the LAUSON engine a 


. » universally used on BETTER power 





equipment! LAUSON engineering has put cooler running 


into each engine . . . special cylinders . . . finer 
materials . . . extra precision, all built into the motor for 
the most power for the longest time . . . and to insure 


trouble-free operation! Dealers find it easy to sell equipment powered by 
LAUSON .. .a widely advertised name for over 50 years. 





BETTER POWER 
FOR GARDEN TRACTORS Dy FOR CONSTRUCTION WORK 


A FAVORITE ON THE FARM! 
OUTBOARD MOTORS 


Sauson 


PORTABLE ~->, ENGINES 
A. 


Fer Details, Write: 


THE LAUSON COMPANY 


NEW HOLSTEIN, WIS. Division of Hort. Carter Company 





In Conoede: Hort-Emerson, Winnipeg 
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row crops. Sprinkler irrigation 
may be sub-divided into two types 
permanent or portable systems. In- 
asmuch as installation costs are 
relatively high, permanent sys- 
tems have been used principally in 
irrigating gardens, truck crops 
valuable crops where the site is 
relatively permanent Portable 
pipe systems are less costly but re- 
quire more labor during operation 
Sprinkler systems are more readily 
adapted to the shallow soil pro- 
files, the slopes, and the surface 
irregularities of this area. It per- 
mits more timely and satisfactory 
application of water on unusually 
pervious soils, even if other 
methods were possible. Portable 
sprinkling systems usually include 
a pumping plant, either station- 
ary or movable, that can pump 
water from the source of supply 
through light-weight pipe with 
quick-acting couplings. The pine 
sections are generally 20 feet long 
and are used for main lines and 
laterals. The sprinklers are at- 
tached to the couplings by short 
risers that raise the sprinklers 
above crop levels. Most systems 
operate under pressures of 20 to 
50 pounds per square inch. 

When selecting equipment for 
sprinkler systems, the question 
often arises as to whether or not 
it is advisable to use the large ap- 
plicators generally called “Water 
Guns.” These large units, apply- 
‘ng water over several acres, re- 
quire high pumping pressures of 
approximately 100 psi and, there- 
fore, are usually less efficient than 
if the same amount of water were 
applied with smaller sprinkler 
heads operating at lower pressures. 

It should be apparent by this 
time that the planning and design 
of an irrigation system for maxi- 
mum economy and efficiency ‘s 
not accomplished by the “hit and 
miss” process. Since every in- 
stallation requires an individual 
analysis, systems should be de- 
signed by competent engineering 
personnel who are familiar with 
local conditions and the equip- 
ment. 

6 


Wanted: Salesmen 


(Continued from page 156) 


with the comparative figures: farm 
products up 210°, farm wage 
rates up 232%, building materials 
up 148%, etc. With wage rates 
up 232% should any farmer hes- 
itate to mechanize to the fullest 
possible degree? What a powerful 





NOW ENJOY THE REALLY VERSATILE 


YitW GARDEN TRACTOR 


FOR FARM, GARDEN, HOME AND ESTATE 







The Kut Kwick rotery 
mowing attachment 
cuts and shreds light 
sndergrowth - brush 
gross, weeds et 
forming o valvable 
mulch on the land 
which promotes the 

growth of greer 


pastures 


The garden tractor 
hos o circular sow 
attachment which 
fells trees ot 
ground level 

It also cuts them 
into firewood 
fence posts etc 
Kut Kwick uses 
stondard garden 
plows, horrows 
cultivators etc 
ond is produced 
with power range 
of from 2 to6h.p 


la 


~ 2 


i tee 





- DEALERS — 
‘ Write today for illustrated catalog and prices 
2 


Kut-KwIickK TOOL CORPORATION 





P.O. BOX 476 BRUNSWICK, GEORGIA 
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WOODS 


ROTARY CUTTER 


e «For use ine « 
MOWING PASTURE 
7 STALK SHREDDING 
4 CLEARING LAND 


SHREDDING 
COVER CROPS 


Round out your stock with this most 
COMPLETE line of all-purpose 
cutters on the market! 3 cutting 
widths; standard and hydraulic lift 
models. They're versatile as they 
are TOUGH, shredding sage thick 
as a man's wrist as easily as they 
mow pastures and dozens of other 
NEEDED jobs around the farm. See 
below the features which put Wood's 
FIRST in every section of the country! 





WIDTHS 
60’, 80", 
and 114° 


Fits any power take-off, 3 16° salety 
shield, adjusts to 14°, triple “"B" V-belt 
drive, all heavy-duty, protected parts! 





WRITE for descriptive literature 
prices, and name of nearest distributor 











WOOD BROS. MFG. CO. 
.. 


OREGON 00, ILLINOIS 
at 
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story that makes for the man who 
knows how to sell, and truly works 
at this business of selling 

Our dealers tell that it is 
far harder to find a good sales- 
man than it is to find a good me- 
chanic Many dealers have un- 
doubtedly had the experience of 
hiring a salesman who looked very 
promising, and yet after a few 
months, knew that he would never 
make the grade Many dealers 
have found a man with an appeal- 
ing personality, a man with a good 
farming background, and yet sales 
just didn’t materialize. Why? 
Many times it was for want of ob- 
serving one of the basic rules of 
salesmanship, “You've got to make 
calls if you want to get results.” 


us 


Importance of Calls 


Too often, the salesman got in- 
to the same rut that so many work- 
ers are in today, and figured that 


half an effort was sufficient. He 
felt that he could follow up a 
handful of prospects and roll in 


the type of volume which you had 
a right to expect from him. He 
failed to realize the necessity of 
getting out into the territory early 


in the morning and calling right 
down the road on farmer after 
farmer, preaching the story of 


farm machinery and the services 
available 

But equally responsible for the 
lack of success on the part of sales- 
men today is the lack of good sell- 
ing psychology. Haven't you heard 
a salesman greet a farmer with 
“Do you need any machinery to- 
day?” The first instinct of the 
farmer naturally is that he doesn’t 
need any machinery—no one wel- 
comes the thought of spending 
money until you create a desire 
for ownership. 

What can we do about it? What 
can we do to revive the art of 
selling and to train the men that 
you will need in the competitive 
retailing of farm machinery? First 
of all, we must find a man who 
knows your product, and is thor- 
oughly familiar with the farming 
in your area. Occasionally, you 
find a super-salesman who very 
quickly picks up product knowl- 
edge, and knowledge of farming 
operations to a limited degree, and 
yet, because of natural ability to 
sell, gets by with reasonable suc- 
cess. In the biggest majority of 
cases, however, a man must know 
farming, must know the problems 
of the farmer, and he must know 
your product if he is to adapt the 





the BUY of a 
LIFE-TIME 





LIFE-TIME 
WRENCHES 





THE BILLINGS & SPENCER CO 








product to its end use 

Too many salesmen make the 
mistake of talking nuts and bolts 
rather than directing their entire 
sales approach toward what the 
farmer wants to know: “What will 
it do for me?” If your salesman 
does not know the farmers’ prob- 
lems, how can he intelligently rec- 
ommend machinery that will ac- 
complish these objectives 

True, there are many more qual- 
ifications for a good salesman. He 
must be likeable, friendly, and 
generally he must be a good listen- 
er, if he is to determine what the 
customer is interested in 

I would consider only one ad- 
ditional qualification worthy of 
discussion and that is the inclin- 
ation of a man to work. To my 
way of thinking, a just average 
salesman, working 10 hours a day, 
will make more sales than a super- 
salesman who works only five 
hours providing both men devote 
100°% of their time to constructive 
sales effort. Give me a man who 
knows farming, knows his prod- 
uct, who has enthusiasm, and who 
will work at selling religiously 10 
hours a day, and I'll bet you dol- 
lars to donuts that he will sell e- 
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nough farm machinery to make 
you very happy. 

When you find the right man, 
take him into your confidence. Tell 
him something about the operation 
of your business, and make him 
feel that he is a definite part of 
the successful accomplishment of 
your objectives. Every salesman 
worthy of name likes to feel that 
he can share in the financial suc- 
cess of your operation, and cer- 
tainly it is in order to reward the 
salesman with proper incentives 
for exceptional sales accomplish- 
ments. Help him to know more a- 
bout your products by including 
good sales and service schools in 


his schedule. Many of the most 
successful dealers hold regular 
weekly night meetings for their 


sales and service personnel. These 
meetings give your salesmen confi- 
dence in their product, give them 
selling ammunition. It is only nat- 
ural for any of us to talk about 
the things that we know the most 
about, and your salesman fails in 
exactly the same category. Give 
him plenty of ammunition, and 
you can bet he will make a practice 
of preaching it regularly when 
calling on customers 


. 


Ferguson Announces New 
Multi-Purpose Blade . . 


A NEW MULTI-PuRPOSE blade, 
designed for farm use and indus- 
trial and landscape gardening 
work, has been introduced by Har- 


ry Ferguson, Inc., Detroit, Mich 
New design features of the 
blade, plus a variety of attach- 


ments, are said to provide greatly 
increased flexibility of use, and an 
adaptability to a wide range of 
tasks. 

The 6-foot blade, with a mold- 
board height of 14 inches, can be 
rotated a full 360 degrees, per- 
mitting either pulling or pushing 
action. Also, it can be angled either 
to the right or left, 15, 30, 45 and 
60 degrees, in the forward or re- 
verse position. 

A scarifier, side plates, blade ex- 
tension and grader wheel are in- 
cluded in the attachments. Fergu- 
son System finger-tip hydraulic 
control adjusts depth of cut, or 
raises the blade into transport po- 
sition. These features make the un- 
it ideal for such jobs as drainage, 
terracing, grading, road mainten- 
ance, snow removal and other farm 
tasks. 

Adjustments permit offsetting 
the entire moldboard and blade for 








working close to fences and build- 
ings. Because the blade 
is mounted with bolts on the cen- 
terline, it is easy to reverse it when 
the cutting edge becomes worn 
By attaching the blade to the trac- 
tor links by means of an offset pin 
in the frame, it is possible to dig 
a “V”" ditch with a small included 
angle. If only snow 


scraper 


loose dirt or 


shoes may be 


avoid blade 


to be removed, the blade ex- 
tension may be attached to in- 
ease the amount of material dis- 
laced A rader wheel avail- 
ible for final leveling operations, 
ich as in landscape work. Skid 


attached to order to 
contact with the road 
from 


rface when removing snow 


or concrete roads 












“THE DEPENDABLE 


PROFIT LINE 


SINCE 1888" 











SATISFACTION 














‘+ 


be 





FLAME GUN 
SPRAYER 


HUNDREDS OF USES 


2000 degrees controlied heat De ys 
weeds, brush, rubbish. For burn 
4 gol. tont 7 tt 


@ sotety 
strips ond fire lones 
oi! proof hose. Light. Compact Portable 
Burns kerosene o- range o:! 








ad SPEEDEX GARDEN & 
TREE SPRAYER 


E-Z 5 GAL. : 
KMAPSACK SPRAYER 


Finest knepseck sproyer mode } 

Pump lever develops high pres- 

sure easily while sproying. 5 

go! tinc-grip steel er copper 

tonk. Tonk is oir conditioned ~ 
low priced 





nortle (Recommended by Exten- 
sion Services.) 


D.B. SMITH & CO.guyesss 


ORIGINATORS OF 
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Solid bross 
lerge odjusto 
‘€ ble nozzle for 
spraying trees 
shrubbery 
flowers, weed 
killing, ete 
Sturdily byill 
In big demand 


SPRAYERS SINCE 


STREAMLINED BLIZZARD 
COPPER CONTINUOUS SPRAYER 


* The Werld's Mest Beoutityl 
Sproyer, Twin Nestle World's 
finest continuous wreyer) with 
lerge, glistening seliad copper 
tonk, Pump borre! is highly 
polished brows, seemless Ap 
Pealing, modern design Sproys 
ony liquid. Pint, Quert 139 
sf construction 






oe) 
Mode in 2 sites: Pint 


UTICA 2, N.Y 


Qver 





SEND FOR CATALOS 
DLSCROING HE SE ane 
Ovece (Temes 


IR RR 
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BLUE RIBBON QUALITY 






Specialized 
FARM EQUIPMENT 


The Hume trademark identifies a broad line 
of products, each unique and specialized, 
but with @ big-volume, big-profit potential 


Picks up down-tan- 
ged crops of small 
wan and soybeans. 
Fits all combines. 


PICK-UP RIEL 


Makes your present 
Gisk a rigid, hydrav- 


lie disk acts as 
disk transport 





Hydro-Rigid 
DISK FRAME 









For spinach and other green 
crops. Cuts and loads in one 
Operation. 


CUT-LODE HARVESTER 
a 





PERFO CROP GUARD 
=> 7, Allows high-speed cultiva- 
tion of email plants with 

maximum protection, 





TractoR-Rower, cuts and wind- 
rows in one operation. Windrow Loader loads at high 
peed The ideal two-stage green crop harvesters. 


TRACTOR-ROWER «© GREEN CROP LOADER 


ALSO MANUFACTURERS of Lifter Guards, 
Floating Cutter Bars. Write for details on the 
Hume line and dealership. 


H. D. HUME COMPANY 
Mendota 26, Illinois 











Servis Announces New 
Diteher-Terracing Blade 


Servis Equipment Co., 1000 
Singleton Blvd., Dalias, Texas, has 
introduced a new Servis blade that 
includes the following features 

Extreme angles of blade adjust- 
ment (11 holes) are provided for 
cutting a narrow irrigation ditch 
in hard ground; blade is complete- 
ly reversable, by releasing one pin 
from operators seat; by removing 
two pins, blade assembly is easily 
moved on circle projecting end of 


cutting edge about 24 inches be- 
yond rear tires, thus permitting 
close cutting near fences, build- 


ings, etc., for back-filling ditches 
in the forward direction of the 
tractor 

Other features include high 


mouldboard to accommodate full 
load of dirt, heavy % x 6 inch cut- 
ting edge, and 21 adjustments 
without the need of a wrench. De- 
signed especially for use with Fer- 
guson, Ford and similar 3-pt. lift 
tractors, the new blade offers 
three-way positioning 





The Pixtone, automatically and mechanically, does the work of many 
men in picking up stones 12 to 8 inches in diameter and carrying them 
from the field to a dumping spot, spreading them in a thin layer for use 
in making long piles or farm roads. Pixtone can be drawn by any 2-plow 
tractor and will clear up to four acres a day, saving labor, eliminating 
much implement breakage, and making the soil easier to work, accord- 
ing to the manufacturer, Bridgeport Implement Works, Inc., Stratford, 
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... BIG MARKET 


50 
SUCCESSFUL 








COMPLETE LINI 
ies | A YEARS! 


“DU-ALL”’ 
SNOWPLOW 


now + nanrow WEN Ud MOM Cae Ui suuvoze wow 















EXACT POWER 
CUSTOMERS 
WANT! 








Opportunity Knocks! 
Dealers make EXTRA MONEY on 


tools and power take off Attach 
ments for all models! 


NEW SAW ATTACHMENT 
Fells Trees, Cuts Wood and Weeds 
It sells itself! 



















1450230305 eH.P. 5°8e12¢H.P. 
T] RIDING TRACTORS 


WALKING TRACTORS [ “jaw <i cor bor ems) «| 
tor eli large and small Gardening | (come Fae: hy STOWE wOOD , Ame WEEDS / That Will Handle Good Sized Farm 
a * ‘ a — | LF Lowest cost power. Handles 10, 12. even 
for power and traction. Variable a | a ¢ l4-inch plows. Cultivates, mows, rakes 
speed transmission, individual gang i 4 
[ e A> i 9 
~ 4 


tool controls. Model shown is 3 H.P 
with 10° plow 


NATIONALLY ADVERTISED 


Widely used in every state and in for- 
eign countries. SHAW is Best, Most 


Profitable Complete Line to Seil! 


Sturdy, extra strength construction 
we “© otkb does dozens of other jobs with ease 
—s 4 Works astride or between 42° rows 
5 ne 4 7.™ Uses P.T. O. pulley 
A PIONEER IN THE GARDEN TRACTOR INDUSTRY 
OPENINGS for DEALERS 
Write for Free Literature, Full Details, 
Prices and Information on Dealerships 












Front St., Golesburg, Kansas 












stactestitnsnneteniesnineeatieeies <c 
> 

SICK LE a Lantz makes two bladed alters. Th 
7 agen “over more trash than any sir ~ 
coulter even get the touch | rele 
GRINI 1) 3 pee that « Stalk cutter doe 4ah hybrid 

re s PA rr | ury trash wh p. n't reach 
| winter Biase ee corn borers hide for the 


Every Lar tz Coulter has four T ken Bear 
ngs and tw coprene Grease Seals Built 
a5 an » Neoprene G * ls. Bu t 
t v 


1. Sell it to farmers, ranchers, highway 






and park maintenance men. Coulter specialists selection of 14 
sizes and types different 
2. Do custom sickle grinding in your | ed All Purpose Coulters Made. © 
| assembly may be " . tac 
own shop. | coulter blade only vp ad ail removed using 
It’ , tes ~~ d trash problem Gives y there's no 
t's simple sturdy speedy . an coulter second i @ single-blade 
ma tO none 
accurate. Grinds sickles from one to seven / 
feet long. Grinds a uniform edge main | £ The lL ANTZ 
tains proper bevel extends life of sickle KUTTER K 
Saves time and expense. Keeps sickles | me OLTER 
sharper ... means faster grass and weed j : A, original two bladed 
. oulter 4 
cutting. Four years’ use has proved its | market. C eke ae = — 
quip; 
value. with @ 16”, 17” Pee 
coulter blade Impr wed | 


disc Ge permit er plowir speeds 
| ¢ blade 5 ts high pl < of 4 


Proved in plowing cc mtests and by thous ands 
n 4 


ONE MAN OPERATES fT. Grinds coming 
and going. Spring-loaded table keeps of users 


sickle section against stone and accom The NEW LANTZ Model B Ce 
e ulter 


Grinder has mounting holes drilled to hang 
on wall or set on bench. Available with er modates variation in angle between differ 
without 110-volt electric motor, or can iin on 
used with ', horsepower gasoline engine for ent types of sections. Two grinding stones | to Pee nearing | 
available ...22 and 17-degree angles. | Suhdineman ah lighter, | 
ore ca: 
ly installed and | 


field work 
SELL these Lants leaders. We also manufacture the Lantz Original Fiexible-Grapple Greater adaptability to 
plows with limited clear 


Hay Fork. Write for literature and dealer information 
ance. Uses 16” and 17 
blades. Exc lusive 


LANTZ MANUFACTURING COMPANY, Inc. tide Bac 
Dept. T-905, Valparaiso, Indiana 
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‘ 7 . e ° . 
ADVERTISEES INDEN 
A E 
Ackerman Steffan Div Parker Fagle Manufacturing Co 143 
fg. Co e Eagle Rule Mfg. Co 145 
Advertising Council, Is Eclipse Lawn Mower Co 19° 
Airex Division Lionel Cory ’ Electric Wheel Co . 
Ajax Hardware Mfg. Cor; S Embury Manufacturing Co 7 
Alabama Mfg Co ° Empire Plow Co 147 
Allen & Co.. 8. I Enterprise Mfg. Co . 
Allen Manufacturing (« “ ’ Estwing Mfg. Ce 77 
Allis Chalmers Mfg. Co . Everite Pomp & Mfg. Ce 1a7 
Aluminum is Mfg. Cx 
American Cancer Societys 
American Chain & Cable Co q 
Ine 6 and 97 
American Manufacturing Co 67 
You make more American Pad & Textile Co > &F ' 
American Steel & Wire Co ' 
money selling Cyclone Fence P 107 Farm and Ranch In A 
Ames Co, O =e Farm and Ranch Pubiishing Go.168 ; 
DEMPSTER because Animal Trap Co. of Americs.. * Farm Tools, In 
ae tte See atie T Ob? oD Federated Mutual Implement 
it’s America’s — ates sentite I taybes & Hdw. Insurance ( . i 
* ~ re ~ , tt Firestone Tire and Rubber Co ° ' 
» aos . Fitler Co.. Edwin H 143 
quality water system! Atkine & Go. F. ¢ Ta —4, 7-8 13 
: ~ tee rot . a Fletcher-Terry Co. The 125 
oye . Flint & Walling Mfg. Co. Inc..177 
Frabill Mfg. Co 137 and 141 
No wonder the farmer won't have anything else! Dempster Fuller Tool Oo., Ine. .. . 
offers him a tried-and-tested water-supply system—backed 
by the 73-year-old Dempster reputation for unquestioned 
quality. It's jvst plain sense that you can sell more Dempster B 
Water Systems. In a day of increasing shortages, with G 
replacement materials harder to get, your customer is more Baird & Co. G. M * 
quality-conscious than ever before. You sell quality when a Allied oo, = General Steel Warehouse Co., be 
you sell the Dempster Water System— it's America’s finest! eosiahs Tin 128 Gould meetitge os 
pomnert Chemical Co 13 Great Neck Saw Mfrs Ine ° 
Jethiehem Steel Cory ! Greenlee Tool Co 127 
These Dempster Pumps are star mesg hy odbemogs 182 Griffin Mir Cones’ 38 
—_ . ° Boker & Co. Inc., H 117 
members of America’s finest line... Briggs & Stratics’ Cor; 172 
Buffalo Bolt Co . 
t ’ Butler Manufacturing Co 175 
[ Hamilton Mfg. Oo 
Hancock Mfg. Co 137 
= Hanson Scale Co 19% 
i Heilig Brothers Company 41 
. " P aii . Herschel Mfg. Co., Ine ° 
, mill _ C _ ‘ and m, a8 soe 49 Hemp and Company 44 
ee ~~ . Hillerich & Bradsby Co e 
ae ae 161 Hodell Chain Co. .. . 
i ; 7 aw tes eee” he ~ Horrocks Ibbotson Co 130-C 
Chapin Mts. Works. I R E170 Hudson Mfg. Co., H. D 13 
j pin Mig orks ne < 17 H feld Co e 
' Chattanooga Implement & ey Company, H. D 184 
SHALLOW-WELL JET- DEEP-WELL JETMASTER Mfg. (x . 6 
MASTER — Only one moving Ideal for offset installation or Cheney Hammer Corp.. Henry, . 134 
part. No special pressure tank to be set directly over the well Chicopee Mfg. Cor - 
needed Easily installed and Unusually simple in operation — Clark Bros. Bolt Co 134 
exceptionally efficient only one moving part Clemson Bros., In 
144 nd 1 
Cleveland Chain & Mfze. <¢ 10 
% ~ Cleveland Milla Compar 
' Cobey Cort 176 Ingersoll Products Division 
‘ Coleman Company Inc ° Borg-Warner Corp Dises 
Colorado Fuel & Iron Cory Ingersoll Steel Division Borg 
Wickwire Spencer Stee! Div.. 114 Warner Oorp. (Shovels) 
Columbian Rope Cx Fourth Cover 
Columbiana Pump Co 146 International Harvester Co 
Comfort Equipment Co 164 (General Line) 151 
Consumers Glue Co 126 Irwin Auger Bit Company 
; Continental Motors Cory . Front Cover 
Continental Music Co l4e 
Continental Screen Co 50 
; Cooper Manufacturing (<« 
i Copper Brite, In« 128 
| j Corbin Cabinet Lock Div. Amer 
ican Hardware Cory ‘ J 
a WELL WATER SYS- CENTRIFUGAL PUMPS — Corning Glass Works ° 
EM — Positive tubrication impetiers are semi-enciosed Coughlan G.N 138 
——- design. Available for for greater efficiency. Balanced Council Tool Co . J & J Steel Barrell Ce . 
electric motor of gasoline engine drive shafts nde on double Tim- Crescent Tool ( 2 Jackes-Evans M Cc lI2 and 45 
operation. Can be supplied with ken Bearings. There are no bet Cyclone Fence Division. United Jacobsen Mfg. Co 16 
windmill attachment ter irrigation pumps made than States Steel Cory 107 James Manufacturing Co ° 
Dempster Centrifugal Pumps. Johnson Co., Louis ° 
Johnson, Inc.. William 13 
. . . Jones & Laughlin Stee! Cory; ° 
America’s Quality Line of Farm Judsen Rubber Works, Inc. . 120 
Justrite Manufacturing Co 3 
Water Systems D 
Pumps e Tanks @ Windmills e : aw 
p Irrigation Equipment Dearborn tors Cor 189 K 
"um ( . 
¢ ' 15 
DeLaval Separat Cr 179 Kenmar Manufacturing Co 
(EMPSIE f DEMPSTER Deming Oompeny > “Se : 
Dempster M Mfg. Ce 1ae Kester Solder Co © 
<a SUPPLY EQUIPMENT  [aAIOeeaptcei Itt oR ced co 
: licks Pontius Cx ° Ceystone ire Cloth Co 2 
WATER SU Beatrice, Nebraska Draper Maynard (< 130-A King Hardware Co 36 
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Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Send today for catalog and 
trade prices. 








STAR MANUFACTURING COMPANY 


DIVISION OF TLLINOIS (RON & BOLT CO 


CARPENTERSVILLE, ILLINOIS, U.S.A EST 1873 











: } There's a Complete Line of 


lumps 


All are: Quality Built! 
Priced Competitively ! 
° Easy to Sell! 
Write today for detailed information on 


their Complete Line of Woter Systems 
thot ore built to be better! 





OMPANY, IN 
ter. P 


y expe . . 











THE CHIEF ENGINEER 


of one of the leading farm equipment manufacturers states that 
we are only nicely started on power farming—that the average 
farmer still does 60% of his work manually. Constant change— 
something new—something better—is e characteristic of Amer- 
ica. The easiest way to keep up to dete regarding new equip- 
ment and methods of farming operation is thru the pages of 
SOUTHERN FARM EQUIPMENT. 

If you are not already a subscriber, send in your $1.00 today for 
@ yearly subscription or $2.00 for three years. 


SOUTHERN FARM EQUIPMENT 
section of 


SOUTHERN HARDWARE 
806 Peachtree Street, N.E. Atlanta 5, Georgia 



























SOUTHERN FARM EQUIPMENT Section for APRIL, 1952 








CUTTERS - PRUNING TOOLS 


A complete line of one- and two 
hond metal and wood-viting 
tools including two new popy- 
larly -priced one-hand pruners 
DURACUT {anvil type) and 
DURASHEAR (sheor type) with 
fomovs Porter quality design 
throughout. Also 3 new Porter 
one-hond HANDKLIP CUTTERS 
designed to cut smoll wire, rods 
and strapping with ease ond 
speed 

Ask your Jobber or write for 
catalogs of Porter Cutting Tools 


end Porter Pruning 





Tools 









driver bits 


SENSATIONAL! FOR LOOSENING OR 
TIGHTENING NUTS, BOLTS OR SCREWS! 


Sove hours of 
valuable time 


Available in sets with 
hex sockets and Phillips 
ond ordinary 


Send for catalog of the complete 
PORTER line. It illustrates and de- 


CUTTERS Both rigid and swivel, 
copacities to %" bolts and \" 
soft rods 

WIRE CUTTERS for oll wire, wire 
rope, cable, fot bor stock ond 
steel strapping 

NUT SPLITTERS 

TIRE CHAIN REPAIR TOOLS — 
Models for oll possenger cars, 
trucks ond buses 

CHAIN CUTTERS for hord and 
soft chain 

ONE. AND TWO-HAND 
PRUNERS for orchord, nursery, 
horticultural work 

FORESTERS LOPPING SHEARS — 
Cuts up to 2° green wood 

POLE PRUNERS for oll tree 


trimming 


just 
TWIST AND 
RAP... TWIST 
AND RAP! 


“rew 








scribes many adaptations of the origi- 
nal Porter bolt cutters that can mean 


more sales for you. 





PORTER, 
; 


4 


4 



































ADVERTISERS INDEN 











Klein & Sons, Mathias 126 Red Devil Tools 4 and 5 
Kromer Co.. 0. W ° ° Red Head Brand Co “9 
Kut- Kwik Tool Co 181 Reeve Co * 
Remington Arms Co 6 
Reo Motors Ine ° 
Republic Steel Corp 1 
Revere Copper & Brass ine 62 
L Reynolds Metals Co 5 
Richards-Wileox Mfg. Co 56 
Rockwell Tools, In 1 
Lamson and Sessions ( 0 it ! Root-Lowell Cor; 2] 
Lantz Manufacturing Co 185 Round Associated Chain Co 103 
Larson Co., Chas. 0 31 Ruberoid Co ° 
Lauson Company 150 Rudiger-Lang Co 24 
Lavelle Rubber Co 115 Russell, Burdsall & Ward 
Lewis Engineering Co : Bolt and Nut Co ST 
Libbey Owens, Ford Glass Co. 64 
Linen Thread Co., Ine e 
Lombard Governor Corp 165 
Lowe Brothers Co ‘4 Ss 
Lufkin Rule Co 65 
Samson Cordage Works 145 
Sandee Manufacturing Oo . ¥ 
Sandvik Saw & Tool Oorp 52 d 
Savage Arms & Tool Corp 7 
Scharf Mf Co.. J. H 145 
M Schlueter Site Co 7 
Scovill Manufacturing Co 47 ‘ 
McKay Company 40 Shaw Mfg. Co 185 
McKinney Mfg. Co 113 Simplicity Manufacturing Co ° 
Mall Tool Co 134 Slaymaker Lock Co 75 
Mann Edge Tool Compa iy 61 Smith & Co., D. B is 
Marshalltown Trowel Co 146 Sol-O-Lite Mfg. Co 13 
Massey Harris Co 163 South Bend Bait Co 112 
Master Lock Co Third Cover South Bend Toy 
Master Metals Products, Inc. 139 Manufacturing Co 122 
Master Products Co.. The 441 Southern Chain & Mfg. Ox 103 
Mast-Foos Mfg. Co +. 435 Southern Screw Co 131 
Maus, Inc., George H se 145 Southern States Iron Roofing 
Melnor Metal Products Co 7 Oo 71 
Merchandise Mart * Spraying Systems Co 178 
Mershon Co., Inc : 145 Stanley Tools a. 
Metal Industries, Inc 123 Stanley Works 105 and 130-D 
. Star Mfg. Co 187 


Meyer Manufacturing Co 
Metal Ware Corp., The 132 Stratoflow Prod... In« 


MALLISON WEBBING Millers Falla Co 9 Streater + -"~ Inc sane 
ne 7 


59 Super Six Mfg 

















Minneapolis-Moline Co 15 8 bases Oe o 
Monark Silv King, Ime. .. 60 ure- fea ove Corp ° 
Top Puritan quality. Packed in cut a, LY Sale © Been Betber Ge... .id cod 25 
bands stitched for immediate Moto-Mower Co.. The .. 23 Swing A-Way Mfg. Co 22 
Murray Co., of Texas 118 
use or in 100 ft. rolls. Myers & Bros, F. 108 
Send for free sample T 
Taylor Chain Co., 8. G 129 
Taylor Machine Works ° 
N Tennessee Coal, Iron & 
R. R. Oo. .. . 37 
National Lock Co ~. 35 True Temper Corp Bh. 
MAGNOLIA National Screw & Mfg. Co Turnbuckles, Inc . 4 
we weceee-MBecond Cover Turpentine & Rosin Factors . 
PLOW LINE ROPE New Britain Machine Co 109 Ine ‘* 
New Holland Mach. Co. ..... . 
, New Idea Division AVOO 
Top Puritan quality. Packed in Mtg Corp. . 166 and 167 YJ 
New York Wire Cloth Co 35 : 
individual burlap and paper Nicholson File Co 59 Union Fork & Hoe Co * 
Nixdorff-Krein Mfz. Co 43 United States Rubber Co 
wrapped tubes. Ideal for well rope North Bros. Mfg. Co. .. ° Gillette Tire Div 116 
Unit t Steel 
Send for free sample. — _ ema eR ‘ 
United States Treasury : \ 
Universal Lamp Co 140 
oO Upson Brothers, Ine 130-D 
Uitea Drop Forge & Tool Co e 
This year your customers will read Oakes Mfg. Co. .... a 
about Puritan Clothes Lines in Good be ae \ ity Manufacturing Co. * y 
e na eee . . ** 
Housekeeping, Life, Woman's Day Ohio Hoist & Mfg. Co - 103 Victor Saw Works, Ine 
Olin Industries, In« 42 and 61 122 and 144 


ond True Story Magazine Vital Products Mfg. Co 


Increase sales with these 


P Ww 


three cellophane wropped 


Puritan leaders Papec Machine Co . Warp Brothers 14 
Park Sherman Mfg. Co 140 Wenzel Tent & Duck Co.. H 38 
Parker Mfg. Co 139 Western Cartridge Co 61 
Parrish Co., Shepherd 130 Wickwire Brothers In 130 B 
Patterson-Sargent Co ; Wickwire Spencer Steel Div 
Peaslee Gaulbert Paint & of The Colorado Fuel & 

Varnish Co . Iron Corp 114 
Peck, Stow & Wilcox Co., The. 11 Winchester Repeating Arms 
Peerless Freezer Co.. Inc 142 Co Ammunition) 42 
Pennsylvania Lawn Mower Winchester Repeating Arms 

Division . Co. (Guns) ° 
Peters Cartridge Div 32 Wire Products Oo 145 
Phoenix Mfg. Co 46 Wisconsin Motor Cory 189 
Plumb, In« Fayette R * Wissota Mfg. Co 174 
Plymouth Cordage Co 71 Wood Brothers Mfg.. Co 122 

a7 Woodruff & Sons, Inc F.H 141 


1 
Porter, Inc., H. K i J 
CORDAGE MILLS |) Fa | Breen’. 
Puritan Cordage Mills, Inc 188 G.F 


MANUFACTURERS Wyatt Manufacturing Co 


LOUISVILLE, KY. ATHENS, GA. 
Yale and Towne Mfg. Oo e 


ACTOS EDN IMA EG IS RE Radiator Specialty Co ~+110 Youngstown Manufacturing Co e 
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Wisconsin powered 
MM Bole -O-Matic 


Wisconsin powered 
Myers Field Sprayer 


Wisconsin-powered 
Massey Harris No. 1 
Avtomatic Twine 


Tier Boler 


the demand for WISCONSIN ..... 
uavr-oury -cr- Coated ENGINES 


IS SOLIDLY ESTABLISHED Saar «...... 


Welder 





The chances are, you know why Wisconsin Engines are first choice 
among farm equipment builders, dealers, and farmers in the 
United States and Canada . . . for you probably already handle 


Wisconsin Engines, Wisconsin-powered equipment or both. But, 
for the record, here's a look at the facts: 


You know, for example, that Wisconsin Engines give your cus- 

tomers POWER that's easy to control and handle. When it comes wi. onsin-powered 
to economy and efficiency, again you know that Wisconsin Engines Oliver Mode! 8 
measure up . . . making your selling job easier and more profit- Baler 

able. Wisconsin Engines are the best assurance your customers 

have of POWER that delivers the Most H. P. Hours of on-the-job 

service with the least amount of servicing and repair expense. 


These features and many others provide you with proven sales 

; . . . ° Wisconsin-powered 
tools worthy of attention in selling Wisconsin Engines. Also, they're Sn teath Mien 
a clue to the right step if you are looking for a power line. Why as dener 
not write us about the possibilities of a franchise in your area? o 


* Wisconsin-powered Turner Twine 
matic Hay Baler 


MOST 


‘shouts aq WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 


y 

? 
2 ye MILWAUKEE 46, WISCONSIN 
7 


5 
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* For use in factories, cotton fields, farms, warehouses, ice-wagons, or wher- 
ever an accurate balance of this type is required. Made in six capacities to 
take care of innumerable weighing requirements. 


Construction: The case of these balances is made of two tubular 


steel telescoping members, finished in durable enamel. 


The load head is doubly reinforced and electrically welded to 
the outer member. Tempered steel is used for the spring which is 
heat-treated and triple tested for accuracy. 

The solid brass dial is recessed for protection and has figures 
and graduations deeply etched. An adjusting screw at the bottom 
of the scale allows the indicator to be set at zero to balance a con- 
tainer. A red indicator makes recorded weights easily read. 

Complies with Federal Specifications, Type IV Class 2 Number 
AAA-S-133, April 16, 1946. 

Each balance is equipped with a hook. 





No. 892, 895 packed one to colored folding box. 
No. 8910, 8916, 8920 and 8930 one to a corrugated car- 
ton, Master shipping carton, as listed. 





JUNIOR MODEL 


* Built on the same principal of construction as the 
heavy usage models. Sturdy steel case. Tempered spring, 
tested for accuracy. A handy scale for home use, 
mechanics, fishermen, etc. Not legal for trade. 
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For more than thirty years Master has been 
in there “pitching” for the Independent Trade 
. .. helping to keep the profit pennant 
flying from your flagpole! Master is proud 
of its position on the jobser-dealer team . . . 
and will continue to “pitch” for you with 
sales-winning merchandising, popular 


prices, and the world’s finest padlocks! 


Make sales faster with 


WER Ow EUIGTa 


Master Jock Company. Milwaukee 45. Wis. 
Worlds Leading Padlock Manufacturers 
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IT’S A HIT! 





Ingersoll Ingersoll 


has the edge! SPECIALISTS 
in special purpose steels 


Alloy Steels 

Armor Picte 

Clutch Plate Steels 

Tillage Steels 

Soft Center Steel 

Shovel Steels 

Knife Steels 

Saw Steels, including High Speed 
Hack Saw Biade Steels 

TEM-CROSS Cross-Rolied Stee! 

Stainless Steels 

INGACLAD Stainiess-Clad Stee! 


always specify Ingersoll 


peoeuc now 


Ingersoll TEEL DIVISION 


BORG-WARNER CORPORATION + NEW CASTLE, INDIANA 








